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Federal Reports 9% 
Rise In Premiums; 
Assets At New High 


Net Premiums, Surplus to Policy- 
holders and Net Investment In- 
come Also at Record Levels 


UNDERWRITING PROFIT GAIN 


Fire Results Satisfactory Last Year; 
Auto Results Improve; Marine 
Hull Account Showed Loss 

Total admitted assets, surplus to 
policyholders, net premiums written and 
earned, net investment income all 
reached new highs in 1952, was 
the company’s 52nd year of operations, 
according to the annual report of the 
Federal Insurance Co. and its wholly- 
owned subsidiary, Vigilant Insurance Co. 

Net underwriting profit after Federal 
income taxes was $1,076,125 for the year 
as against $156,815 in 1951. Unearned 
premiums in 1952 increased $2,380,000 
whereas in 1951 they had increased 
$4,124,000. The 1952 underwriting profit, 
while substantially better than that 
realized in 1951, was well under the peak 
profit reached in 1949. 

Net investment income improved more 
than 10% with the result that total net 
income from all sources, after Federal 
income tax amounted to $2,348,689 or 
$1,044,880 more than that earned in 1951. 

_ Sharp Rise in Auto Premiums 


Net premiums written by the Federal 
and its subsidiary exceeded $28,000,000. 
The $2,356,244 increase over 1951 was 
more than accounted for by the automo- 
bile department, which rose over 27% 
or $2,589,213. Ocean marine, fire, and 
fidelity and surety all showed minor de- 
creases, while inland marine and avia- 
tion premiums increased slightly dollar- 
wise. 

In commenting on the underwriting re- 
sults, Hendon Chubb, chairman of the 
board, and Percy Chubb TI, president, 
State ‘that there was some improvement 
in the field of automobile insurance, in 
part because of the higher rate struc- 
ture; and that satisfactory results were 
achieved in the fire insurance field. 

The ocean marine department, how- 
ever, experienced an abnormally high 
| level of major losses which adversely 
affected the hull account. The aviation 
department was affected by the two dis- 
asters which took place at Elizabeth, N. 


(Continued on Page 34) 
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the sad Ais of the 
CARELESS 


Coming up . . . one stom- 
ach-ache, one spanking and assured and your communi- 
one FIRE. Careless use of ty. Teach fire prevention 
matches is by far the great- —_ constantly. 


family 


est cause of fire. Serve your 
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New England Mut. 


Executives Believe 
Inflation Is Waning 


Dollar Stronger, Chairman Smith 
and President Anderson 
Tell Policyholders 


ANNUAL REPORT IS 109TH 

Assets December 31 Were $1.354 

Billion; Big Production 
Gains Also Made 

> New 


this 


Eng- 


week 


The annual meeting of th 
land Mutual Life in tna 
was not only striking in its recording of 
the company has made 
during the year 1952 but because 
of the viewpoint expressed that the na- 


the gains which 


also 


tion has made progress in checking in- 
flation. The report to the policyholders, 
presented by George Willard 
Smith and President O. Kelley Ander- 
son, was the 109th annual report. 
This company, the first life insurance 
company to be chartered in the United 
States, paid to policyholders and bene- 
ficiaries last year $68 million of which 
37% went to beneficiaries of members 
who died in 1952; 23% to previous bene- 
ficiaries as income, and 40% to living 
policyholders in matured endowments, 
annuities, cash values bene- 
After its 109 years of operation the 
company reached insurance in force of 
$3.385 billion, a gain of 8%. New life 
insurance issued was $381,802,000, a gain 
of 13%. The assets ‘of the company in- 
creased by $1,000,000 during 1952. 


Dollar Being Stabilized 


Chairman 


and other 


In the opinion of Chairman Smith and 
President Anderson recent developments 
have demonstrated that for the first time 
since the Korean started there is 
evidence that not only has the value of 
the dollar begun to stabilize, but the 
country is embarking on a firm policy 
designed to strike at the causes of infla- 


war 


tion. 

In the audience were the members of 
the company’s general agents’ associa- 
tion who heard with great satisfaction 
this statement made by the chief officers 
of the company: 

“Nothing could be of greater impor- 
tance to the ares Since the be- 
ginning of World War II they have es 
the purchasing power of their saving 
including their life insurance, steadily 
decline to a point where today’ s dol- 
lar will purchase about half as much as 
it did in 1939.” 


The Root of Inflationary Processes 


A year ago, the speakers said, that if 
the dollar is to be preserved the causes 
of inflation, not its symptoms, were what 
should be of most concern. 


(Continued on Page 17) 
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there is a way to insure 
your economic freedom @ 


George Washington visits 2 
an old friend in prison 7 { 

Robert Morris, great financier of the Revolution, . — 5 

must have found his stay in debtor’s prison a -d E 

humiliating experience, despite the comforts per- ae . 

mitted by custom of the times. Washington's visit a 

was late in 1798. The place, the old Walnut Street 

Gaol, now the site of The Penn Mutual’s Home di 

Office, across the street from Independence Hall. F 










































Although better planning might have prevented Robert Morris’ difficulties, 

life insurance for security in estate planning was unknown in his time. 

Today, your estate—no matter how large or small—can be safeguarded 

by a Penn Mutual Independence Plan that not only protects the financial 
& independence of your family, but also anticipates your own economic 
E>) freedom in your retirement years. 

In this, your Penn Mutual Underwriter can be of great help. He is a busi- 


nessman trained to work with you and your attorney in setting up an 
Independence Plan that brings the best return on your insurance dollar. 





You are under no obligation when you talk to him, and he can point the 
way to your own financial independence. | 
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Back of 

Your Independence _ 
Stands The 

PENN MUTUAL 
























THE PENN MuTUAL LirE INSURANCE COMPANY + INDEPENDENCE SQUARE, PHILADELPHIA 
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PENN MuTuAL BELIEVES IN PROMOTING ITS OWN PEOPLE TO POSITIONS OF MANAGERIAL RESPONSIBILITY 
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New York Ci 


ity Association’s Sales Congress 





A. Gordon Nairn, David B. Fluegelman, W. Walter Smith, John O. Todd, Elmer Wheeler on 


Program; Charles N. Barton, Chairman of 33rd Annual Affair; Moderator and the Summation 


By Charles J. Zimmerman; Well-Balanced Program Attracts Approximately 1,000 Persons 


The 33rd annual sales congress of the Life Underwriters Association of the 
City of New York, held on Thursday of last week at the Hotel Astor, had for its 


theme “Prescriptions for Profits.” 


Speakers at this all-day meeting, which was one 


of the association’s most successful, were A. Gordon Nairn, director of agencies for 


Canada, The Prudential; David B. Fluegelman, CLU, 
Mutual and president of the National Association of Life Underwriters; 
Smith, agent for Metropolitan Life at Rutherfordton, N. C.; 
Pension Service, Inc., and Todd Planning 


western Mutual, Chicago, and president, 
& Service Co.; 


ford, was the moderator. 


and Elmer Wheeler, speaker, author, columnist. 
man, managing director, Life Insurance Agency Management 


special agent for Northwestern 
W. Walter 
John O. Todd, North- 


Charles J. Zimmer- 
Association, Hart- 


A. G. Nairn Outlines Qualities 


For Success In Production 


Speaking at the 33rd annual sales con- 
gress of the Life Underwriters Associa- 
tion of the City of New York, last week, 
A. Gordon Nairn, director of agencies 
for The Prudential at the Canadian head 
office in Toronto, outlined some of the 
qualifications necessary for success in 
production. Successful producers, he re- 
marked, think big, set their sights high 
and believe in their ability to reach the 
goals they set for themselves to attain. 
“They are positive in their thinking and 
because they are positive, they see the 
bright side of things rather than the 
negative or dark side. 

“When they go out to sell,” Mr. Nairn 
continued, “they make the ‘sale first of 
all to themselves before they make it to 
the prospect they are going to see. They 
visualize the other fellow’s situation, 
would they buy what they are going to 
suggest he buy. As a result, they are 
far more enthusiastic and sincere when 
they eventually see that other fellow and 
talk to him about his security problem. 

“Successful producers believe that you 
develop your brain through exercise and 
use, Accordingly, they are continually 
improving themselves and their minds 
through study, not only of their own 
business but of many allied subjects 
which will give them a better under- 
standing of people and of living. 

“The successful life underwriter,” Mr. 
Nairn said, “is always hearing ‘about, 
or seeing life insurance situations all 
around him. He is continually observant, 
and as he reads his newspaper he sees 
news items that disclose new prospects 
for him, or opportunities for additional 
sales to present policyholders. As he 
listens to conversations at social gather- 
ings, at his club, at the lunch table, 
he is continually hearing bits of informa- 
tion that means business leads for him.” 


Importance of Speech 


What a life underwriter says and the 
Way he says it, Mr. Nairn remarked, 
has more to do with his success than 
anything else. He should speak in such 
away that it is evident that he is sin- 
cere, that he is enthusiastic about what 
he is Proposing and that he is confident 
that the solution he is suggesting will 
Prove to be the best solution, 

he successful producer,” Mr. Nairn 
continued, “speaks with sinc erity because 
1¢ believes that his job is the most im- 
Portant job to be in today, the job of 
‘eeping homes together, seeing to it that 





children have a mother’s care, assuring 
education for young people, watching 
older people coming down the final 
stretch of life’s highway happy and un- 
afraid, causing people to be self-reliant 
and independent. 

“The successful producer speaks with 
enthusiasm because he knows that life 
insurance isn’t just one solution for the 
security problems of people today, it is 
the only solution for the vast majority 
of people, in these days of high taxes, 
high cost of living, and low interest yield 
on investments. He knows that with a 
stroke of a pen an estate can be created 
for the family and then savings can be 
gradually compounded throughout the 
years ahead for the policyholder’s own 
retirement, should he live, without taxa- 
tion on the compound interest portion 
of these increasing savings in the policy. 

“The successful producer also speaks 
with confidence. He speaks with confi- 
dence because he knows what he is going 
to say. Usually he will use a prepared 
sales presentation that he has used suc- 
cessfully in the past. He has also studied 


the business so that he knows he can 
answer any questions or objections which 
the prospect may bring up during the in- 
He also secures all the perti- 


terview. 


Quota Exceeded for NALU 
Memorial Building Fund 


David B. Fluegelman, CLU, North- 
western Mutual, and president of the 
National Association of Life Underwrit- 
ers, in his talk last week at the annual 
sales congress of the Life Underwriters 
Association of the City of New York, 
announced that the quota for NALU’s 
Memorial Building Fund has been ex- 
ceeded and that a search for the site 
of the National Association’s permanent 
headquarters will begin next month. Mr. 
Fluegelman also announced that New 
York State was the leader in total con- 
tributions for the Fund. 





nent information on the prospect that it 
is possible for him to get in advance and 
has planned his sales interview accord- 
ingly.” 
Security Counsellors 

The great majority of successful sales- 
men of life insurance, the speaker con- 
tinued, are security counsellors, not just 
salesmen of life i insurance pol'cies. “Their 
role,” he said, “is the role of an adviser. 
They assist people to build a house of 
protection for the family and in so doing 
make provision for retirement income.” 

Commenting on the material change in 
today’s life insurance market, Mr. Nairn 
said that with government Social Secur- 
ity coming in fuller measure in Canada, 
with the tremendous increase in the 
amount of group insurance in force, 
every home will have a subsistence floor 
of security and it will depend on the 
individual life underwriter whether this 
trend will retard his future sales efforts 
or assist them. The successful life un- 
derwriter, he said, will welcome this floor 
of security created by group insurance 
and Social Security because on it he will 
build a house of security, room by room 
if necessary, until, maybe years later, he 
finally completes the roof—i.e., —adequi ite 
retirement income. 

“The great majority of successful life 

(Continued on Page 4) 
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Left to Right—Charles J. Zimmerman, John O. Todd, W. Walter Smith, David B. 


Fluegelman, A. Gordon Nairn, Elmer Wheeler. 





General Chairman of the 
33rd Annual Sales Congress 





CHARLES N. BARTON 


Charles N. Barton, CLU, president of 
the Charles B. Knight Agency, Inc., 
Union Central Life, 
chairman of the 33rd annual sales con- 


served as general 


gress of the Life Underwriters Associa 
tion of the City of New York, which was 
held on Thursday of last week in the 
Grand Ballroom of the Hotel Astor. 
This year’s all-day affair, filled the ball- 
room to capacity and proved to be one 
of the association’ s most successful. Vice 
chairman was George P. Shoemaker, 
CLU, general agent, Provident Mutual 
Life. 

Other committee members included 

Program advertising: Edwin J. Alien, 
CLU, chairman, A. Robert Jacobs. 

Attendance: Joseph J. Melly, Jr. 
chairman, Charles J. Blumenthal, Dante S 
Caputo, Albert T. Dittman, Timothy 
Donoghue, Earle Y. Duncanson, Herbert 
Frankford, Pinckney L. Frost, Paul 
Goodman, John E. Kenny, J. Robert 
Lauer, James J. McCann, Jr., CLU, 
Howard J. Rosan, Harold S. Schlesinger, 
CLU, Murray Waldman. 

Reception: Arthur L. Sullivan, chair- 
man, Walter J. Brennan, Michael J] 
Denda, Timothy W. Foley, H. G. Hen- 
derson, James F. MacGrath, Jr., Arnold 
Siegel. 

Photography: A. W. Eisen, CLU. 

Publicity: Andrew F. Kinbacher 

Program publication: Jack R. Man- 
ning. 


100 Apply for Membership 


Jack R. Manning, executive manager, 
Life Underwriters Association of the 
City of New York, announced that ap- 
proximately 100 applications for mem- 
bership were received at the association's 
33rd annual sales congress, held last 
week at the Hotel Astor. 

























David B. Fluegelman, CLU, North- 
western Mutual, and president of the 
National Association of Life Underwrit- 
ers, speaking at the 33rd annual sales 
congress of the Life Underwriters Asso- 
ciation of the City of New York, read a 
prepared statement relating to his per- 
sonal attitude and that of the National 
Association concerning brokerage busi- 
ness. This statement follows herewith: 

“It is appropriate that, before the New 
York City Association which has a num- 
ber of broker members, I have the op- 
portunity to clarify certain references I 
made to brokers in talks at the annual 
meetings of the LIAMA and LIAA. Un- 
fortunately, these references have been 
either misunderstood or misinterpreted 
in some quarters. Some brokers have 
apparently felt that I was speaking dis- 
paragingly of brokers in general. For- 
tunately, I am confident that the great 
majority of my listeners did not con- 
strue it that way. To set the records 
straight, it would be well to state what 
I did say and what I did not say. 

“T did not say that general insurance 
brokers were ineligible for membership 
to NALU, despite the query which was 
thereafter raised—‘Are not brokers ac- 
ceptable to NALU’? Permit me to state 
emphatically at this time that brokers 
are not only acceptable to membership 
but are most cordially invited to become 
members of NALU. Particularly in New 
York City it is regrettable that such a 
great number of these brokers have not 
seen fit to make riage ation for mem- 
bership and have thus been deprived of 
the privileges and benefits attendant 
upon such membership. 

“I did state that the placing of busi- 
ness by brokers who are completely un- 
qualified is not in the best interests of 
the business and of their clients. I still 
believe this. There was no inference 
that all or most brokers were unquali- 
fied. I was merely referring to those 
brokers who grasp an occasional case 
that falls in their laps and have no 
thought of becoming qualified life insur- 
ance advisers or rendering a continuing 


A. Gordon Nairn 


(Continued from Page 3) 





underwriters aren’t just in the life insur- 
ance business,” Mr. Nairn said. “What’s 
far more important, the life insurance 
business is in them. They love the busi- 
ness, they love their job. They eat, sleep, 
talk, laugh, life insurance wherever they 
go. They don’t count the hours they 
work, a ause every day brings a new 
challenge, a new opportunity. And they 
veneer this philosophy of the business 
they represent by first of all purchasing 
adequate life insurance, to the limit of 
their ability to pay, for the benefit of 
their families and themselves, before ad- 
vising other people to buy adequate life 
insurance for their families. You can’t 
advise the other fellow to do something 
you haven’t done yourself and at the 
same time make yourself sound sincere. 

“The enthusiastic salesman of life in- 
surance is the salesman who knows that 
come what may, his family will go on 
living more or less in the way he would 
want them to live. I don’t believe any- 
one ever truly appreciates the real mean- 
ing of life insurance until they come 
close to dying. Then and then only do 
you realize that you can face whatever 
may be in store for you unafraid in the 
knowledge that your loved ones will go 
on living in the way you would want 
them to live.” 


David B. Fluegelman’s Statement 


Concerning Brokerage Business 





PREFERRED RISK 
No Concern About Comparisons 


service to their life insurance policy- 


holders. That type of operation reflects 

at ale ee but upon Sell it to your "select" prospects—as little 
cine the, standards, of Se argo as $5,000 if desired. No problem about 
ne oe ee Te at net ape & 88 
ey ecic gr ee cents per $1,000 (20 year basis including 
life underwriter so far as knowledge and dividends—not guaranteed). 


service are concerned and they add 
honor and glory to the institution of life 


"aT wien state that special commission WILLIAM A. ARNOLD, ll, General Agent 


deals should not be given to the broker, 
placing him in a position more favorable, HOWARD D. FONZ, Brokerage Manager 
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compensation-wise, than that accorded a NN 161 WILLIAM STREET NEW YORK 38, N. Y. 


full-time career life underwriter. I did 
not say that all or most brokers receive 
special commission deals. However, if of many letters that I have received, friends that we desire their suppx rt. W 
there is one broker receiving a special supporting my position and encouraging would like to see more of een | : 
commission deal, I am opposed to that me to continue to oppose inequities that association than the approximat iy 1% 
practice, and am confident that the vast exist. of our total a ie i ae ee! 

majority of underwriters in the United “You have now had the issues stated sented. I hope that all of a Sere Cone 
States agree with me in this regard. I clearly, and I trust that the matter may will invite your qualified broke i 
have substantiating evidence, in the form be closed. Tell your qualified broker get on our team.” oe 
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‘Prescriptions For Profits’’ 


A good prescription for low-cost, high-quality life insurance needs the 
important ingredient of a high interest rate on the company’s investment 


portfolio. 


The Connecticut Mutual’s net interest earned in 1952 was 3.54% 
after Federal taxes, and has substantially exceeded the industry’s average 
for many years. Dividends are now 49% higher, on the average, than they 


were in 1943. They have been increased six times in the past ten years. 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 


Hartford, Conn. 


The Josephson Agency 


Halsey D. Josephson, C.L.U., General Agent Herb Righthand, Brokerage Supervisor 
Simon A. McAvoy, Assistant General Agent Wm. Schur, C.L.U., Agency Supervisor 
527 FIFTH AVENUE, NEW YORK 17, N. YY. MURRAY HILL 2-1600 
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Keyman Insurance Sales 


Discussed by John O. Todd 


John O. Todd, CLU, special agent, 
Northwestern Mutual, Chicago, presi- 
dent, Pension Service, Inc. and president, 
Todd Planning & Service Co., addressing 
the 33rd annual sales congress of the 
Life Underwriters Association of the 
City of New York last week, had for his 
topic “Key Man Insurance Insures 
Profits.” To the larger corporations, Mr. 
Todd remarked, present conditions and 
present tax laws make it more profitable 
for them to have keyman insurance on 
those whom they term “Executive” than 
for the companies to continue to act as 
their own self-insurers. 

“How much does it cost not to have 
this coverage on valued personnel?” Mr. 
Todd asked. “In singling out an execu- 
tive age 50 in making $15,000 a year and 
insuring him for ten times his salary, he 
continued, “you have a fairly typical situ- 
ation. Ignoring the ‘cost of the money’ 
aspect for the moment, when the execu- 
tive dies, the company will lose the 
difference between the premiums paid 
and the proceeds collected if there were 
no insurance. This is only part of the 
loss for proceeds collected come into the 
corporate treasury as indemnification 
and, therefore, not subject to income tax. 
As a result the taxable profit to produce 
this net income would have to be twice 
as much as a 52% tax rate. 

“The business man knows he can do 
well on the capital invested in his own 
business and the money used for insur- 
ance premiums deprives him of this re- 
turn. : he thinks he can earn 20% 
gross, he will net about 10% in a 52% 
tax bracket. If this were a correct ap- 
praisal of the cost of premium dollars, 
then there is no profit to him in provid- 
ing the coverage.” 

Phases in Capital Structure 


Every successful corporation, Mr. Todd 
stated, passes through phases i in its cz api- 
tal structure, changing from time to time 
og conditions. Either the corporation 
has lots of money, i.e., more liquid funds 
than can be used wisely in inventories, 
receivables, or fixed assets, or periods 
where its capital needs make it necessary 
to borrow money. 

In the first phase, Mr. Todd pointed 
out, the money yields little or no return. 
Cash in bank yields zero, Government 
3onds, net after taxes, 1% or less. At 
such times, money used for premiums 
cost nothing. In fact, at such times too 
much money held without a demon- 


strable business purposes may be expen- 

sive on account of Section 102. 

In the second phase, borrowed money 
costs 48% of the rate, ie. 3.65% equals 
1.75% net. 

“Since at any moment when the money 
that has been used for premiums could 
be used profitz tbly in the business,” Mr. 
Todd continued, “it is readily available 
through the otherwise unused corporate 
credit, it is improper to ever charge the 
money with a cost higher than the net 
cost for which it can be had. For the 
money used for premiums cannot be had 
for any other purpose.” 

Considering the possibility of an early 
death to be minimal, Mr. Todd said, the 
use of the most conservative mortality 
table—the 1937 Standard Annuitants’ 
clearly points up a substantial return 
even if the employe lives beyond his 
“expectancy.” 

Insurance companies generally under- 
write their standard groups up to 125% 
of the C. S. O. Table, and they will tell 
you their jumbo risks over $75,000 are 
about on that level. From the diagrams 
that Mr. Todd showed it was evident 
that this group had approximately a 20% 
higher mortality than found in the 
Standard Annuitants. Therefore, these 
risks do better for the beneficiary as 
deaths occur sooner and proceeds are re- 
ceived free from income tax. 

The above pertains only to an individ- 
ual but the chances that a given group 
of executives will enjoy as favorable a 
mortality experience as that of an insur- 
ance company seems remote, especially 
in the light of an article which appeared 
in American Business Magazine recently 
about the executive group of Standard 
Oil of New Jersey where 69% had medi- 
cal problems needing investigation. 

“It is granted,” Mr. Todd said, “that 
the size of the groups, approximately 50, 
in which the underwriter would be deal- 
ing is too small to rely upon a given 
mortality table. However, it is because 
of this that this kind of coverage is so 
attractive. The death of one man prema- 
turely is a major factor out of a small 
group of executives—while out of a large 
group of people assimilated by the insur- 
ance company it is routine. 

Advantage for Small Group 

“Thus the small group gains the ad- 
vantage of protection against the severe 
loss and even if this small group ends up 
with the same experience as the insur- 
ance company it will have a profit in- 
stead of a cost. 

“As is readily seen, if the executive 
lives a normal span, the company has 
profited substantially by his ability and 

(Continued on Page 7) 
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To Surplus Producers 


who might have a call for the following: 


1. 5-Year Renewable Term 
(can be rated) 


2. Life Expectancy Term 


(can be rated) 


A term rider as well as dis- 
ability income can be added. 


3. Over-age cases through age 75 
(can be rated up to Table 2) 


FULL COMMISSION PAID 
4. Joint Life Policy 


5. Ratings up to 600% Mortality 
‘mD 


LIFE ASSOCIATES 


Lynch & Sloane 


Successor to Gruber, 
HARRY A. GRUBER HAROLD N. SLOANE, CLU 


General Agents 


CONTINENTAL ASSURANCE COMPANY 


of Chicago 


111 John Street New York 38, N. Y. 


BEekman 3-4545 
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Three Successful Underwriting 
Essentials of W. Walter Smith 


Speaking before the New York City 
Sales last week. W. Walter 
Smith, agent of Metropolitan Life in 
Rutherfordton, N. C., outlined what he 
had found to be the three most essential 
factors in successful underwriting. Mr. 
Smith “I have found in my years 
in the that all in- 


Congress 


said: 
insurance business 


surance men aren’t successful. I have 
tried to study the successful man—like 
you men here today, and just see what 
makes him click year after year; men 
who always repeat and make the money. 
“In making this survey I have sim- 
mered down all of the good points and 
have chosen three that I think are essen- 
tial if any man is going to have a suc- 
cessful career in life underwriting.” 
Inspiration First Essential 


Smith said that, in his opinion, 
top of the list is 


Mr. 


the essential at the 
inspiration. Explaining, the speaker said: 
“This is your mental attitude, your out- 


look on This 


everything to do with the kind of service 


life and your job. has 
you give, the business you sell, and the 
company You 
sold on your job and the product you 


you work for. must be 


are selling before you can sell it to the 
public.” 

The speaker said he deplored the ex- 
istence of agents of little or no inspira- 
tion, those who “always talk down in- 
stead of up; always talk little instead of 
big. They never see anything 
Mr. Smith said that the prime source of 
his inspiration in life insurance was his 


good cf 


manager and other top leaders of man- 
agement who had the training and were 
always willing to offer help and aid to 
the agent who wants to increase his in- 
come. 

Keeping Informed 


The second essential listed by the 
speaker was information. Noting that 
information might be synonymous with 
education, the speaker said: “I did not 
have the advantages the young people 
have today in acquiring an education, 
but in our business any man who is will- 
ing to study and be taught can keep 
abreast of the times. 

“Let me thank all the insurance com- 
panies for the fine training programs 
they have for their men, and the high 
type advertising they are placing before 
the public and the aid they are giving 
to the policyholders in regard to health 
and welfare. We just don’t get anywhere 
in the field of business today unless we 
are willing to study and learn. 


Determination Third Quality 


“After we have all the needed infor- 
mation and our inspiration, there is one 
last essential. I call it determination— 
hard work. I find the only time I do not 
produce is when I don’t work. This week 
you have all heard and talked about 
some real ideas for doing your job 
better, and if you are like me you sat 
back and said, fine, dandy, I will try 
that. 

“And what happens? Nothing, abso- 
lutely nothing. You have heard that 
knowledge is power. It becomes power 
only when and if it is organized into a 
plan of action. In working a debit I 
find work to do that is a real pleasure, 
and all the pleasure I get from my busi- 
ness is not from a monetary standpoint.” 
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Resolution Honors D. B. Fluegelman 


David B. Fluegelman, CLU, president 
of the National Association of Life Un- 
derwriters, and an agent for Northwest- 
ern Mutual in New York, addressing the 
33rd annual sales congress of the Life 
Underwriters Association last week, out- 
lined many of the National Association’s 
activities, including work regarding Sec- 
tion 213, Group insurance, state legisla- 
legislation and in other 


tion, Federal 


areas. He also dwelt at some length 
on his personal philosophy of life insur- 
ance and life underwriting. 

3efore making his talk, Mr. Fluegel- 
man was presented with a plaque from 
Charles S. McAllister, New England Mu- 
tual, and president of the New York 


City Association. The plaque was in- 


(Continued on Page 12) 
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Careers of Sales Congress Speakers 


A. Gordon Nairn 


A. Gordon Nairn, director of agencies 
for Canada and head of the public rela- 
tions and advertising departments of 
The Prudential, is a native of Montreal, 
where he went to McGill University and 
graduated as a Gold Medalist in both 
Arts and Law. Widely known as a 
speaker on the subject of life insurance 
and as a raconteur of dialect stories, Mr. 
Nairn studied postgraduate economics 
under the famous humorist, Dr. Leacock, 
during a year in Europe on a scholar- 
ship. After practicing law for three 
years in Montreal at the start of his 
business career, Mr. Nairn was appoint- 
ed field supervisor (senior official) of the 
Life Underwriters Association of Canada 
and, in 1946, was named executive vice 
president of that association. In April 
of 1950 he resigned from that position 
to assume his present post, where he is 
responsible for the activities of 32 dis- 
trict offices, 38 detached offices and a 
staff of approximately 1,400 people. 

During his twenty years in the life in- 
surance business he has been particularly 
active in the field of public relations and 
has spoken before many groups in Can- 
ada and the United States. He is mar- 
ried and has two teen-age sons. 


David B. Fluegelman 


David B. Fluegelman, CLU, currently 
president of NALU, is a member of the 
Northwestern Mutual Life’s Ten Million 
Dollar and Over Club. He has served as 
a special agent for that company since 
1931 when he started in the life insur- 
ance business and is a life member of the 
Million Dollar Round Table. Long an 
active member of the New York City 
Association, Mr. Fluegelman was one of 
the first chairmen of the Board of Field 
Underwriters. He served as chairman of 
the local association’s board of directors 
and held all the other offices of the New 
York City group. In the State Associa- 
tion, he served as chairman of the plan- 
ning committee, as chairman of the gen- 
eral committee, was named vice presi- 
dent and then became president. 

In the National Association, Mr. 
Fluegelman has been a trustee for two 
terms, secretary and last year, vice pres- 
ident. He has won the National Quality 
Award every year and has been active 
in CLU activities since receiving his des- 
ignation in 1935. He is a member of the 
New York State Advisory Board on Life 
Insurance Examinations (appointed by 
the Superintendent of Insurance) and is 
a member of the faculty of the CLU 
Institute at the University of Connecti- 
cut. A graduate of the College of the 
City of New York in the class of 1923, 
he lives in White Plains and is a member 
of both the New York City and West- 
chester Associations. 


W. Walter Smith 


W. Walter Smith, widely known as the 
“Bob Hope” of life insurance speakers, 
has been a field underwriter for the Met- 
ropolitan Life in Rutherfordton, N.C., 
for the past nine years. His talk at the 
Atlantic City NALU convention last Sep- 
tember was well received, as have his 
talks before other life insurance groups. 

A member of his company’s Honor 
Club for six of the nine years he has 
been with them, he was a featured 
speaker before that group in 1951. In 
1950 he qualified for his company’s Pres- 
ident’s Club and spoke before that group 
also in 1951. 

A successful life underwriter as well as 
a convincing and entertaining speaker, 
Mr. Smith spoke last year before Life 
Underwriters’ Associations in Ohio, 
Pennsylvania, Virginia, Georgia and 
South Carolina. 


John O. Todd 


John O. Todd, CLU, is a special agent 
for the Northwestern Mutual in Chicago 
and was-last year’s chairman of the Mil- 
lion Dollar Round Table, of which he 
has been a member for the last 18 years. 
A native of Minneapolis, where he en- 
tered the life insurance business with the 


Equitable Life Assurance Society in 1926, 
two years after graduation from Cor- 
nell University, Mr. Todd now is presi- 
dent of Pension Service, Inc. and the 
Todd Planning Service Co. 

An outstanding authority on advanced 
underwriting, Mr. Todd formed the Es- 
tate Analysis Co. in 1928 and, in 1931, 
went to Buffalo to study under Clay 
Hamlin. Six months later he returned to 
Minneapolis where he joined the Ham- 
burger Agency of the Northwestern Mu- 
tual. In 1938 he was invited to become 
a partner in the well known independent 
firm of H. S. Vail & Sons. Three years 
later he and his partner, Malcolm Vail, 
became agents of his present company. 

Organizational work took his attention 
in 1944 as he started a new agency for the 
Northwestern Mutual and in seven years, 
built it into an eight million dollar organ- 
ization, in which six of his associates 
attained membership in the MDRT. It 
was about two years ago that he resigned 
his general agency and set up his present 
companies. He was awarded his CLU 
designation in 1933 at the age of 31. 


Elmer Wheeler 


Elmer Wheeler, who is the author of 
the famous “Sell the Sizzle—Not the 
Steak,” became familiar to millions when 
his name appeared in syndicated news- 
paper columns as “The Fat Boy,” who 
was showing his readers how to lose 
weight. Other millions have heard his 
interesting, instructive and entertaining 
talks. And his books and “Sizzleman- 
ship” courses have made his name a by- 
word among many more. The man whose 
books have been read by as many as 
7,000,000 people and whose talks have 
been heard by more than 1,000,000 in a 
single year, Elmer Wheeler is the author 
of 15 best-selling books, acts as a sales 
consultant for more than 200 of the 
country’s largest corporations including 
American Airlines, Arrow Shirts, Rem- 
ington (both Arms and Rand). Western 
Union (“Don’t Write—Telegraph” is one 
of his sizzlepoints), J. C. Penney, Pren- 
tice Hall, Sears Roebuck, Texaco, R. H. 
Macy and DuMont Television. 

Voted by 500 business clubs as “The 
Most Popular Speaker in America,” Mr. 
Wheeler was lauded by Fortune in a re- 
cent series of articles on salesmanship 
for his sales “know-how.” Opportunity 
calls him “the Salesman’s Salesman.” 
Reader’s Digest ‘thas twice published 
articles about him and his work. The 
New Yorker has done a profile on him. 
One of his books on salesmanship has 
been placed in the Time Capsule of Ogle- 
thorp University. DuMont calls him 
“America’s master word chemist — the 
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man who has made a million dollars—a 
million friends—by knowing how to sell.’ 


John 0. Todd 


(Continued from Page 5) 


degree a fair return from 
the keyman coverage, whereas if the 
executive has a premature dengh, the 
company has received a large gain. 
“The money that comes into ‘the com- 
pany’s coffers is, of course, available 
for most any use but ideal as a method 


to a lesser 


of providing net funds at no expense to 
stockholders which can be used to solve 
the problem of deferred compensation for 
the executive group. As money paid out 
for deferred compensation is deductible, 
these tax free dollars that come to the 
company as indemnification are doubled 
in value.” 

Concluding Mr. Todd said that sales of 
keyman coverage are entirely up to the 
insurance man. He must get a prospect 
interested and then educate him about 
the advantages of this type of coverage 


If he knows why a man has refused 
to buy keyman insurance, he is on the 
right track. 
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Elmer Wheeler, speaker, author, col- 


umnist, was the concluding speaker at 


the 33rd annual sales congress of the 
Life Underwriters Association of the 
City of New York last week. About 18 


years ago Mr. Wheeler started what has 
proved to be the first “Word Labora- 
sales words are measured 
for their to make sales 
more accurate, fool-proof and faster. He 
phrases by 


where 
relative ability 


tory” 


money-making 
“Tested Selling 
a whole era of 


called these 
the title of 
and so started 
Selling.” 
About the same time Mr. Wheeler cre- 
“Don’t Sell the Steak— 


Sentences,” 
“Tested 


ated his slogan 
Sell the Sizzle,” and developed 
philosophy into a five-point formula now 
“The 5 Famous Wheeler- 
points.” During the 18 years, Mr. 
Wheeler has delivered his talk before 
all kinds of sales meeting and sales con- 


this 


referred to as 


ventions. 
The 5 Wheelerpoints are as follows: 
. Don’t Sell Steak — Sell 
Sizzle. 
Don’t Write — Telegraph! 


1 the 
z 

2. 

3. Say It With Flowers. 

4 


the 


Don’t Ask If —Ask Which 
Watch Your Bark. 

Hid den in whatever you sell are siz- 
zles, Mr. Wheeler said, invisible sizzles, 
buried from the casual eye but shouting 
out loud to you once you are sizzle con- 
The sizzle that makes people buy 
might be the tang in the cheese, the 
crunch in the cracker, the whiff in the 
coffee the pucker in the pickle. It’s the 
greeting card that you 


scious. 


sentiment on a 


Elmer Wheeler’s Sales Philosophy 


and not the cardboard it is 
written on. It is the sureness in an in- 
surance policy stock, or bond, and not 
the paper on which it is explained, that 
you buy. The sizzles, he said, are the 
emotional part of what people buy, and 
not the factual side. 


purchase, 


“Don’t Write—Telegraph” 


On step number 2, “Don’t Write—Tele- 
gaph,” Mr. Wheeler said it isn’t what 
you know that counts so much in life 
but what you say about what you know. 
“Especially in your first ten words,” he 
said, “when you face anyone, for your 
first ten words make or break the sale. 
If your first ten words aren’t right words 
you won’t have a chance to use the next 
10,000. Therefore you must learn how 
to frame your sizzles into no more than 
25 words. One sentence all by itself will 
never make a sale complete, but it will 
get the sale under way, and then if you 
have several more follow-up ‘Tested Sell- 
ing Sentences,’ you are making that sale 
as fool-proof as possible. The point is 
that a good salesman doesn’t hem and 
haw, stammer and stutter. He makes a 
better impression when he speaks his 
sizzles with surefooted straight-forward- 
ness, and boils them into fast-clicking 
sentences. 

“You should not have a_ so-called 
berg sales talk’ that sounds mechani- 

like a parrot that has been taught; 
er you should have a planned talk filled 
with sizzles with known selling value. 
They your sales talk is as tested as your 
product, idea, or service. Synchronize 
your sizzles with showmanship. Back up 
your ‘Tested Selling Sentences’ with ac- 
tion. Never say anything without at once 
proving the point. No matter what your 
business is, it needs the salt and pepper 
of showmanship. It must be sprinkled 
throughout all sales presentations, to 
7 i and to keep the eye 
as well as the ear of the other person 
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wide awake. 

In closing, Mr. Wheeler said to always 
give the other person a choice between 
something and something, never between 
something and nothing. Not do you 
want to buy—but which. ; 

About the final Wheelerpoint, “Watch 
Your Bark,” Mr. Wheeler said that the 


best sizzle in the world, framed in 10- 
word sentences and_ backed up with 
showmanship—and plenty of “which,” 


will flop with a thud if you don’t dress it 
up in a good personality and back it up 


your client! 
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with the right tone of voice. Your words 
reach out and touch the brain of the 
customer, but your tone of voice reaches 
out and touches the heart. How you say 
what you say is important. So cup your 
hands behind your own ears, and hear 
your own voice once in awhile, as the 
radio announcers do. This is the only 
way to hear yourself. Then you will 
have built yourself an “invisible” sales 
talk, from sizzles to telegraphic state- 
ments, from shownmanship to “whiches,” 
to the proper tone of voice. 
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AMA Small Companies 
Meeting in Chicago 


T. A. SICK OF ALC A SPEAKER 





Grant L. Hill, President, Tells of New 
Fiscal Policy; Features 
of Program 





Chicago, March 16—More than 200 
agency executives were on‘hand today 
as the fifteenth annual Small Companies 
Spring Conference of the LIAMA 
opened at the Edgewater Beach Hotel. 
Nearly 90 companies in the Unted States 
and Canada were represented. 

Spencer R. Keare, executive vice presi- 
dent, Federal Life, chairman, opened the 
meeting and presided at the morning 
session. In his remarks, Mr. Keare told 
the audience that one of the great prob- 
lems facing every agency officer was 
determining for himself and his company 
“what is par for me.” 

“Each of us must find out what our 
objectives should be in all of the impor- 
tant areas of our jobs,” he said. “We 
must know how much new business is 
par for our particular company, how 
much we should spend on new business, 
how much building we can afford to do, 
and all the other things that constitute 
our responsibilities. 


Grant Hill Tells of Plans 


The president of the Life Insurance 
Agency Management Association, Grant 
L. Hill, also was a speaker. He was in- 
troduced by Charles J. Zimmerman, 
LIAMA’s managing director. He told 
the members that the association was in 
“the best financial position it has ever 
been in,” and paid tribute to the LIAMA 
management and staff. Mr. Hill said 
LIAMA will follow a fiscal policy call- 
ing for setting aside a sum each year for 
surplus until there is a sufficient fund 
to meet any forseeable condition. The 
president, who is also vice president, 
Northwestern Mutual, also reported that 
the LIAMA was concentrating more of 
its “dues dollar” on agency research than 
at any other time in history. 

T. A. Sick, president, Security Mutual 
of Nebraska, wound up the morning ses- 
sion. 

Opening the afternoon session was 
Charles H. Heyl, vice president, Bankers 
of Nebraska. His presentation covering 
many facets of the agency officer’s job, 
but concentrating on financing of agents, 
operational cost control, quality of busi- 
ness and personnel operations was one 
of the highlights of the day. 

The final event of the day was a panel, 
“Developing New Managers,” with S. E. 
Lumsden, Northern of Canada, as chair- 
man. Participants were G. Frank Cle- 
ment, Shenandoah Life; William D. 
Haller, United Life & Accident; Francis 
L. Merritt, Central of Iowa; Clarence J. 
Shelton, Republic National. Presiding at 
the afternoon session was Travis T. 
Wallace, Great American Reserve. 

Three new members were elected to 
the Small Companies Committee, spon- 
sors of the meeting. They were Lee 
Cannon, vice president, Western Life; 
A. W. Tompkins, vice president, State 
Farm Life; and Ford Munnerlyn, vice 
president, American General. They suc- 
ceed Edwin A. Phillips, Standard of 
Oregon; James E. Scholefield, North 
American Life and Casualty ; and Travis 
T. Wallace, Great American Reserve. 


Federal Life Mourns Death 
Of F.*T. Bockemuehl 


Forrest T. Bockemuehl, manager of 
the Detroit agency of Federal Life of 
Chicago, died March 9 and his passing 
was a shock to many friends in both 
the home office and field. 

Mr. Bockemuehl, who built up one of 
the Federal’s leading agencies, had been 
Manager in Detroit for the past ten 
years. He joined the company in 1938 
When he became Illinois state supervisor. 
He was the first president of the Man- 
agers’ Association and was always active 
in furthering the interests of the Federal 
Life and its representatives. He is sur- 
vived by his wife and two sons. 
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the late W. C. Laird in assuming the 
direction of the company’s Industrial, 
Ordinary, and Group sales staffs. 

Mr. Weir joined London Life as dis- 
trict supervisor in Owen Sound in June, 
1933. In 1935 he became district super- 
visor. in Kitchener. Two years later 
he was appointed district manager in Ot- 
tawa, and in 1939 he transferred to 
Toronto in the same capacity. Twelve 
years ago he was appointed assistant 
superintendent of agencies, and in 1946 
he became superintendent of agencies 
with supervision over the company’s 
agency organization. 





HAROLD I. WEIR 


London Life of Canada announces 
appointment of Harold I. Weir, CLU, as 
assistant general manager and superin- 


tendent of agencies. Mr. Weir succeeds 
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Missouri Supreme Court 


Upholds 2% Premium Tax 
Jefferson City, Mo.—The Missouri Su- 
preme Court on March 9, ruled that 
Missouri’s 2% premium tax on the pre- 
miums of domestic life insurance com- 
panies is constitutional and therefore can 
be imposed and collected by the State 
Revenue Director. 

The decision upheld a prior ruling by 
Circuit Judge Sam C. Blair in the Cole 
County court here in an action brought 
by the Missouri Insurance Co., with 
home offices in St. Louis, which had 
sought a court interpretation of the con- 
stitutionality of all of Section 144.320 
of the Missouri Insurance Laws in view 
of a Supreme Court ruling about a year 
ago that held unconstitutional the “in 
lieu of” provisions of that section. The 
gross amount of taxes involved in the 
litigation was $54,826 but the company 
undoubtedly will file an amended tax 
return for that year, taking advantage 
of another section of the law that appar- 
ently entitles it to total deductions of 
some $10,000, which would reduce the 
total to be taxed to about $45,000. The 
company had set up the entire $54,826 as 
a liability in its annual statement for 
the year 1951 in the event that an ad- 
verse ruling might come from the Su- 
preme Court. 

The suit that named as defendants M. 
E. Morris, then state director of revenue, 
and C. Lawrence Leggett, superintendent 
of the Missouri Division of Insurance, 
was merely an action seeking further 
legal light on the overall effects of the 
Supreme Court ruling knocking out cer- 
tain portions of Section 144.320 which 
directed that the state should collect the 
2% premium from the domestic compa- 
nies “in lieu of all the excise taxes, 
taxes on real and tangible personal prop- 
erty, taxes on income, franchises and li- 
cense taxes.” 

As stated the Supreme Court a year 
ago held the “in lieu of” provision of 
this section to be unconstitutional. The 
case at bar, for the purpose of getting a 
final ruling, attacked the constitution- 
ality of all the section. Had it pre- 
vailed, of course, the 2% premium tax 
would have been knocked out, and the 
Missouri Insurance Co. relieved of the 
payment of the entire $54,826 for 1951. 


Promotion Announced by 
Jefferson Standard Life 


The promotion of Charles F. Royster 
to manager of the premiums notice divi- 
sion of Jefferson Standard Life was an- 
nounced by M. A. White, vice president 
and secretary. ; 

Mr. Royster had been acting manager 
of the division during the military leave 
of William B. Keys. Mr. Keys will return 
to service with the Jefferson Standard 
early in April and will be assigned to 
new duties in the coordinator’s depart- 
ment. 

Mr. Royster, a native of Danville, Va., 
is a 1949 graduate of the University of 
North Carolina with a B. S. degree in 
Business Administration. He started with 
Jefferson Standard in 1950 as a special 
clerk in the premium notice division, 
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The management 
will be headed by 
1; 

45th annual meeting 

in Dallas. They are 


Left to Right: 


chairman of the board 
newly elected presid 
Carpenter, executive 
will also serve as chi 


Southland Life Executive Management 


Team Now Consists of Chairman John W. Carpenter, Pres. 
Dan C. Williams and Exec. Vice Pres. Ben H. Carpenter; 
New Titles for a Number of Home Office People 





John W. Carpenter, Dan C. Williams, Ben H. Carpenter 


of Southland Life ecutive committee and chairman of 
an executive team of investment committee. 
three men it was disclosed following the John W. ¢ arpenter, 


of stockholders held in the management 


John W. Carpenter, in his annual report the tt q~ company 
1; Dan C. Williams, had its biggest year 
lent: and Ben H. surance sales totaled more than $111,000,- 
vice president, who 000. Assets reached an all-time high of 


] 


in 1952, when in- 


uirman of the ex-  $158,702,335. Voluntary 


serves and other surplus funds amounted 
to $6,674,235, up $1,260,347 over the pre- 
vious year end. Total insurance in force 
is over $755,000,000. 

John W. Carpenter has served as 
chairman of the board of the manage- 
ment group of the Southland Life and 
its affiliated companies for more than 
22 years. He was president in 1952. 
During that year Mr. Carpenter initiated 
an extensive expansion program for the 
company and its more than 1,300 em- 
ployes and agents. In 1952 it opened 
three new district offices, making a to- 
tal of 47 district offices in eight states 
and the District of Columbia. 

Mr. Williams has been with South- 
land Life for almost ten years. In 1944 
he was elected a director and in 1946 
became vice president. In 1952 he was 
elected first vice president. He is a di- 
rector of the State Fair of Texas, 
Trinity Improvement Association and 
Dallas Tuberculosis Association. He also 
serves on athletic relations, civic center, 
petroleum affairs, and Trinity River com- 
mittees of the Dallas Chamber of Com- 
merce. 

3en H. Carpenter, on board since 
1949, has been a vice president since 
1950. As executive vice president he will 
continue to be chairman of executive 
committee and chairman of investment 
committee. He has been active in Dal- 
las Chamber of Commerce, Greater Dal- 
las Planning Council, State Fair of 
Texas and Trinity Improvement Asso- 
ciation. In 1951 Governor Allan Shivers 
appointed him to a six-year term as 
chairman of the Texas Livestock Sani- 
tary Commission, a state regulatory body 
for Texas’ billion dollar livestock indus- 
try. 

In addition to the election of officers 
mentioned above, the board of directors 
elected several new vice presidents, as- 
sistant vice ay ime and other off- 
cers. Leland S. Dupree was elected vice 
president; George Jordan, Jr., — 
dent and actuary, and Robert B. Cap- 
linger, vice president and chief under- 
writer. 

Roland Aycock, superintendent of Or- 
dinary agencies; Louis Runge, superin- 
tendent of agencies, continental division; 
Herman Ford, director of sales training; 
Field Scovell, director of agency expan- 
sion; and James B. Goodson, administra- 
tive assistant were elected assistant vice 
presidents of the company. E. B. Hume 





LIAMA Committee Chairman 


Clifford L. Morse, chairman of the 
LIAMA’s quality business committee, 
has announced the chairmen of the 1953 
sub-committee on quality business. Mr, 
Morse is secretary and director of agen- 
cies, Phoenix Mutual. 

Methods committee, Donald E. Han- 
son, superintendent of agencies, Aetna 
Life; committee to cooperate with 
LIAMA annual meeting program com- 
mittee, co-chairmen, L. J. Doolin, man- 
ager of agencies, Fidelity Mutual; and 
Charles C. Johnson, agency supervisor, 
public relations, London Life. Combina- 
tion company committee, Sherman M, 
Southard, director of agencies, Pru- 
dential; awards committee, George Vin- 
sonhaler, second vice president, John 
Hancock; persistency record research 
committee, Clifton E. Reynolds, superin- 
tendent of agencies, Metropolitan Life; 
liason committee, Richard FE, Imig, 
agency vice president, Old Line Life: 
public relations committee, Royden C. 
Berger, director of advertising, Con- 
necticut Mutual; and printing commit- 
tee, Mr. Doolin. 


COMPLETES SPEAKING TOUR 





Dr. L. A. Warren, Director of Lincoln 
National Life Foundation Made a 
Total of 108 Talks 

Dr. Louis A. Warren, director of 
Lincoln National Life Foundation, has 
now completed his 25th annual speaking 
tour, which took him this year to 21 
general agency cities in the central sec- 
tion of the country. He made a total of 
108 talks, which were heard by 42,690 
people, not including those tuned in on 
his radio and television appearances. 

He appeared on _ television over 
WDAF-TV in Kansas City, February 4, 
and WENR-TV in Chicago, on February 
11, and was featured by radio station 
WKMI in Kalamazoo on February 23. 

In fulfilling engagements arrz inged by 
LNL representatives, Dr. Warren has 
a repertoire of 83 difference half-hour 
speeches. 





was elected comptroller and assistant 
treasurer, and John L. Watt is now as- 
sistant treasurer. 
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As close as your phone... 













YOUR OWN 
LIFE INSURANCE 
DEPARTMENT 


Now, your nearest 
Connecticut General 
brokerage office can give 
you all the advice, 
specialized service, sales and 
promotion assistance you 
need to handle life 
coverage profitably. 


Get the details: Telephone 
the nearest Connecticut 
General office or write to 
Connecticut General Life 
Insurance Company, 
Hartford, Connecticut. 


Connecticut 
General 
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The Service of “Mr. 4%” is reflected in 
Jefferson Standard’s 
46th Annual Report 


MORE PROTECTION FOR MORE PEOPLE. Jefferson Standard during 
the past year continued to grow in stature and in usefulness to the insuring 
public. New life insurance placed by the company’s fieldmen in 1952 ex- 
ceeded $153 million, a 20% increase over 1951. Insurance in force reached a 
new high of $1,136,600,000, a gain of $97 Million for the year. 

Today Jefferson Standard is providing a measure of financial security for 
more than 350,000 policyholders in 29 states, the District of Columbia, and 
Puerto Rico. 

Payments to policyholders and beneficiaries during the year just closed 
amounted to $13,500,000, bringing total payments since organization of the company to $226 Million. 

Assets of the company increased by more than $28 Million to a year-end total of $324,852,407. 
Investment earnings were maintained at a high level throughout the year, and Jefferson Standard for the 
sixteenth year leads all major life insurance companies in rate of interest earned on investments. 














“WHO IS MR. 4%?” 


Mr. 4% represents the Jefferson Standard 


Jefferson Standard 


Life Insurance Company 
Jefferson Standard. now guaranteeing 2'2% on policies currently Condensed 


issued, has never paid less than 4% on policy proceeds left on deposit 46TH ANNUAL STATEMENT* 


to provide income. Four per cent is the highest rate of interest paid Susie eu 1008 


by any major life insurance company in America! ro 

ee : ASSETS 
Mr. 4%, a welcome visitor in the homes and offices of thousands of Mir. < ds as ~~ s 3 
policyholders, is pointing the way to extra income through 4%. His Bonds . 2 2 2 2 ee 94,445,005 


friendly counsel is helping policyholders and beneficiaries use life vest i atmaaeaa est 
: ; Mortgage Loans. . ... . 146,723,356 
insurance more effectively—the Jefferson Standard way. Lease Back RealEstate. . . . 14,545,755 
Other Real Estate Including 
Home Office Building . . . 2,294,260 
For Example Loans to Policyholders . . . 21,250,632 
On a $10,000 life insurance policy, interest income at 242% All Other Assets. . . . «. 11,291,905 
amounts to only $250 per year. . . at 4% it amounts to $400 TOTAL ASSETS . . . . $324,852,407 . 
» 
per year—$3,000 more income over a 20-year period! LIASSLETIES 
Policy Reserves. . . . « »« $230,832,353 
ae : lic ies Reserve for Policy Claims. . . 971,003 
‘ s nding in the life insur- : 
Jefferson Standard’s investment record i seat ding i i ilies Mediate telah 28,026,794 
ance industry. The company’s excellent earnings rate makes it possible Company . Sayer 
to provide extra income dollars to the policyholder or beneficiary. Dividends for Policyholders. . 3,867,800 
«alias Standard licies h be tae tld Investment Fluctuation Fund. . 7,968,499 
For 46 years Jefferson Standard policies have never paid less than Dihiae Mees anid Geerees 12,185,958 
4% interest on proceeds left with the company to provide income. TOTAL LIABILITIES . . . $283,852,407 
Contingency Reserve . . . 5,000,000 . 
Let Mr. 4% Serve You Capital and Surplus. . . . 36,000,000 
TOTAL. « . . 2 3 6 9086852007 


Small wonder, then, that more and more people are turning to their 
local Jefferson Standard Mr. 4%. Jefferson Standard policy dollars are 
larger. Keep in touch with your Mr. 4%—he’s a good man to know. 


*Copy of booklet containing our com- 


plete report available on request. 











Jefferson Standard LIFE INSURANCE Co. 


HOME OFFICE ¢ GREENSBORO, N. C. 
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Eubank Will Demand 
Clear Broker Policy 


CITES FLUEGELMAN’S CHANGES 
Claims NALU President Violated Under- 


standing on Public Discussion of 
Brokerage Status 


publication of a talk made 
he New York Life Un- 
sales congress by 


Following 
last week before t 
derwriters Association 
David B. FI 
Association of 


in which he referred to the subject of 
life 


uegelman, president of 


tional Life Underwriters, 
brokers writing 
insurance, Gerald A. Eubank, head of 
the Eubank & Henderson Agency, 
agers for the Prudential at 40 


general insurance 


man- 


Wall 


Street, New York, issued the following 
statement : 
“On February 2, I asked David B. 


Fluegelman, President of the National 
Association of Life Underwriters, to 
clarify his official position toward 
brokers because of numerous criticisms 
he had aired in speeches last fall. Mr. 
Fluegelman replied to my letter by issu- 
ing a press release, in which he said 
that he expected to make no further 
public statement on this matter. In a 


letter to me on February 12, he said 
‘IT assume that your reply to this letter 
will be delivered to me personally as 
Chairman of the Board, since the pro- 


matters to its atten- 
properly be aired in 


cedure for bringing 
tion should not 
public.’ 

“I was therefore somewhat surprised 
to find that Mr. Fluegelman continues 
to issue public statements on the matters 
we discussed, the latest of which er’ 
quoted in the insurance press on Marcl 
13 and March 16. I was sabutally y 
oc gah since I have kept silent follow- 
ing our agreement to bring the matter 
before the > NALU Board of Trustees at 
their mid-year meeting in Chicago. How- 
ever, since Mr. Fluegelman apparently 
does not intend to refrain from the 
public statements he decries, I would 
like to make the following comment: 

“T called attention to Mr. Fluegelman’s 
campaign of criticism because, in the 
best interests of our industry, it seemed 
desirable to have the attitude and_poli- 


cies of the association, of which he is 
president, made clear. Now, at least we 
have gotten one thing cleared up 


NALU indicates an officially friendly 
attitude toward brokers. There has been 
an apparent change in what seems to 
have become a campaign for publicity 
purposes 

“Last November at the LIAMA meet- 

Mr. Fluegelman sgile of ‘nnumer- 
able instances of agents giving valuable 
service on policies written ie other 
gents, frequently brokers who are not 
even in the life insurance business as a 
major career. These brokers receive the 
renewal commissions although all the 
work is done by someone else.’ 

“A month later, in December, at the 
LIAA meeting, he put it in different 
words—‘it is ironical that in most cases 

. , the general insurance broker, with 
little or no knowledge of the business, 
has a man go out and make the sale for 





a 











him and receives the commissions for 
doing nothing other than submit a 
name.’ 


“The following month, in January, in 








the national insurance press, these re- 
marks were explained as ‘comment on 
the lence of _—— of general 
insurance brokers writing life insurance 
who are oat A in that field.’ 

“In February, after these criticisms 
had called forth vigorous demands for 
larification, there was a further explana 
tion—There are too many unqualified 
brokers writing life insurance as a side 
line without sufficient knowledge of the 
bus — to properly represent their 
clients 
_ “In March, at a local association meet- 
ing, there was still further clarification 
and I quote from Mr Flue; gelman’s 
speech at the March meeting of the 


y Association of Life 
was merely referring to 


New York Cit 
Underwriters—I 


those brokers who grasp on occasional 

case.’ 
“Thus 

stances,’ to 


‘innumerable _ in- 
‘most cases,’ to ‘prevalence,’ 
to merely ‘too many’ and finally, to an 
‘occasional’ broker who grasps an un- 
earned commission. 

“Tt is abundantly 


we go from 


clear from the rec- 
ord that, under pressure, Mr. Fluegel- 
man has modified his criticisms. The 
question is ‘Has he modified his real atti- 
tude?’ It is not enough to be officially 
friendly, not enough to tone down the 
platform talk. 

“Tt will take more than platform re- 
marks to convince those who have been 
so vigorously criticized so recently. What 
the brokers want to see is a_ specific 
program of encouraging them to join 
NALU. What they would like to see is 
an announcement of basic policy that is 
more substantial than press releases ad- 
justed to the shift of public reaction. 

“T believe it is time for Mr. Fluegel- 
man to consider a constructive program 
of specific actions designed to correct 
the disunity and ill feeling which has 
long existed and has now been stirred 
up by these criticisms. For my part, 
I believe it would be well for NALU 
to push vigorously for the adoption of 
a constructive program encompassing 
all writers of life insurance. When I 
appear before the NALU Board of Trus- 
tees at Mr. Fluegelman’s invitation, I 
will urge it.” 





American College Announces 


Silver Anniversary Survey 
Announcement of the coming publica- 
tion of the results of the CLU Silver 
Anniversary Survey has been made to 
approximately 200 life insurance com- 
pany presidents by Julian S. Myrick, 
chairman of the board of trustees of the 
American College of Life Underwriters. 
Mr. Myrick, in his letter to the presi- 
dents, ‘stated that the complete study 
will be available for distribution in April. 
He indicated as highlights of the study 
that: 

Typically, the CLU in 1952 was 45 
years old, married, male, had an income 
of $9,500 a year from life insurance only, 
owned $50,000 of life insurance, attended 
religious services, attended two service 
clubs or other organizations more or less 
regularly and within the preceding five 
years held office in two or three or- 
ganizations. 

Ninety-four per cent of the 4,786 per- 
sons who completed the program in the 
first 25 years have made a lifetime ca- 
reer of the life insurance business. 

Since getting their designation, 74% of 
the CLU’s have remained with the same 
company. 

Eighty-two per cent of the CLU’s said 
that their income increased while pre- 
paring for the CLU exams. In the opin- 
ion of 68% gi the group, the increase in 











In your hands... 


rests the Security of others 


Thats 


Berkshire Life provides 114 


Adult and Juvenile Life and Accident & Health policies 
and riders to take care of the three most vital problems: 


death, disability and old age. 


Fer Examp 


Retirement Income Plans 
for Men & Women: 


@ Retirement Income at 55-60-65 & 70 — $10 monthly 


income per $1000 


@ Income at 60 & 65 — $5 monthly income per $1000 
@ Retirement Annuities — 50-55-60-65 & 70 


] ®@ Single Premium Annuities 


BROKERS AND SURPLUS WRITERS are invited to write ess 


to the nearest Berkshire General Agent for FREE copies of both 
the handy pocket-size Merchandise Chart and Portfolio which 
outline the many unusual sales opportunities. * x * 
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their 
attributable to their CLU studies. 

Of the group who were ordinary un- 
derwriters at the time they undertook 
CLU work, one-third (32%) are now in 
field or home office management posi- 


income during preparation was 


tions. More than one-half (56%) con- 
tinue in Ordinary life underwriting work. 

The median production of CLU Or- 
dinary underwriters was $400,000 of Or- 
dinary insurance in 1951, and 11% of the 
Ordinary underwriter group produced 
more than $1,000,000 of Ordinary insur- 
ance. 

The great majority (83.1%) of the 
CLU’s said that attainment of the desig- 
nation made them “better life insurance 
men.” 

According to Mr. Myrick, these high- 
lights suggest “the wealth of facts we 
now have about the value of the CLU 
program can certainly give all of us even 
more enthusiasm for the part of CLU 
in the future of our business.” 


N. Y. C. Ass'n Resolution 


(Continued from Page 6) 


scribed with the following resolution in 
honor of Mr. Fluegelman. 

WHEREAS, David B. Fluegelman, 
CLU, exemplifies the finest business and 
professional standards of life underwrit- 
ing and has done so since he entered 
the life insurance business in 1932; and, 

WHEREAS, he has been a member of 
the Life Underwriters’ Association of the 
City of New York, Inc., since 1933; and, 

WHEREAS, his membership in our 
Association has been characterized by 
selfishness and devotion to the better- 
ment of the standards of life underwrit- 
ing and to advancing the cause of his 
fellow underwriters; and, 

WHEREAS, he has served this Asso- 
ciation as a member of its Board of Di- 
rectors and in almost every office at its 
disposal, culminating in his Presidency 
during the administrative year 1945-1946; 
and, 

Ww HEREAS, his activity embraced the 
New York State Association which he 
served as President in 1946-1947; and, 

WHEREAS, his services extended to 
the national scene as a Trustee of the 
National Association from 1947-1950, and 
then successively as its Secretary in 1950 
and its Vice President in 1951; now, 
therefore, 

BE IT RESOLVED, on the occasion 
of his ee te President of the Na- 
tional As ation of Life Underwriters 
on September 11, 1952, his fellow mem- 
bers of the Life Underwriters’ Associa- 
tion of the City of New York, Inc., in 
appreciation and acknowledgment of his 
two decades of effective service, do here- 
by affirm their support to him and his 
administration and do hereby express 
their gratification that this honor has 
been bestowed upon him by the life in- 
surance — and women of the United 
States; and, 

BE IT FURTHE R RESOLVED, that 
a copy of this Resolution be spread upon 
the minutes of the meeting of the Board 
of Directors of the Life Underwriters’ 
Association of the City of New York, 
Inc., held on November 20, 1952, and a 
copy inscribed upon a suitable plaque 
to be presented to him. 


Reserve Life of Dallas 
Names Three Officers 


Reserve Life of Dallas announces the 
election of Robert B. Long as vice presi- 
dent in charge of mortgage investments; 
Henry P. Kologe as treasurer and John 
L. Marakas, actuary, was made assistant 
vice president. 

Mr. Long, active in the mortgage field 
for 25 years, has been with Reserve L ife 
for five years. He is a member of the 
state and national Mortgage Bankers As- 
sociations, 

Mr. Kologe is a CPA in both New 
York and Texas and member of the Na- 
tional Association of Cost Accountants. 
He studied at New York University, 
Harvard Business School and Southern 
Methodist University. 

Mr. Marakas is a member of the 
Actuaries Club of the Southwest and 
holds a degree in actuarial mathematics 
from University of Michigan. 
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: 1 out of 4 


“ New England Mutual full-time agents 
nd, qualified for 


‘1 The Leaders’ Association 


Di. of the Company in 1952 


rhe ... Which means that they: (1) produced 

ww, $500,000 or more of new business, at least 
va- $4500 in first-year commissions, on 20 lives 
ia- during 1952; or (2) $5000 in first-year 


re- commissions on at least 20 lives. 


rd ... A pretty good measure of the caliber of our field men. 














nm NEW ENGLAND € MUTUAL ‘=>... 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1835 
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United States Life 
Names Irvin Life Ag’cy 


GENERAL AGENTS IN BROOKLYN 













Newly Formed Life Agency, 
Firm to Long Established 
Irvin Agency, Inc. 





United States Life has appointed the 


Irvin Life Agency as general agent in 
3rookly Principal he newly 
3rooklyn. rincipals of the fr 

formed Life Agency, a sister firm of 


the long establshed Irvin Agency, Inc., 
are Arthur and Leslie Rosencrans and 
Joseph H. Zapel, life manager. 

Arthur Rosencrans, president of the 


is well-known among lo- 
charitable enter- 
the insurance 
was a member 
in 1949 was 
the Board of 
City of New 


Agency, 
cal civic, fraternal and 
prises. He has been in 
business since 1914. He 
of Local Board 40 and 
appointed a member of 
Higher Education in the 
York for a term of nine years. He 
served the Board without pay. 

Mr. Rosencrans is a Mason and an 
Elk and is a director of several real 
estate and ‘finance companies. During 
World War II he served on the War 
Price and Rationing Board. 

Leslie Rosencrans will supervise op- 
erations for the newly formed Irvin Life 
Agency which was primarily his con- 
ception. He has been associated with 
the Irvin Agency, Inc. since 1945, is a 
graduate of Penn State and attended 
West Point Military Academy. 

Mr. Rosencrans is a charter member 
of the Insurance Agency Accountants 
Association. He was active during the 
last promotion campaign of the Federa- 
tion of Jewish Philanthropies. 

Joseph H. Zapel received a B.S. de- 
gree from CCNY in 1938. He was en- 
gaged in sales work until 1943 when he 
served the U. S. Air Corps as a navi- 
gator, first lieutenant. He received the 
air medal with three clusters. 

After service Mr. Zapel joined The 
Prudential special agent, in New 
York. He was a successful personal pro- 
ducer in his agency. 

During 1950-1951 he was 
manager for an Equitable 
White Plains, N. 

Mr. Zapel has 


Irvin 


as a 
assistant 
agency in 


attended various in- 


surance courses and has specialized in 
estate planning and business insurance. 
He will conduct courses in the training 


of agents at the Irvin Life Agency. 


SICHENZE AGENCY SEMINAR 


Brooklyn General Agency of U. S. Life 
Invites 50 Producers to Study Com- 
pany’s A. & H. Program 
The Nicholas V. Sichenze general 
agency in Brooklyn, of the United States 







Life Insurance Co., will conduct a life, 
group and accident and health seminar 
at the Hotel St. George, Brooklyn, 


March 26. 

The seminar will be held for approxi- 
mately 50 producers who will be in- 
strected on the many new plans being 

ffered by the U. S. Life and will receive 
promotion: il kits to help merchandize the 
new plans. 

The agents will be brought up to date 
concerning recent U. S. Life operating 
dev selonmaiies resulting from its associa- 


tion with the Continental Co. of Chi- 
cago. Such topics as “New Life 
Application Form,” “New Medical Lib- 


“Liberalized Military Rules,” 
Specifics” will be 
Munn, U. S. Life 
agencies and 
supervisor, in 


eralization.” 
and “Underwriting 
covered by Thomas 
assistant superintendent of 
Aart Hoogenboom, field 
the morning sessions. 

The film on life insurance, “For 
Must Watch,” will be presented. 
film 


Some 
This 


which was produced authentically 

in Oneida, N. Y., shows an average life 

salesman overcoming the every day 
problems of his work 

During the afternoon session, James 

Mazzeo, assistant director, group sales 

and services and Dennis Hardcastle, 


agency supervisor, A 
will lecture concerning latest develop- 
ments in U. S. Life fecilities. 

Mr. Sichenze has invited several U. 
Life home office officials to be nll 


& H. department, 


Sister 












Worcester General Agent 
For the Berkshire Life 



















Wm. A. Sims 


to meet the agents during luncheon. 

Following the annual meeting of stock- 
holders of Business Men’s Assurance 
recently, the company announced two 
promotions. 

Jack D. Horton, 
underwriter, was 
writer for reinsurance, 
Sims, formerly underwriting 
was named cl wie underwriter. 

Mr. Horton has been associated with 
BMA since 1924 and Mr. Sims has been 
with the company since 1938. 

The active participation by BMA in 
the field of reinsurance and the increase 
in the number of clients the company 
is serving necessitated the appointment 
of a special chief underwriter for rein- 
surance. 


Conn. Mutual Sets Record 
Connecticut Mutual Life scored a gain 
of 17.7% last month in the amount of 
new life insuarnce placed, $4 million 
more than in February, 1952. 


Jack Horton 


formerly reinsurance 
named chief under- 
and William A. 


supervisor, 


During the first two months of this 
year the company had an increase of 
16.4% over the same period last year. 


A total of $57 million new business has 
been written thus far in 1953 compared 
to $49 million during the same period 
in 1952 which was a record year for 
the Connecticut Mutual. 































ih, Ind., 





Write to 
the Agency 
Secretary 
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your prospects gain the 
advantage of: 


1. LOW NET COSTS 

2. FLEXIBLE SETTLEMENT OPTIONS 
3. NET LEVEL PREMIUM RESERVES 
4. A STRONG SURPLUS 


Mutual Trust is soundly and economically 
managed for the benefit of its policyholders 
ona purely mutual basis with a strong general 
agency force operating in a stable territory. 


la., Mich., Minn., 
N. Y., Conn., Me., Mass., N. H., N. 


N. D., Ohio, Wash., Wis., 


Exceptional Field Opportunities Available... 


— /etiad Just 


LIFE INSURANCE CO. 
135 South LaSalle St., Chicago 































BURNS 


JOSEPH P. 


Joseph P. Burns has been named gen- 


eral agent for the Berkshire Life at 
Worcester, Mass. He is a native of 
Worcester and has been associated 


there with a large New England com- 


pany for the past seven years. 

He is a Navy veteran and was sepa- 
rated with the rank of lieut. commander. 
Mr. Burns attended Holy Cross College. 
For many years he has been active in 
civic and municipal affairs, having served 
as head of the Parks Commission. 

Lawrence I. Newton will continue with 
the Worcester agency as associate gen- 
eral agent. 







J., Pa., R. |., Vt., Cal. 











George Wilgus Talks On 
Management Training 


ADDRESSES LOMA GRADUATES 





Says Training Must Be Concerned With 
hole Area of Management’s 
Responsibility 


Management training must be con- 
cerned with the whole area of manage- 
ment’s responsibility, not just isolated 
trouble spots, according to George Wil- 
gus, manager of personnel for Mutual 
Life of New York. He spoke recently 
before a dinner meeting of the Society 
of LOMA Graduates at the Gramercy 


Park Hotel, New York City. 
Mr. Wilgus, who has been in per- 
sonnel administration work with the 


government and private business for 
the past 16 years, declared that in man- 
agement training “we want to train men 
to think, to think with new attitudes, 
to apply specific knowledges with new 
attitudes, to understand the original 
economics of democracy with those old 
attitudes of our forefathers. 

“In management training, we 
concern ourselves with what men do, 
not what they have to learn. When we 
say what men do, we mean their atti- 
tudes, their motivations, and the hopes 
wtih which they live. Manz agement train- 
ing must leave the one who is trained 
with the will to continue to educate him- 
self and to educate others.” 


Program Must Be Tailor-Made 


Continuing, the Mutual’s personnel 
officer said that “to be effective, any 
management training program must be 
tailor-made. It must take into consid- 
eration the sociological and economic 
backgrounds of the group members who 
will be exposed to it. It must discover 
the talents that lie in each member of 
the group. Otherwise the training pro- 
gram will be no more than an educa- 
tional mopping-up affair. It may in- 
crease some of the knowledge of the 
individual, but it will not increase the 
operation of his intellectual processes 
unless it is tailor-made. 

“Only after a man’s intellectual proc- 
esses have been properly sharpened can 
he cast fears out of his life, as he works. 
And only after these fears have been 
cast out of his mind can he bring the 
best out of the people with whom he 
works,” 

Mr. Wilgus said that a_ successfully 
trained manager “must believe in the 
building of an environment where men 
can create as they go about their normal 
working day lives. He must believe that 
in each person there is a latent talent 
to be found. He must possess a positive 
attitude of getting things done with peo- 
ple and tools. He must be constantly 
trying to eliminate the hopelessness, the 
fear and terror that seem to have crept 
into our everyday living.” 

With this philosophy as a guide post, 
principles and techniques can be sought, 
Mr. Wilgus concluded. 


must 


Old Line Life Provisions 
For Added Protection 


Old Line Life of America announced 
recently the addition of Provisions for 
Added Protection as supplemental con- 
tracts which can be added to new life 
base policies. The Provision, for period 
of ten, 15, or 20 years, can be added to 
all permanent forms of life insurance 
(par or non-par) but excludes Term, 
single premium and annuity policies. 

The Provision may be added up to 
twice the amount of permanent protec- 
tion and can be converted original date 
or attained age without evidence of in- 
surability. The waiver of premium clause 
applies to the combined coverage, an¢ 
the accidental death benefits are gri anted 
on the face amount of permanent insut- 
ance. 

The flexibility of the new Provision 
for Added Protection is one of the 
outstanding features. 
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Franklin Life Had 
Best Business Year 


PRODUCTION INCREASED 19.1% 





President Becker Reports New Insur- 
ance of $317,787,794; Assets at High 
of $222,842,750 





A gain in outstanding insurance of 
$217, 253,101 was recorded by Franklin 
Life of Springfield, Ill., dluring 1952, the 
ereatest year in Franklin history, ac- 
cording to a report by President Chas. 
FE. Becker. This is an increase of 19.1% 
over the previous year. The in-force 
fieure at year end reached a total of 
$1,352,638,788. 

Assets increased $29,353,807 to a new 
total of $222,842,750. New business for 
the year amounted to $317,787,794. Sur- 
plus funds were increased by $2,500,000 
to a tots al of $14,500,000. 

Territorial expansion brought all of 
the economically important New Eng- 
land area into the Franklin operating 
field, extending agency activities to 46 
states, the Territories of Hawaii and 
Alaska, and the District of Columbia. 

Mr. Becker also pointed out that a 
new 13-storv addition to the home office 
plant in Springfield, was completed 
shortly after midyear, and is now in use. 

Sixty-two agencies ‘of the Franklin ex- 
ceeded $1,000,000 in net paid production 
for the vear, the Philadelphia Division 
winning first place nationally with nearly 
$17,000,000 net paid. 


Taft Would End OASI For 
Pay-As-You-Go System 


An end to the present Old Age and 
Survivors Insurance program and setting 
up of a new pay-as-you-go pension sys- 
tem was proposed by Senator Robert 
A. Taft of Ohio addressing the House 
of Delegates of the American Medical 
Association in Washington this week. 
He said the OASI program was not in- 
surance at all and he called it a “fake.” 
He suggested a direct pay-as-you-go 
plan under which every aged person 
would receive a minimum pension. 





Institute Gets Award 

The Institute of Life Insurance and 
Holgar J. Johnson, president, were pre- 
sented an American Heritage Founda- 
tion Bill of Rights award on behalf of 
the Institute’s nationally-distributed car- 
toon series, “Our Democracy.” 

In ma tking the award to Mr. Johnson, 
Clyde M. Vandeburg, executive director 
of the Foundation, stated, “The Ameri- 
can Heritage Foundation Awards Com- 
mittee, under the chairmanship of 
Charles E. Wilson, former president of 
the General E lectric Co., carefully 
examined 15,000 entries and unanimously 
voted to award the Institute of Life In- 
surance a national prize for the most 
effective series of cartoons appearing in 
weekly newspapers in support of the Na- 
tional Non-Partisan Register and Vote 
Campaign.” 

The “Our Democracy” cartoon series, 
which was originated 13 years ago by the 
Institute as a method of “associating the 
life insurance business with the proc- 
esses of democracy,” is currently dis- 
tributed nationwide to some 1,950 weekly 
newspapers and 2,700 house organs as an 
Institute service. 


R. Peters, A. Smith, M. Carter 
Retire as Agency Managers 


Under the Jefferson Standard’s retire- 
ment plan three of its managers—Ray 
S. Peters, Denver; Albert Lee Smith, 
Birmingham; and M. O. Carter, Shreve- 
port, have retired as managers but will 
remain with the company in personal 
Production, Messrs. Peters and Smith 
are life members of the Million Dollar 
Round Table. Kermit Hunt, former dis- 
trict manager of the company in Gads- 
den, Ala., succeeds Mr. Smith. E. H. 
Gilson, —— district manager at Alex- 
andria, La., succeeds Mr. Carter. 





J. R. Rinkle, General Agent 
At Sioux City, Mass Mutual 


Massachusetts Mutual Life has ap- 
pointed John R. Rinkle of Chicago as 
general agent of its Sioux City agency, 
succeeding Howard S. Hatfield, CLU, 
who has resigned. 

A native of Chicago, Mr. Rinkle at- 
tended Loyola Academy and DePaul 
University, and has taken additional 
courses in sales management and life 
insurance at Northwestern University 
and Marquette University. He entered 


the life insurance field in 1935 as an 
agent after several years of selling ex- 
perience. He joined the company’s John 
W. Lawrence agency, Chicago, in 1951, 
where he was in charge of brokerage 
business, and assisted Mr. Lawrence in 
the training and supervision of new re- 
cruits in the organization. 

Mr. Rinkle has served on the advisory 
council of the Chicago Association of 
Life Underwriters, and has also con- 
ducted classes on life insurance for 
brokers. His hobby has been Boy Scout 
work, and he has also been active in 
Kiwanis International and the Knights 
of Columbus. 


F. Loweree New President 
Monumental Life, Baltimore 


F, Harold Loweree, formerly executive 
Monumental Life of 
was elected president March 
directors. Mr 
Loweree, who joined the 
1927, succeeds L. P. 
signed because of ill health. 

Frederick L. Wehr, formerly vice pres 
ident, was elected executive vice presi 
dent by the directors. He has served 
the company since 1934 


vice president of 
Baltimore, 
17 by the board of 
company in 
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| Sales les Aids 
| this “Award 


We’re proud of this 1952 award 
given to Mutual Of New York by 
the Direct Mail Advertising 
Association, Inc. 


The citation reads as follows: 


“The Mutual Life Insurance Company of New 
selected for a 1952 Best of Industry 
Award in recognition of its excellence and the 
results achieved. This outstanding campaign will 
be part of an exhibit to tour the United States and 
Canada to encourage the increased use of well- 
planned, effective direct mail.” 


Yes, we’re proud of this recognition. But even more 
important is the fact that this MONY sales material is 
producing outstanding results for the MONY Field 


=] 


Muruar 0: New York 


“FIRST IN AMERICA” 
The Mutual Life Insurance Company of New York 
Broadway at 55th Street, New York 19, New York 
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Write Many Newly Arrived Americans 


Alex Rotenberg Agents Speak 16 Languages; Born in Belgium 
He Was Courier for French Underground 


No general agent in life insurance has 
had a more dramatic career than has 
Alexander Rotenberg, head of Namco 
Agency, Inc.. New York City, which 


represents the Postal Life. 





ALEXANDER ROTENBERG 
Belgium,,he became 
Underground. 
the Nazi 
and he ac- 


Born in Antwerp, 
French 


had 


to his country 


a courier for the 
\s a young man he seen 
hordes come 
and family when 
Dunkirk. 


Mutual of N.Y. :hanliies 

New York (Myer) agency of Mu- 
New York led all the 
agencies throughout the country 
insurance sold 
February, 
Hale, 
agency is 
CLU. 


managed 


companied his mother 


— fled to the beaches of 


The 
tual Life of 


pany’s 


com- 


in both volume of and 
policies sold during 


Stanton G. 


number of 
announced by 


it was 
vice president for The 
managed by Richard E. Myer, 

The Portland, Ore., agency, 
by Wilbur K. Hood, was second in 
volume, and Grand Rapids, managed by 


Charles E. Brown, held second place in 


alee 
Sales, 





policies sold during the month. 
James H. Lake’s New Orleans agency 
ranked third in volume and Spokane, 


managed by Lyle H. Funnell, CLU, was 


hird in policies sold. 


J. J. McGee New President 
Of Old American Ins. Co. 


Joseph J. McGee, senior member of 
the Kansas City insurance brokerage 
firm of Thomas McGee & Sons, was 
elected pres eager of the Old American 
ae ance Co. at its recent annual stock- 

iders’ meeting. He succeeds his fa- 

Thomas Mc “Gee, who continues on 
= board of directors. 


Miller, who has served as 
services for the past 


Robert W. 


director of special 


five years, was promoted to vice presi- 
i and pat, B. McGee, secretary, 
was given the additional — of treas- 


held by Jos eph 


urer, a post previously 
J. McGee. All other officers of the 
company were reelected. 

The Old American, a legal reserve 
stock company, started business on De- 


1939, in the A. & H. field 
and began writing life insurance in 1944. 
Its initial capital stock of $100,000 has 
been incre: send to $300,000. As of last 
December 31 its admitted assets totaled 
$3,615,506. 


cember 30, 


Darting secretly from street to street, he 
would slip into darkened, hushed homes 
harboring people in hiding. At Christmas 
time he would bring them food, ration 
cards and sometimes passport papers 
which would enable them to escape to 
freedom. He managed to reach Switzer- 
land where he studied psychology at Uni- 
versity of Basel. He became a swimming 
champion and a major soccer player. 

Mr. Rotenberg entered the United 
States in 1946 and his first work here 
was in the diamond industry. Then he 
became a successful agent for the Con- 
tinental-American Life. A year ago he 
joined the Postal Life and in November 
last was made general agent at 125 West 
72nd Street, the office operating under 
he name of Namco Agency. He has spe- 
cialized in writing insurance on lives of 
persons newly arrived in America. In his 
first year with the Postal the agency paid 
for $1,000,000. In the agency are agents 
who among them speak a total of 16 

















JR. LIFE 


UNDERWRITER 





NEEDED by rapidly growing, long established New York City 


Life company. 


OPPORTUNITY to work directly with Head of Dept. 
EXPERIENCE—2-3 years or more in a life underwriting dept. 


desirable. 


EXCELLENT chance for young man to move ahead fast. 


WRITE today for interview! 


Address Box 2158, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 


Our Employees Know of this Advertisement 








Union Labor Enters N. H. 
Union Labor Life, New York, 
been licensed to insure in the State of 
New Hampshire. This brings to 16 states 
and the District of Columbia in which 
the company is admitted to do business. 


has 


The states previously entered are: 
Connecticut, Illinois, Indiana, Maine, 
Maryland, Massachusetts, Michigan, 


New 


Pennsylvania, 


Jersey, New York, Ohio, 
Island, West Vir- 


Missouri, 
Rhode 

















languages. Sandra Cohen is agency sec- 
retary. ginia and Wisconsin. 
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on operations during 1952 re- 
_cords the largest annual pro- 
duction in Company history, a 
paid total of $124,081 ,433. In- 
surance in force was increased 
to $1,232,061,175. Assets rose 
to $477,983,266, and surplus, 
including capital stock, in- 
creased to $20,698,567. 
EQUITABLE LIFE, INSURANCE COMPANY 
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To Houston for Provident 





W. N. TOLLESON, JR 


James H. Cowles, vice president and 

manager of agencies of Provident Mu- 
tual Life of P hiladelphia has announced 
the appointment of William N. Tolleson, 
Jr, as manager of the company’s 
Houston agency. ; 
_ Mr. Tolleson, with 18 years of personal 
life insurance sales and agency man- 
agement experience, served for some 
time as supervisor in the Provident Mu- 
tual’s Dallas agency. 

A graduate of the University of Okla- 
homa, Mr. Tolleson is a veteran of 
World War II; he spent 26 months in 
the Navy. A member of Kiwanis Inter- 
national, C ivitz in International, he has 
taken part in Community Chest and Red 
Cross affairs. 





Old Line Life Business 
Showed Gains During 1952 


New paid-for life insurance of Old 
Line Life of Milwaukee during 1952 
reached $15,548,555, bringing the total in- 
surance in force at the year end to a 
new all-time high of $153,469,455. The 
premium income on accident, a and 
hospital insurance was $400,11 

Total 


assets, now are $16,336,818, an 
increase of $2.3 million. The assets ex- 
ceed reserves and other liabilities by 
$3,477,596. 


_New investments in 1952 totaled $. 
of high grade corporate bonds 
choice farm and residential first mort- 
gage loans. The average interest return 
on new bond purchases was 3.153%, 
while on new mortgages the average in- 
terest return was 4.391%. 


Opens Field Office in Flint 


The northeastern Michigan territory 
of Fire Association and Reliance Insur- 
ance Co. will be serviced from a newly 
established field office at Flint, under 
the direction of State Agent John 


3yder. Mr. Byder’s new field will in- 
clude sections of the state formerly 
handled by the Detroit and Grand 


Rapids service offices. 
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NEW ENGLAND MUTUAL LIFE MEETING 





N. E. Mutual Meeting 


(Continued from Page 1) 


“Tt is encouraging that in 1952 the 
country did start tackling the causes 
rather than the symptoms, and as far 
as 1953 is concerned progress has been 
made in extending the attack on infla- 
tion and intensifying this attack,” said 
the New England Mutual executives. 

In the report of 1952 the chief officers 
of the company had stressed three main 
lines of financial approach to assure a 
sound monetary and fiscal policy. The 
first step was the necessity of keeping 
the Federal Reserve System free of poli- 
tical influence. The second was to re- 
duce unnecessary government spending. 
The third was to revise our system of 
taxation. 

It was also observed that the eventual 
restoration of a true gold standard had 
in the past always accompanied the adop- 
tion of a sound monetary program. The 
New England Mutual officers still believe 
restoration of the gold standard should 
be the ultimate goal. The officers also 
said this week that the recent develop- 
ments in the fight to preserve the dollar 
should not be considered in the light of 
partisan politics. Continuing, Messrs. 
Smith and Anderson made these obser- 
vations: 

“What has been going on in the 
United States and several other nations 
seems to reflect a gradual change in the 
trend of public thinking and a decision 
to get down to fundamentals rather than 
to rely on panaceas, In our country the 
real anti-inflation campaign started more 
than a year before the recent election, 
when, in 1951, the Federal Reserve 
cease ‘pegging’ prices of long-term Gov- 
ernment bonds. 


Federal Reserve Initiates Program 


“A year ago there was grave danger 
that the Federal Reserve System might 
lose its independence and become a vic- 
time of political expediency. This danger 
now seems to have been overcome. Dur- 
ing the past year or more the Federal 
Reserve, acting independenly but in close 
cooperation with the Treasury, has taken 
a succession of steps designed to retard 
the expansion of the supply of money 
and to make credit more difficult and 
costly to obtain. These have been time- 
tested methods of attacking the roots 
of inflation, 

“On the other hand, government spend- 
ing has not yet been reduced, though a 
start has been made in certain areas. 
The budget is not in balance. Revision 
of taxation is still in the early discussion 
stages. There are other steps, not neces- 
sarily of a financial nature, that should 
be taken to prevent inflation. All these 
are definitely on the government's 
agenda. 

Implications for Policyholders 

“It will take time and determination to 
put this program into practice and to 
accomplish its objectives. If actively car- 
ried forward, however, it is likely to 
have a profound influence upon the busi- 
ness of life insurance and the welfare 
of policyholders. It may well open a new 
period for the expansion of life insurance 
protection and establish the most favor- 
able climate for the investment of life 
insurance funds that we have experi- 
enced in many years. 


Net Cost of Insurance Reduction 
a Possibility 

“This, of course, can have a direct 
bearing on the cost of your life insur- 
ance, In recent years the rate of return 
on life insurance companies’ investments 
has been sub-normal. This was due large- 
ly to the influence on all bonds of the 
artificially controlled low rates on gov- 
ernment bonds. The recent return to a 
money market where the rate of interest 
1S governed by the law of supply and 
demand should mean that over the years 
life insurance companies will be able to 
earn a reasonable return on their in- 
vestments. It is entirely conceivable that 
aS a result, investment earnings may in- 
. 


crease sufficiently to make possible fur- 
ther reductions in the net cost of life 
insurance. 

“The official abandonment of ‘easy 
money’ has already been reflected in our 
investment results. Last year the gross 
rate of return on our $180,253,000 of 
new investments was 4.22%. This was 
0.18% better than the year before and 
1.24% better than in 1946, when these 
rates reached their lowest levels. 


Investment Earnings Improving 


“Part of the improvement in our in- 


vestment earnings has been offset by the 
sharp rise in our Federal income taxes 
during the past two years. Nevertheless, 
the trend of our investment earnings is 
in the right direction. Our over-all net 
rate of return, after investment expenses 
and Federal income taxes, was 3.27% in 
the past year as compared to 3.17% in 
1951. We look forward to a further gen- 
eral improvement in our investment pic- 
ture in 1953. There are no signs as yet 
of any diminution in the demand for 
capital funds, and we are continuing our 
policy of aggressive search for attractive 


investment opportunities. Incidentally, 
our policy of keeping fully invested is 
perhaps the best evidence we can give 
of our confidence in the underlying 
soundness of the American economy. 
“For many years there has been a 
great deal of discussion about the dan- 
ger that the supply of new investment 
funds, particularly those flowing to life 
insurance companies, would exceed avail- 
able investment outlets. We have not 
shared this fear. However, if it was 
ever justified, it should now be effective- 
(Continued on Page 18) 





AFTER 
HIS ENDOWMENT 
MATURES...WHAT? 


Can an endowment buyer be sure that 
when his policy matures he will not still 
need life insurance? Can he be sure he will 
still be able to buy life insurance then? 


The answer to both questions is “no.” 
That’s why a policy like Occidental’s 
Multiple Benefit Savings Plan makes such 
good sense. 


Here is an endowment-type policy with 
more than endowment flexibility. At its 
maturity, the insured may continue it, 
either as a paid-up life contract or as a 
premium-paying life policy, if he still needs 


insuran 


ce protection. 


Buyers are showing strong preference for, 
this and the other flexible features of the 
Multiple Benefit Savings Plan. 


‘A Star in the West...’ 


UHL 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO” 
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Huppeler to Become A 
New England Mut. V. P. 
WILL WITHDRAW AS GEN. AGENT 
Work Will Be “With Vice President 
Hunt and Agency Staff; Remarkable 
New York Record 


New 


general 


President ( Kelley ‘Anderson of 
Mut a Lite told the 
e company meeting in 
that Lambert M. 
the company 
from 


england 
agents of th Bos- 


ton this week Huppe- 
ler, CLU, general agent of 
in New York will withdraw 
his present post to become a vice presi- 
He will work with 


City, 


dent of the company. 


Vice President George Hunt and his 
staff on agency affairs, which duties he 
will take up at the home office in the 
early fall. 





HUPPELER 


LAMBERT M. 


\ North Dakotan, Mr. 
graduated from the University of 
Dakota in 1932. He 


Society in 


Huppeler 
North 


associated 


Was 


became 


with the Equitable that vear, 


agent in the 


first as an Syracuse agency, 
and later as district manager. In 1935 
he was made agency supervisor in New 
York City for the Connecticut Mutual, 


was named associate 
Binghamton, N. Y., 
for the National Life of Vermont. He 
home office staff of the 
Mutual as ag 
appointed 
rencies in 1941, and superin 


1947. In his 


and two years later 


manager in 


joined the 
Massachusetts 
1938, 


assis- 


ency 


tant in was assistant 


director of as 





tendent of agencies in ten 


years with this latter company he re- 
vised its training course, organized and 
directed its Home Office Review Schools, 


and managed its Pension 
Trust department. During that period he 
became a recognized expert on pension 
trust plans and business insurance. 
Took Over Dawson Agency in 1948 


Mr. Huppeler joined the New England 


and organized 


Mutual in 1948 as agency manager of 
the former New York - Dawson agency, 
and was appointed general agent on Jan- 
uary 3, 1949. Under his management, 


the i has established several all 


‘erg’ ales records within the company 
Its t tal of $22,220,315 of paid new busi 
ness es 1952 was a record breaker. Its 
new business for January of this year, 


to $3,354,949, is the most ever 
agency in one month, the 
company The Huppeler agency has 
comp leted 32 consecutive months of sales 
in excess of $1 million, and is now ap 
proaching a $2 million a month average. 

Mr. Huppeler is in demand as a 
speaker on insurance and is a frequent 
contributor of articles to the insurance 


amounting 


sold by one 
SAYS 





GEORGE WILLARD SMITH 
trade press. He is a director of the Life 
Underwriters Association of the City 
of New York, a member of the New 
York Life Managers Association of the 
New York City CLU Chapter, and of 
the Mid-Town Managers Association. 

No announcement has been made con- 
cerning Mr. Huppeler’s successor in the 
New York agency. 


Elect Weber President 
E. Clare Weber, CLU, Cleveland, was 
elected president of New England Mu- 
tual Life’s General Agents Association 
this week. 





OUR GENERAL AGENTS— 
about Crown Life’s 


© Lower Rates. 
@ New Policy Plans. 
® Greater Opportunities. 


about Crown Life’s 


they need. 
POLICY OWNERS— 
about Crown Life’s 


@ Low Cost Protection. 


ment. 
® Our outstanding record. 


Licensed in: 
Hawaii, 
Jersey, 
Washington. 


New Mexico, North Dakota, Ohio, 











EVERYONE'S TALKING! 


BROKERS and SURPLUS WRITERS— 


@ Ability to provide the extra services 


@ Understandable Policies of achieve- 


For comparisons at a glance—ask for Crown Life’s dial-a-rate card— 
rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN 
INSURANCE COMPANY 


Home Office, Toronto, Canada 


Over One Billion in force in our 52nd year 


Alabama, Alaska, Arizona, California, Colorado, District of Columbia, i, 
Idaho, Indiana, Kansas, Louisiana, Michigan, \ 
Oregon, 
And now licensed in the states of Maryland and Georgia. 


‘“ 





Boris, Boston 


O. KELLEY ANDERSON 


. E. Mutual Meeting 

N. E. Mutual Meeting 

(Continued from Page 17) 
ly dispelled by the Treasury’s announce- 
ment of its long range 
finance a large part of the government’s 
short-term debt longer term se- 
curities designed for long-term investors. 
put our 
sounder 


plans to re- 
into 


not only 


a much 


Such a will 
government 
basis, but it 
excess supply of investment funds that 


program 
debt on 


could easily absorb any 
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Puerto Rico, Texas, Virgin 2 Thanet 








might result from a downturn in new 
capital requirements by private business.” 


Same Size Manpower Makes Great 
Sales Increase 


In the opinion of Mr. Smith and Mr, 
Anderson life insurance ownership has 
failed to keep pace with rise in national 
income. In 1940 life insurance owner- 
ship per family increased from $3,300 
to $5,800. In contrast, national income 
per family increased from 52,300 to 
$6,300. However, one most interesting 
teature of life insurance production which 
the report illustrated was that in 1938, 
which was the best pre-war year in 
sales, the $159,000,000 of new insurance 
in New England Mutual was written by 
1,162 agents, but the $381,000,000 of last 
year was paid for by 1,163 agents. In 
brief, with one more agent than it had 
in 1938 the production in 1952 was two 
and one-third greater than in 1938, 

In the New England Mutual’s assets 
portfolio of $1.354 billion, $825 million, 
or 61%, are in bonds; $36 million, or 
2.7% are in preferred stocks; $56 
million, or 4.1% in common stocks: $305 
million, or 22.4%, in mortgage loans, 
and $38 million, or 2.8%, in real estate. 

Living members of the New England 
Mutual received payments of $46,401,940 
during 1952, almost twice the $25,743,677 
paid in death claims, and not including 
the $18.3 million set aside for divi- 
dends to policyholders for 1953. Further- 
more, policyholders reserves increased 
by $73,892,420 during the year. 

Net savings from insurance operations, 
after payments to policyholders and 
beneficiaries of $146,038,037 and opera- 
tion costs of $30,408,864, were $27,573,- 
159 in 1952. Surplus for protection 
against unforseen contingencies now 
stands at $94,513,201, an increase of 
$7,202,477 over 1951. 

Group Insurance 

The company last 
field of Group insurance. It already has 
district Group field offices in Atlanta, 
3oston, Chicago, Cleveland, Philadelphia 
and New York. About Group insurance, 
the annual report says in part: 

“We are prepared to issue Group life 
coverage to employer-employe, associa- 
tion and union groups, and will also 
write creditor insurance. Term, term 
with paid-up values, and level premium 
plans are also available to meet needs 
of the policyholder. Accidental death and 
dismemberment is offered with Group 
life. In the pension field we will write 
many forms of Group annuities and level 
premium contracts either with or with- 
out supplementary deposit administra- 
tion plans,” 


year entered the 


General Agents Meeting 
Addressed by Officers 


The general agents opened with a 
short talk by William B. Wagner, presi- 
dent of the association and Harrisburg 
general agent. The association was wel- 
comed to Boston by Richard W. Part- 
ridge, a Boston general agent. Next, 
greetings were extended by President O. 
Kelley Anderson of the company. Next 
on the program was George L. Hunt 
vice president of the company, who dis- 
cussed the agency picture as he saw It. 
Vice President John L. Stearns then 
spoke. Chairman George Willard Smith 
was on the program Monday afternoon. 

William L. Wadsworth, Buffalo, was 
chairman of the panel about carrying out 


of sales plans. Speakers were J. Hicks 
saldwin, W ashington; Archie B. Carroll. 
dr:, Charlotte, N. C.; William Eugene 
Hays, Boston; Caspar W. Haines, Phila- 


delphia, and H: astings A. Smith Indiana- 


polis. 

The fin: ul session was addressed by 
Harold C. Case, president of Boston Uni- 
versity. P resident Anderson made a talk 


on 1953 as it looks to the company. 

Merle A. Summers, Boston general 
agent, was toastmaster of the banquet 
of the general agents. 
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New England Mutual’s 
Direct Placements 


HOLDS MORE THAN _ $200,000,000 


Experience in Such Investments Highly 
Satisfactory, Says Sherwin C. 
Badger, Financial V.P. 


In his talk before the annual meeting 
of New England Mutual Life, Sherwin C. 
Badger, financial vice president, among 
other things told of his company’s own- 
ership of direct securities, 
purchases which he said were earning 
exceptionally good interest returns. In 
discussing the over-all investment pic- 
ture as far as New England Mutual is 
concerned Mr. Badger said: 

“For the past ten years or more, our 
objective in the investment department 
has been to overcome as far as we 
could the adverse effects of the abnor- 
mally low interest rates which have pre- 
vailed until comparatively recently. You 
will be interested to know, I think, that 
last year we ranked 5th among the 
26 largest life insurance companies in 
our net rate of investment income fig- 
ured before Federal income taxes. This 
rate of return last year amounted to 
3.44% and was higher than in 1940, 
when the era of extremely easy money 
rates began to have its worst effect on 
investment returns. 


placement 


Gross Rate of Company’s Interest 
Return 4.22% 

“Last year there was a very active 
demand on the part of business in gen- 
eral for investment funds; and, as a 
result, our gross rate of return on our 
$180 million of new investments was 
4.22%. 

“We have continued to be active pur- 
chasers of securities acquired by direct 
placement. At the end of 1952, our hold- 
ings of such securities in the industrial 
and miscellaneous fields exceeded $200 
million. The average rate of earnings 
on these direct placements has been 
substantially better than could have been 
obtained through the purchase of securi- 
ties in the open market. To date, our 
experience with investments of this kind 
has been highly satisfactory.” 

Valuation of Securities 


Commenting on valuation of securi- 
ties Mr. Badger said: “For several years 
a committee representing the life insur- 
ance companies has been working with 
the National Association of Insurance 
Commissioners to develop a better meth- 
od of valuing securities held by life 
insurance companies. The first step in 
this direction was taken in 1951, when 
the Commissioners established a system 
of setting up reserves to absorb possible 
tuture losses. Under their formula a 
certain percentage of investment princi- 
pal is allocated to the reserve each year, 
and this is augmented by security profits 


New England Mutual Life Promotes 
Longsworth, Cogswell and Gardner 


Following the 109th annual meeting 


this week of the New England Mutual 
Life, the board of directors announced 
several changes within the home office 
organization. 





Maurice A. Longsworth 


Maurice A. Longsworth, underwriting 
secretary, was elected second vice presi- 
dent and underwriting 
Dean E. Gogswell, director of personnel, 
was elected assistant secretary and di- 


secretary, and 


rector of personnel. Herbert S. Gardner, 
assistant actuary, was appointed associ- 
ate actuary. 
Their Careers 

Mr. Longsworth, a native of Ohio, is a 
graduate of Ohio Wesleyan University, 
class of 1922. His entire business ca- 
reer has been in life insurance under- 
writing and reinsurance. He came to the 
New England Mutual as a representative 
of its reinsuring company in 1940, and 
in 1948 joined the company officially as 
underwriting secretary. He is an overseas 
veteran of World War I. 


Mr. Cogswell, who was graduated from 





during the 
carried at 


and by any appreciation 
year of securities that are 
market values. 

“At the end of last year, this Com- 
missioner’s reserve amounted to $11,- 
922.000, an increase of $9,805,000. In 
addition, we carry on the liability side 
of our balance sheet a reserve for non- 
amortized bonds and stocks amounting 
to $10,421,982. This is the amount by 
which the market value of our non- 
amortized securities exceeded their book 
value at the end of 1951. It is contem- 
plated that this reserve will be main- 
tained until the Commissioners have 
come to a final decision regarding valu- 
ation.” 


Dean E. Cogswell 


Harvard University in 1935, joined the 
New England Mutual in that year. He 
served in several departments before 
leaving for the service in 1940. Upon 
his return in 1946 he was assigned to the 


Herbert S. Gardner 


underwriting department, and became as- 
sistant manager in 1947. He was appoint- 
ed director of personnel in 1951, follow- 
ing a year’s leave of absence to study 
under the Sloan Fellowship Program for 
Executive Development at Massachusetts 
Institute of Technology. 

Mr. Gardner, a Harvard graduate in 
1924, commenced his business career as 
an agency cashier with the Equitab'e So- 
ciety in Richmond, Roanoke, Buffalo and 
Boston. He joined the New England 
Mutual’s actuarial department in 1934, 
and was appointed assistant actuary in 
1942. In 1952 he was assigned responsi 
bility for the regular oper r tl 
actuarial department. Mr 
came an 












itions of the 
Gardner be- 
Actuarial 


1 


Associate of the 
Society of America in 1935, and a Fellow 


of the Society in 1941. 


Panels Feature Meeting 

The principal panels at the meeting 
of the New England Mutual Life’s Gen- 
eral Agents Association in Boston this 
week were those discussing pension and 
profit-sharing trusts, building 
ful men, new ideas for use of the field, 
Group insurance and active carrying out 
of well-thought and proved sales plans 

John L. Stearns, vice president and 
actuary, conducted the pension and 
profit-sharing forum, speakers being 
Lambert M. Huppeler and David Marks, 
Jr., New York; and George H. Gruen- 
del, Chicago. The Group session speak- 
ers were Walter Tebbetts, vice presi- 
dent; William R. Christmas, Group sec- 





success 


,{ INSURANCE COMPANY 


retary, and Carl A. Whitman, director 
of Group sales. 

Leading the successful manpower ses- 
sion was Fred A. Lumb, Grand Rapids, 
Mich., speakers being E. Clare Weber, 
Cleveland; George G. Joseph, Newark; 
David S. Kamp, San Francisco; Bruce 
Bare, Los Angeles; Gordon E. Crosby. 
Charles F. Collins, second vice president 
and agency secretary led the panel on 
new field ideas, speakers being Albert 
H. Curtis, director of field training; 
Leighton G. Harris, manager of 
promotion; Merton E. Sayles, assistan‘ 
superintendent of agencies, and David 
W. Tibbott, director of advertising. 


sales 





More on New England Mutual 
Meeting on Page 22 
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NOT ENOUGH LIFE? 


Quick, doctor .. . the Sup- 
LIFE 


plan! And be careful how 


plementary Group 
you present the case to the 
, patient—er that is client. 
Better still . . . call in the 
W&W will 


analyze your client's pres- 


specialists. 


ent plan and prognosticate 
with an insight based on 
long experience . . . never 
forgetting that group in- 
surance premiums are tax 





deductible. Want to see? 
' 
, 
White 6 
hite & 
To 
W inston. Ine. 
KENNETH J. LUDWIG ? 
Brokerage Supervisor ) 


271 MADISON AVE., NEW YORK 16 
LExington 2-8518 | 
General Agents ) 


UNITED STATES LIFE 





In the City of New York 











---and records show that, throughout the 
length and breadth of the nation, there 


are few communities indeed without a 


policyholder, annuitant or beneficiary of the 


Sun Life Assurance Company of Canada... 
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New York Life’s Sales 
Close to Highs in ’52 


NEW ORDINARY $940 MILLION 
Group Life Sold $184,268,034; Individual 
Insurance In Force $11 Billion; 
Payment Benefits 

New York Life reports new life in- 
surance sales last year at close to record 
highs with individual insurance — sold 
amounting to $940,327,600 compared with 
$877,741,900 the previous year. 

Group life insurance sold, amounting 
to $184,268,034, brought the 1952 total to 
over a billion dollars for the second 
time in the company’s history. This 
total, it was pointed out, does not in- 
clude sales of other types of group cov- 
erage and individual accident and sick- 
ness sales. 

New York Life is now providing pro- 
tection to the owners of more than four 
million policies, it was stated, and indi- 
vidual life insurance in force at the 
end of 1952 amounted to $11,386,124,465 
compared with $10,918,501,109 at the end 
of 1951. Assets amounted to $5,326,218,- 
331 at the 1952 year-end compared with 
$5,092,877,631 at the end of the previous 
year. 

Payments and Premiums 


Payments to beneficiaries passed the 
one hundred million dollar mark. Death 
benefit payments amounted to $103,900,- 
538 in 1952 compared with $96,463,004 the 
vear before. Payments to living policy- 
holders were even larger; amounting to 
$164,014,099 last year compared with 
$156,156,481 paid in 1951. 

The company reported that total pre- 
miums and annuity considerations dur- 
ing 1952 amounted to $378,993,587 com- 
pared with $364,112,668 in 1951. The 1952 
total included premium income amount- 
ing to $1,490,794 from individual acci- 
dent and sickness policies and $6,744,352 
from group coverages. The report noted 
that 1952 was New York Life’s first full 
year in accident and sickness and group 
insurance. 

For the year 1952 New York Life 
earned a gross rate of return of 3.64%, 
the company stated, compared with 3.48% 
for 1951. The net rate of return, after 
deductions for Federal income and other 
taxes and all other investment expenses 
and charges, was 2.94% last year against 
2.81% the vear before. Net investment 
income in 1952 amounted to $149,501,640, 
after the above deductions amounting to 
$35,397,548. Net investment income in 
1951 was $137,058,640 after deductions of 
$32,550,962. 


Investments 


A breakdown of New York Life’s as- 
sets at the end of 1952 showed 13% in 
1. S. Government Obligations, 48% in 
other bonds, 4% in preferred and com- 
mon stocks, 25% in mortgages, 3% in 
realestate, 4% in policy loans and 3% 
in cash and other items. 

Gain from operations before dividends 
to policyholders amounted to $90,128,450 
in 1952, the company stated, compared 
with $88,184,835 the year before. Net 
gain, after dividends, was $25,524,718 in 
1952 against $29,658,251 the previous 
year. 

Provision made in 1952 for dividends 
payable in 1953 was $65,765,695 and com- 
pares with $59,322,062 set aside in 1951 
for payment in 1952. Most policyholders 
will therefore receive a larger dividend 
in 1953 than they received last year, the 
company noted, but in some cases the 
dividend will be the same or lower. 

New York Life’s surplus at the end 
of 1952, amounting to $382,028,204 in- 
cluded $55,000,000 in a special asset fluc- 
tuation fund and $327,028,204 in unas- 
signed surplus held for general contin- 
gencies. 


DIVISIONAL GROUP MANAGER 

Appointment of Richard J. Walsh, Jr., 
as divisional group manager of E quitable 
Life Assurance Society for the Buffalo 
Rochester area, was announced by Buf- 
falo Agency Manager William E. Van 
Brunt, Jr. 





Richards Wins President’s 
Trophy Sun Life of Canada 


L. C. Richards, branch manager for 
the Sun Life of Canada in Cleveland, 
Ohio, has just been named 1953 winner 
of Sun Life’s President’s Trophy, accord- 
ing to an announcement by J. A. Mc- 
Allister, vice president and director of 
agencies. The trophy, now in its 12th 
year of competition among the 43 Sun 
Life branches in the United States, is 
awarded annually “for outstanding 
achievements in branch managership,” 
credits being given for volume of paid- 
for business produced by the _ branch, 
quality of business written, manpower 
rating and branch costs. By reason of 
his being named this year’s winner Mr. 
Richards will head Sun Life’s United 
States Managers Consultation Committee 
for the next 12 months. Ranking a close 
second to Cleveland was P. E. Drury, 
branch manager, Batlimore, a newcomer 
to the committee. Third plz ice was taken 
by Pittsburgh, J. E. Kelleher, branch 
manager, followed by F. W. Merselis, 
New Haven, and A. V. Fortye, Hawaii. 

Mr. McAllister also announced the 
selection of G. O. Smith, unit supervisor, 
Cleveland, as this year’s winner of the 
Director of Agencies Trophy award an- 
nually for best unit management in the 
United States Divisions. Right behind 
Mr. Smith, in second place, was J. | 
Command, Baltimore, who placed fifth in 
1952. In third position was J. : 
Stahle, Philadelphia, followed by J. M. 
O’Mahoney, Pittsburgh and R. D. 
Christie, Los Angeles. Presentation of 
the Director of Agencies Trophy is de- 
termined by the relative standing of the 
company’s United States unit supervisors 
on four counts: personal production, 
agents’ progress, new agency develop- 
ment and unit costs. 


























Ready for a Bigger Job? 


Fine opening in our Agency for a life insurance man 
with brokerage know-how, age 25 to 45, who can qualify 
for this department. 


1. We’re prepared to pay a good salary and bonus to 
the man selected and to furnish brokers’ leads. 


2. The lucky applicant will join the Leading Agency 
of one of the fastest growing companies in New York City 
and will BUILD a permanent future for himself with us. 


3. Your progress will be measured by your results and 
will be rewarded accordingly. Replies will be treated con- 
fidentially. Either phone or write to 


Dasecit Underwriters, Ine. 
General Agents 
UNITED STATES LIFE INSURANCE COMPANY 


75 Fulton Street, New York 38, N. Y. 
BEekman 3-1548 
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alatice’ Speeds Progress. 

The better the balance... 
the easier the progress. 
Fidelity is 


a well-balanced company. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA PENNSYLVANIA 








Asst. Agcy. Superintendent 


For Continental Assurance 





CHARLES W. KRAEMER 


Continental Assurance has promoted 
Charles W. Kraemer to home office as- 
sistant superintendent of agents, Field 
Service division and Peter M. Allarea 
to agency assistant, Pacific Coast depart- 
ment. 

Mr. Kraemer will be responsible for 
coordinating agent education and _ train- 
ing in addition to developing field tested 
sales material. He joined Continental 
early in 1949 as one of the first two 
men in the company’s training program. 
In June, 1949, he became agency as- 
sistant at Los Angeles for the Pacific 
Coast department, where he had been 
located until February of this year. A 
graduate of Northwestern University s 
School of Commerce, Mr. Kraemer is 
also a graduate of LIAMA school in 
Pasadena, California. 

Mr. Allarea, who will replace Mr. 
Kraemer in California, was formerly 
agency assistant in the Chicago home of- 
fice. He graduated from University of 
Wisconsin in 1951 with a degree in law 
after two years in the Army Air Force 
as a flight officer. He is a member ol 
Phi Delta Phi, legal fraternity and the 
Chicago Association of Life Underwrit- 
ers. 
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Donald Barnes Views 
Newspaper Ad Scope 


FOR MERCHANDISING INSURANCE 





Tells American Assn. of Newspaper 
Representatives Insurance Advertising 
Could Be Increased 





Effective merchandising plus a better 
understanding of the problems of the 
business can multiply by five times the 
allotment that life insurance companies 
will make for newspaper advertising over 
the next five years, Donald F. Barnes, 
director of promotion and advertising 
of the Institute of Life Insurance, said, 
addressing the New York Chapter of the 
American Association of Newspaper 
Representatives at the Yale Club, this 
week. He offered suggestions on how 
the newspapers and their representatives 
can aid the advertising programs of life 
insurance companies and their agents 
through stepped-up merchandising. 

Cautioning that the legal restrictions 
binding life insurance expenditures must 
always be kept in mind, he proposed 
that a realistic assessment of the aims 
and problems of life insurance could 
make the increased money available 
through economies in marketing, with- 
out disturbing the amounts spent in 
other media. 

“The life insurance agent is actually 
employ ed only when he is in front ofa 
prospect,” Mr. Barnes said, “and any 
idea, including effective ‘advertising, 
which can keep him more fully employed 
is an idea that no alert life insurance 
company can overlook.” 

Reasons for Advertising 

Mr. Barnes gave a list of eight good 
reasons why life insurance companies 
could use newspaper advertising to ad- 
vantage 

It opens the doors of a specific com- 
munity to a company and its agents in 
a forceful way. 

It gets product recognition and indi- 
vidual recognition down to a local basis. 

It can be used as a basic recruiting 
tool for mz and recruiting is one 
of the major se Poe of life insurance 
today. 

It can implant important ideas in the 
public mind—ideas that are now misun- 
derstood or only incompletely under- 
stood. 

It can build sound local public rela- 
tions for a company and an agency— 
and there never was a time when these 
were not vitally needed. 

It can help the company and _ tke 
agency perform a community service. 
Because agents are almost public serv- 
ants these days, spotlighting the tre- 
mendous part they play in the commun- 
ity is a job that needs doing. 

It enables an agent to compete with 
other industries that sell things that 
come in “big packages’—and to do it 
right in the community. 

While least important, it is a factor— 
newspaper advertising stimulates direct 
inquiries. 

Newspapers can do a great deal to 
stimulate such a merchandising progiam 
for life insurance, Mr. Barnes added, by 
merchandising their own medium; by 
selling agents and personnel as well as 
executives on the advantages of such 
advertising; by meeting with, talking 
with, sending advertisements to, setting 
up displ: iys for and generally ‘working 
with those engaged locally in the life 
insurance business. 

“In this whole picture, newspaper 
representatives can do an amazing job,” 
said Mr. Barnes. “They can stimulate 
the life insurance companies to think in 
broader terms about the ettectiveness 
and the concept of their advertising. 
They can stimulate their own properties 
to revitalize their concepts of institu- 
tional advertising, and particularly hfe 
insurance advertising. They can spear- 
head a reexamination of the merchan- 
dising of intangible products. Finally, 
they themselves hold the key to the 
$20,000,000 question: How can we mul- 
tiply by five the $5,000,000 that Ameri- 
can life insurance companies are today 
putting into newspaper advertising ?” 








Porter Agency Gets Award 
Of Mass. Protective Assn. 


The Roscoe M. Porter agency, Rich- 
mond, of Massachusetts Protective Asso- 
ciation, and Paul Revere Life, has been 
awarded the agency achievement trophy 
of the companies for 1952. Presentation 
was a highlight of a Memphis regional 
meeting of general agents, one of three 
held March 4-14. Others were held at 
Cleveland and Kansas City. 

Recognition also went to eight other 
agencies of the companies for 1952 ac- 
complishment. They were Jackson, 
Mich.; Akron; Omaha; Syracuse; Fort 
Worth; Los Angeles; Oklahoma City 
and Rutland, Vt. ‘ 

The three-day sales sessions of the 
Worcester, Mass., companies included 
reports of company Officials of substan- 
tial 1952 gains in all departments. Dis- 
cussion leaders included William F. 
Crouse, general — Akron, and Frank 
i Harrington, Edward R. Hodgkins, 
Joseph C. Molder, B. K. Bicknell, T. H. 
Kirkpatrick, A. S. Beebe, R. U. Clark, 
W. R. Marshall and William Barr, Jr., 
of the home office staff. Chairmen of 
the sales sessions were Harland L. 
Knint.k, P: Hallock, Jr. and C. 5. 
McKenzie. 





Republic National Had Over 
$122 Million New Business 


Theo. P. Beasley, president of Repub- 
lic National Life of Dallas reported at 
the annual meeting that the company 
had issued and revived $122,052,025 of 
life insurance during 1952, bringing the 
total life insurance in force at the close 
of 1952 to $438,846,658, an increase of 
insurance in force of $79,758,842 for the 
year. Mr. Beasley also pointed out that 
the company’s assets increased for a to- 
tal at the year-end of $60,119,578; he 
reported capital and surplus as standing 
at $1,626,086. 

It was reported that a total of $6,855,- 
558 was disbursed in benefits during the 
year including death claims, accident & 
health claims and payments to living 
policyowners; also that total premium 
income amounted to $11,163,412. In a 
discussion of territorial expansion, Mr. 
Beasley reported that the company had 
entered two additional states during 1952, 
West Virginia and Delaware, extending 
the company’s operations into a total 
of twenty-two states; he stated that 
further expansion into several additional 
areas was contemplated for the near 
future. 
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GOOD OPPORTUNITY 


General Agency, representing 
company expanding in the Metro- 
politan New York and Long !sland 
territories, interested in seasoned 
life insurance men with potential 
as unit supervisors and ultimately 
as district managers. Excellent op- 


portunity for those who qualify. 


Address Box 2157, The Eastern 
Underwriter, 93-99 Nassau Street, 
New York 38, New York. 
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Sadler Hayes, Penn Mutual Life, New 
York, was the speaker, Thursday, before 
the Pittsburgh Life Underwriters Asso- 
ciation, 

























>» for I at 21! 


The Junior Estate Builder is one of the most popular plans in the 
LNL agent's extensive portfolio. Each $1,000 of original insurance in- 
creases to $5,000 at age 21 while the premium remains the same. Thus, it 
enables the father to give his child an early start on a substantial, perma- 
nent life insurance program. Also, this 
low-cost, participating contract is flex- 


ible enough to provide savings for 


or benefits. 


The 


financing a college education or a 


business opportunity. Issued with pay- 


The Lincoln National man looks upon 
the Junior Estate Builder as another 
reason for our proud claim that LNL is 


geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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NEW ENGLAND MUTUAL LIfe MEtTING 





Home Office Law Dep’t 
Functions Described 


BARKER OUTLINES PROCEDURE 
Passing on Legality of Company’s In- 
vestments Takes Half of Company’s 
Legal Division’s Time, He Says 





functions of a life insurance 
discussed at the annual 
meeting of New England Mutual Life 
on Wednesday of this week by John 
Jarker, IJr., vice president and general 
counsel, He divided the specific duties 
and responsibilities of the company law- 
principal classifications: 
legislative, drafting 


Primary 
attorney were 


yer into five 
litigation, advisory, 
and investments. 


Legal Scrutiny of Fund Investments 


Discussing phases of law department 
activity with respect to investments of 
New England Mutual Life, Mr. Barker 
said that life insurance dollars are play- 
ing an increasingly important part in 
the development and progress of Ameri- 
industry. They have been used to 
homes and farms, to create new 
products and jobs, to provide electric 
power and other utilities, build high 
ways and supply all forms of transpor- 
tation, to construct factories, housing 


can 
buy 


projects and shopping centers, and to 
promote civic improvements. These dol 
lars are loaned to the United States, to 
the states, counties and municipalities, 


to private corporations and to individual 
citizens. 

‘Approximately 50% of the time of 
our nine-man staff is devoted to 


the task of passing f 


legal 
upon the legality ot 
the investments of the company and con- 


ducting the various legal steps from 
preliminary negotiations to closing to 
maturity,” said Mr. Barker. “This re 
sponsibility has been made more inter- 
esting in the past decade by the advent 
of three new fields of investments, 
namely direct placements, rental hous- 
ing, and management of real estate. The 
responsibility of averting the legal dis- 


occur in the future is 
investment 
‘aretul and 
still be re- 
corporate 
-ement of 


isters which may 
of vital importance in won 

field; and no matter how 

conservative we are, we may 
quired to handle foreclosures, 
reorganizations and the enfor 
the various protective provisions of our 
indentures in the event of business re- 


cession. This is the most specialized 
aspect of the many functions that we 
perform, and it requires a good legal 


technician with sound business judg 
ment.” 


Protecting Policyholders’ Interests 








Speaking of litigation activities Mr. 
Barker said the lawyer must supervise 
all litigation in which the company is a 
party in order to protect the interest of 





the company. This litigation may in- 
clude contested claims, controversies 
over policy proceeds, mortgage fore- 
closures, corporate reorganizations, tax 
abatement proceedings nti-trust and 
labor suits, and disputes over the com 
pensation of agents 

“Our company has opted the phil 
osophy that the protection and benefits 
which we have supplied to the public 


granted, except in cases of 


should be 








fraud or c absence of contractual 
coverage for the particular loss in- 
curred,” he said. “As a result of this 
liberal approach, we have only two cases 
now pending in the courts. There are 
times when the interest of all parties 
can be served by a reason: ible compro- 
mise of a doubtful claim, but the lawyer 
must have a thorough conception of the 
facts and the applicable law before ap- 
proaching conference table on the 
ompany’s og 








Another function of 1 department 


is that of advising other home office de- 
partments on many diverse and interest- 
ing problems which have a legal flavor. 
These problems cover a wide range, 


Status oO! con- 


from the legal 
tracts or forms to the 


company 
internal manage- 


JOHN BARKER, JR. 


ment of the 
duties of its 
by-laws and other 
the interpretation of 


othcers 





law department 
tor expert 


lems of employes in 
manner as the medical 
ready when consultation or 


required for sickness or injury. 
solution of these problems demands ex- 
represen- 
will 
that 


tensive legal research 
tation, then an 
generally be needed; 
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fi and 
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f statutory 
partmental requirements. The 
should also be 
advice on the personal prob- 
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department 
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outside 
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Dr. Frost on Progress 
Of Medical Selection 


CONTRAST WITH PIONEER DAYS 


When New England Mutual Started Ap- 
plicants Were Given Once-Over 
in Home Office 


When New England Mutual Life start- 
average life of a man 
was 40 years, Dr. Harold Frost, medical 
director of New England Mutual Life, 
told policyholders at the annual meeting 


ed business the 


of the company in Boston this week. 
Mortality tables for any reliable predic- 
tion of longevity were practically non- 
existent. 


How then, did the company have medi- 
that Applicants 
for insurance answered 18 questions the 
New Mutual asked them as to 
their Also, 
these applicants presented a certificate 
from a friend vouching for their good 
character and good health. If living near 
Boston they would proceed to the home 
office. After they got there, said Dr. 
Frost, they would be taken to two small 
rooms in the back. In the outer room 
they would encounter the two-man office 


cal selection at time ? 


England 
health and medical history. 


force of the year 1844. One was Benja- 
min Stevens, age 23, and the other 
was Jonathan Amory, secretary. Both 
were seated on stools before an old- 


fashioned desk. 

“The applicant might be ushered into 
the other room, ciple for use of the 
president and board of directors, where 


they would be tte interviewed by 
President Willard Phillips, or even by 
the board. If there were any doubt of 


the applicant’s physical condition he 
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would be referred for decision to Dr, 


George Hayward.” 
Medical Selection Development 


Continuing, Dr. Frost said: 

“Over succeeding years, the panorama 
of ever more exacting selection unfolds: 
In ’52, a questionnaire for women ap- 
plicants, not much different from that 
now in use: In ’53, a statement from the 
attending physician routinely; In ’59, 63 
questions in the application and a man- 
datory physical examination. No more 
non-medical until 85 years had e lapsed! 

“And who then selected the medical 
examiner? The agents if they wished. 
I suspect they did! Followed ten bliss- 
ful years with no medical director astride 
their necks; cajolling and prodding in 
his insistence upon the use of regular 
examiners. Then suddenly, in ’69 came 
the dictum that only those examiners 
designated by the home office could 
be used. 


‘In ‘85, urinalysis became routine. 
Since then the determination of blood 
pressure, about 1920 with us, has been 


the chief further development in the 
routine examination. 

“Were those good old ‘horse and 
buggy days’ really times of gracious 
and easy living, devoid of the hurry and 
Strain now attributed to modern life? 
Not according to Dr. Morland, home 
office medical examiner, reporting to 
President Stevens in "72. Referring to 
the large proportion of losses amongst 
active business men, he stated, ‘there 
is more than a suspicion that the in- 
tense and constant excitement to which 
they are exposed; the close application, 
for long periods, to business, without 
intervening relaxation, in the ambitious 
race tor riches, together with failures 
and reverses, and the only too common 
use of the spur of stimulation to the 
jaded powers, by ardent. spirits taken 
on empty stomachs, have not a little 
to do with the large death-rate.’ On not 
a few occasions and with equal gravity 
have I myself advanced a similar areu- 
ment, exclusive perhaps of the role of 
ardent spirits. 


Now 35% Without Medical Examination 


“We come to this day, after a 
of unparalleled achievement ; 65,000 ap- 
plications submitted (35% without medi- 
cal examination) for $461,000,000: 1.200 
full-time agents operating through 82 
agencies; 39,000 medical examinations 
by a field force of 6,000 physicians; 1,000 
workers in this magnificent home “office. 
Contrast this with the end of 1844 
300 policies in force for $946,110: total 
company funds, exclusive of the $50,000 
guaranty fund; of $22162; no agents: 
no field medical examiners : home office 
personnel of three, operating in two 
small rooms; this site beneath us then 
under water at high tide, a mud flat 
at low tide.” 


year 


Responsibility and Integrity 
Of Field Told Policyholders 


ior. ated Lise ese oe ae 

. L ‘ eek, William 
B. Wagner r of Harrisburg, Pa., retiring 
president of company’s General Agents 
Association, told the policyholders of 
the large number of persons in the 
home office and the field protecting their 
interests. Briefly he described the re- 
sponsibility of the general agents in 
seeing that the prospects are sold appro- 
pri: ite insurance to cover their needs and 
are serviced after the insurance is put 
on the books. 

He sketched the extent of the cover- 
age and the widespread field organiza- 
tion. The company has 1,200 agents and 
is in all states and in Hawaiian Islands. 
Approximately 600 other persons, in 
addition to the agents, are working in 
the field in the interest of the policy- 
holders. The production forces as repre- 
sentatives of the company and of the 
assured measure to a high degree of 
responsibility and integrity. 
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Home Life of N. Y. Had 
9% New Business Gain 

PRESIDENT CAMERON’S REPORT 

Assets Increased by 6%; Company’s 


Average Size of New Policy in 
1952 Was $11,864 





Assets of the Home Life of New York, 
increased 6% over 1951, President Wil- 
liam J. Cameron reported in his annual 
statement to the company’s board of 
directors. During the past five years 
assets have increased 39% and have 
doubled in the past ten. 

Describing what was “in many respects 
one of the best years in company his- 
tory,’ Mr. Cameron pointed out that, 
new business written, business in force, 
benefit payments, and investments were 
all of record proportions. 

The total amount of new business 
written in 1952 was $159,989,269, includ- 
ing $124,005, 869 of individual life insur- 
ance and $35,983,400 of group life in- 
surance. The figure for individual new 
life insurance represents an increase of 
9% over 1951, which was the company’s 
previous peak year. It also represents 
a production rise of 22% over the aver- 
age of the past five years and a 53% 
increase over the average of the preced- 
ing ten years. The company’s average 
size new policy in 1952 continued high 
and was $11,864. Group life production 
in 1952 was $35,983.400, an increase of 
$20.433,900 over 1951. 

Home Life’s Group operation con- 
ti pio to expand last year with the onen- 
ing of a second regional office in New 
York City and district offices in Detroit 
and Louisville. 

In Force at All Time High 

Life insurance in force reached an all- 
time high at the end of 1952, totaling 
$1,104,126.739. The net increase in in- 
surance in force was $109,928.678, the 
largest yearly increase in the company’s 
history. 

Continuing heavy demand for invest- 
ment funds last year resulted in an 
improvement of interest rates earned. 
Net interest rate earned before deduct- 
ing federal income taxes increased to 
344% from 3.30% for 1951. When these 
taxes are deducted, the 1952 rate re- 
duces to 3.22%. 

Home Life’s mortgage loan account 
reached a new high of $126,499,785, an 
increase of 5% over the previous year. 
Securities owned by the company were 
also at a record level, amounting to 
$117,636.786. 

Benefits paid or credited to policvown- 
ers and beneficiaries during 1952, ex- 
cluding dividends, amounted to $16,478,- 
601, the largest amount for any year in 
the company’s history. Home Life’s 
mortality rate continued to be favorable 
and, said Mr. Cameron, represented an 
improvement over last year’s excellent 
record. 

Planned Estates Service 

Mr. Cameron noted that 1953 marks 
the 20th annniversary of “Planned Es- 
tates Service,” Home Life’s unique sales 
and field development program. This 
program, based on the concept that the 
entire company will be soundly built 
by providing professional insurance serv- 
ice to a permanent clientele of policy- 
owners is the “very core of all the 
Home Life’ S$ operations,” said Mr. Cam- 
eron, “To a large extent it is responsible 
for the growth and progress of the com- 
pany during the past 20 years.” 


Ray E. Button a Director 
Of Republic National Life 


At the annual meeting of Republic 
National Life of Dallas last week, Ray 
E. Button, vice president in charge of 
the Reinsurance 
to the board of directors. 

Mr. Button is well known among 
home office life insurance people hav- 
ing been identified with reinsurance ac- 
tivities for many years and for the 
past eight years he has done an excel- 
lent job of handling for the press the 
highly technical papers in connection 
with meetings of the Institute of Home 
Office Underwriters of which he is pub- 
licity director. He started his insurance 
career in the Actuarial Department of 
the former Peoria Life and for 30 years 
has been active in the field of reinsur- 
ance serving as reinsurance secretary 
of the Alliance Life of Chicago when 
that company was absorbed by the Re- 
public National and he went to Dallas 
as vice president in charge of reinsur- 
ance for that company. 


Division, was elected 


Hutchinson General Agent 
For General American Life 


FRED R. KIHM 


General American Life of St. Louis 
has announced the appointment of Fred 
R. Kihm as general agent in Hutchin- 
son, Kans., making this the second major 
appointment in Kansas recently. 

Mr. Kihm has spent the past six years 
with the John Hancock Life in Hutchin- 
son. As a prominent member of his 
community he has increased his produc- 
tion each year to a point where he ts 
now one of the leading agents in this 
area. 

A graduate of University of Kansas 
at Lawrence, he holds a Masters Degree 
in Music, a profession he followed until 
he became associated with the life in- 
surance industry. es 

A member of many fraternal and civic 
organizations in Hutchinson, Mr. Kihm 
lists as his most active group the Life 
Underwriters Association. He was presi- 
dent of the local association in 1951-52. 





Atwater Joins Sobel Agency 
A. Russell Atwater has joined M. Mil- 
ton Sobel agency of Manhattan Life in 
Philadelphia as bro- 
kerage supervisor. 
A veteran of 
World War II he 
was in the Army 
from May, 1942, to 
September, 1944, 
when he was trans- 
ferred to the Office 
of Strategic Serv- 
ices in Washington 
as supply officer. 
In 1949 he joined 
Phoenix Mutual 
with which com- 
pany he has been 





assistant manager 
of Audia_ Visual 
Sales of Williams, 


A. Russell Atwater Brown and Earle, 
Inc., Philadelphia. 


RICHMOND ASSN. SALES SEMINAR 

The Richmond Association of Life 
Underwriters recently celebrated its 60th 
anniversary with an all-day session sales 
seminar, held on March 6, which was 
conducted by Ralph G. Engelsman of 
New York. Theme was “Making Sales 
Now—Today.” Special guest luncheon 
speaker was Grant L. Hill, vice president 
and director of agencies, Northwestern 
Mutual. 


John Barker, I 


(Continued from Page 2 


is part of our responsibility and is im- 
portant in maintaining good employe re- 
lations and morale,” said the speaker. 


Congress and the Leg’slatures 


Commenting on role played by the law 
departments of the life insurance com- 
panies with reference to the Congress 
and state legislatures, Mr. Barker said: 
“Another phase of law department re- 
sponsibility is concerned with the pro- 
ceedings of the various state legislatures 
and the Congress of the United States 
The company attorney should not only 
be alert to resist the legislative pro- 
posals which are adverse to the interest 
of the company and its policyholders, 
but he should also be aware of oppor 
tunities to improve the status now on 
the books. The tremendous number of 
unsound and unreasonable measures in 
troduced each vear sometimes leads the 
corporate lawyer into a destructive or 
negative attitude on legislation, but he 
must not forget that the lawmakers have 
a right to look to him for constructive 
ideas in his special field. Our law de- 
partment, in collaboration with the legal 
staff of the John Hancock, is charged 
with the responsibility of representing 
the life insurance industry before the 
annual sessions of our Massachusetts 
legislature. We must also keep abreast 
of pertinent legislative developments 
which may affect us in other areas where 
we transact business. 

“This function is coordinated through 
the two major trade associations which 
represent about 97% of the life insur- 
ance business of the country. Although 
highly competitive, this business is char- 
acterized by exceptionally cordial rela- 
tions between companies with common 
problems, and the free exchange of views 
and opinions is one of its most congenial 
and productive features.” 


road 
Protections 


HESTER ASHFORD, McFarland, 
Calif. was Pacific Mutual’s 1952 
National Production Cham- 
pion and is a Life Member of 
the Million DollarRound Table. 
“When I came to Pacific Mutual 
six years ago,”’ says Chester, 


“experience in welfare work 
had opened my eyes to a man’s 
real needs. Pacific Mutual’s 
broad protections — Life and 
Disability — give me all I need to 
_. meet those needs completely.” 
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GROUP LIFE VOLUME EXCEEDS 


$66 BILLION 


Group life insurance forged ahead to 
a new record ownership in the U. S. at 
the start of this year, according to 
the Institute of Life Insurance. Total 
Group life in force in the United States 
have reached $66,600,- 
000,000 in 36,000,000 individual 
policy certificates on January 1. This 
was $8,500,000,000 more than a year ago. 

Of the ag Group life insur- 
ance, that is owned by employer-employe 
groups now amounts to nearly $63,000,- 
000,000 and covers some 26,000,000 work- 
ers. This is an average of about $2,400 
It is nearly three times 
the amount in force at the end of 
1945; twice the number covered. In the 
past seven years, American families have 
added $40,000,000,000 to their life insur- 
ance protection through these employer- 


is estimated to 
nearly 


ygzregate 


per policyholder. 


employe units. 

“Over 40% of the nation’s 
is now covered by Group life insurance,” 
the Institute said. “This has become a 
valuable bridge for the worker’s family 
It should be 


work force 


in the event of his death. 
policyholders as a valuable 
life pro- 
the main 


viewed by 


supplement to basic insurance 


but not as insurance.” 
Group life insurance poli- 
about 60% of total 


than agricul- 


tection, 
The worker 
cyholders represent 


U. S. employment other 


tural, government and_ self-employed 
workers. Group life insurance has re- 
cently developed along two lines, both 


growing rapidly. Not only has the Group 


iy pein te units 

, but also Group credit 
covering borrowers for 
balances owed at 
the past few years. 


protection of 
increased sharp 
life insurance, 
unpaid death, has 
pyramided in 

The credit life 
covers nearly 10,000,000 borrowers for 
an aggregate of more than $4,000,000,000 
At the end of 1945, the 
borrowers covered by this type of pro- 
tection numbered 1,644,000 and their in- 
surance aggregate was then less than a 
This is only part of 
life insurance written, as an 


Group insurance now 


of loan balances. 


third a billion. 


the credit 
even larger volume of it is written cur- 
rently under Ordinary life insurance 
policies. 

Purchases of new Group life insur- 
ance increased materially in 1952 after 


at the post office of 


New York City under act of 


of fringe benefits under 
the stabilization program. The year’s 
new Group buying totaled $6,000,000,000, 
an amount exceeded only once before, 
in 1950. Of this, more than $1,000,000,000 
was Group credit life insurance and the 
balance employe groups. The 
average Group certificate bought by 
employe groups was much larger than in 
previous years, being some $4,000. 


the “unfreeze” 


Was on 


ENDURING PRINCIPLES 
The North America Companies of 
Philadelphia have made another valu- 
able contribution to the preservation and 
advancement of the philosophy of free 


enterprise by publishing several out- 
standing statements of principles and 
distributing them, in folder form, to all 


agents, stockholders and employes of the 
companies and to other influential groups 
Reproduced in color in the 
folder, pages of which are 15 by 12 
inches in size, are the Constitution of 
the United States and the Bill of Rights, 
in original script form. These form the 
historic base of the American enterprise 


of per ple. 


system. 

Reproduced also are minutes of the 
first meeting of the Insurance Company 
of North America, the latter 
part of the 1792, preamble to the com- 
and a series of public 


held in 
pany’s charter 
relations messages, published in the in- 
national consumer 
merited an 


surance press and 
magazines, which recently 
medal from Freedoms 
The fifth message will be published 


Saturday Evening Post on 


honor Founda- 
tion. 
in the 
March 25. 

This last named 
picture of Michael Prager, who 
born in 1740, became a follower of 
George Washington and a staunch sup- 
ported of the Federalist party and served 
as one of the original directors of the 
North America. He died in Philadelphia 
in 1793. The text of the advertisement, 
bearing the title “Reasonable profits and 
costs keep free enterprise free,” reads 
as follows 

A prime responsibility of free enter- 
prise is to provide the things people need 
at reasonable prices. 

The price must cover the expenses of 
production and selling. It must also pay 
a fair profit to the manufacturer of 


on 


message shows a 


was 


(Continued on Page 32) 








Kaiden Kazanjian 


JOHN C. FARBER 


John C. Farber, partner in the New 
York law firm of O’Connor and Farber, 
and Walter C. Sisson, treasurer of the 
Racquette River Paper Co., Potsdam, 
N. Y., have been elected directors of the 
Lumber Mutual Casualty Insurance Co. 
= New York. For the past 20 years, Mr. 

Farber has been acting as counsel for in- 
surance companies, one of them being 
the Manhattan Life. In 1933 he acted as 
counsel for the New York Insurance 
Department in the rehabilitation of the 
Globe & Rutgers Fire Insurance Co. and 
was active in the reorganization and 
refinancing of the Metropolitan Casualty 
Co.’s guaranteed mortgage problems in 
1934 and 1935. 

* *  * 

Major General George H. Olmsted, 
board chairman of the Hawkeye-Security 
of Des Moines, returned to his home 
in Des Moines ‘briefly after leaving his 
position as chief of the foreign military 
assistance program and then left with 
his wife for a vacation trip to the south. 
He said that the western nations only a 
year ago lacked sufficient forces to meet 
a sudden Communist attack in Europe 
but they now have enough units to secure 
both the western and southern flanks of 
the Iron Curtain against a surprisé at- 
tack by Soviet or satellite troops. 


Mildred Topeka Linn, recently elected 
secretary of the Excelsior of New York 
at Syracuse, N. Y., began her insurance 
career 28 years ago as secretary to 
F. V. Bruns, Syracuse agent and first 
president of the Excelsior. She became 
secretary to succeeding presidents and 
recently took over other duties. She is 
official hostess at many Excelsior gath- 
erings, handles details of agency licens- 
ing, helped organize the Excelsior Staff 
Club and besides her regular work finds 
time to take special courses at Syracuse 
University. In 1942 she was elected as- 
sistant secretary of the company, but 
has always found time to be active in 


Syracuse Insurance Women’s Associa- 
tion, the National Secretaries’ Associa- 
tion, and is also an active member of 


of Zonta Club. 
* * 
Warren E. Bragg, formerly an ac- 
count executive in the Chicago office of 
the Bureau of Advertising, American 
Newspaper Publishers Association, is 
now at the main office in New York as 
an account group supervisor. In_ this 
capacity Mr. Bragg will supervise the 
bureau’s sales activity in the insurance 
public relations and tobacco classifica- 
tions. He replaces Bruce Robinson, who 
resigned to join the United Insurance 
Co. of Chicago, 





Fabian Bachrach 
SPENCER R. KEARE 


Spencer R. Keare, CLU, executive vice 
president and superintendent of agents, 
Federal Life, was chairman of the Small 
Companies Committee of the Agency 
Management Association which held a 
conference of the Small Companies 
group at Edgewater Beach Hotel, Chi- 
cago, March 16, 17 and 18. The meeting 
was attended by 200 life insurance com- 
pany officials. 


= 
Samuel M. Hollander, Newark at- 
torney, has been elected a member of 


the board of directors of the American 
Progressive Health Insurance Co. of 
New York, it is announced by Kenneth 
oh Lamont, president of the company. 
Mr. Hollander, who specializes in_insur- 
ance law, was organizer of the Federa- 
tion of Insurance Counsel and is an 
active member of it. He is a member of 
the Essex County, New Jersey State 
and American Bar Associations, ‘director 
of the Eagle Fire Insurance Co. and is 
affiliated with a number of civic and 
charitable institutions. 
x ok Ok 

James S. Kemper, chairman, Lumber- 
mens Mutual Casualty Co., has been re- 
elected for a 17th consecutive term as a 
board member of the National Industrial 
Conference Board. He has been a trus- 
tee of the Conference Board since 1943. 
The organization, founded in 1916, is a 
non-profit institution which gathers, 
tests, explains and distributes facts es- 
sential to establishing management, la- 
bor, governmental and economic ae 
ant 


that accelerate industrial progress 
promote the general prosperity of the 
American people. 


a 

W. Selden Steiger of Cleveland, gen- 
eral agent of the Massachusetts Indem- 
nity for northern Ohio, is adding to his 
laurels this year as president of the 
Cleveland Association of A. & H. Under- 
writers, reputed to be the largest local 
unit of the International Association of 
A. & H. Underwriters. Mr. Steiger, who 
came to his present post two years ago 
from Columbus where he was agency 
manager of his company, was one of the 
pioneers in introducing the DISC pro- 
gram. Since conducting the first course 
at Fenn College in Cleveland he has 
served as guest instructor of DISC 
courses at Xavier University, Cincinnati 
and at Ohio State University, Columbus. 

"ie ee: 

Edmund L. G. Zalinski, assistant vice 
president, New York Life, in charge of 
sales development, was guest speaker al 
the March meeting of the Midtown 
Managers Association last Wednesday. 
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Insurance Society School Students 
Win Prizes 

A list of students whose work earned 

prizes at the School of Insurance of the 

Insurance Society of New York, Inc., 

has been released by Arthur C. Goerlich, 

dean. These awards were offered for 


outstanding work in certain courses 
given during the fall semester. The 
courses, the donors of the prizes and the 
names of the successful students are as 
follows: 

Ocean marine cargo insurance: Atlan- 
tic Companies (Atlantic Mutual-Centen- 
nial), first prize of $50 to James D. Shea 
of Appleton & Cox; second prize of $25 
to Kenneth W. Wolfe of William H. 
McGee & Co.; third prize of $15 to Carl 
J. Tegenborg of Despard & Co., Inc. 

Commercial geography: Ira B. Berman 
Memorial Fund, a book to Joseph T. 
Krycki of Chubb & Son. 

Introduction to insurance: Insurance 
Women of New York, $25 to the leading 
girl student, Marianne Cotruzzolo of W. 
1. Grant Go: 

Fire insurance contracts: Julian Lucas 
Memorial Fund, $25 to Louis R. Sinatra 
of Crum & Forster. 

Inland marine insurance contracts: 
The Mariner’s Club, a $50 U. S. Savings 
Sond to W. Arthur Moody of the New 
York Underwriters Insurance Co. 

Casualty insurance contracts: A. Dun- 
can Reid Memorial Fund, first prize of 
$50 to Clyde C. McCarter of Thorburn, 
Peck & Co., Inc.; second prize of $25 to 
— Raia of Zurich General Acci- 
dent. 


Fidelity: Arthur F. Lafrentz, $25 to 
Stanley A. Elmes of the American 
Surety. 

Fidelity: Surety Association, a first 


prize of a book to Stanley A. Elmes of 
the American Surety; second prize of a 
book to Audrey Schneider of the Fi- 
delity and Casualty Co.; third prize of 
a book to George T. D. Davison of the 
Fidelity & Casualty. 

Accident and health insurance: Loy- 
alty Group, $25 U. S. Savings bond to 
Robert L. Kirby, self-employed. 

Actual presentation of these prizes 
will be made at the closing exercises of 
the School of Insurance on June 16. 

Dean Goerlich also announced that 
Leonard Jacobs & Co. are offering a 
prize of $20 to be awarded annually to 
the best student in the agents and 
brokers courses. 

* * 
Mexican Insurance Year Book 

The first Mexican Insurance Year 
Book, containing 464 pages, is now being 
distributed by the publishers of the 
Mexican Insurance Review, Balderas 31 
Desp. 201, Mexico City. It contains in- 
formation about insurance compz nies 
and organizations in Mexico, important 
legal decisions, some _ biographical 
sketches, and includes a history of Mexi- 
can insurance. It also gives statistics, 
laws, names of adjusters and surveyors, 
agents and brokers, actuaries, and rein- 
Surance intermediaries. Managing di- 


rector of Mexican Insurance Review is 
A. Escalante Bates. 




















Careers of Officers Promoted by 
L. & L. Indemnity 


The three officers promoted by; Lon- 
don & Lancashire Indemnity last week 
have had long and noteworthy careers 
with that company. They are: P. E. 
Manion, promoted from secretary to vice 
president; D. S. Nixon, formerly assis- 
tant secretary, advanced to secretary; 
J. J. LeRoy, appointed general counsel 
of the London & Lancashire Group of 
Companies. 

Mr. Manion, a native of Hartford, 
started his insurance career with the 
Travelers and in 1924 joined the London 
& Lancashire as superintendent of the 
burglary department. In 1926 he was 
transferred to the Boston office of the 
company as manager where he re- 
mained until 1929, being recalled to 
Hartford in the capacity of superintend- 
ent of the burglary and liability depart- 
ments. In 1938 he was appointed as- 
sistant secretary and in 1943 elected sec- 
retary. 

Mr. Manion is well known in insur- 
ance circles, and while he has devoted 
most of his time to underwriting, he has 
traveled extensively and has a wide ac- 
quaintance in the field. 

Mr. Nixon joined the company in 1924 
in Detroit. He was graduated from the 
Detroit College of Law and is a mem- 
ber of the Michigan State Bar. From 
1924 to 1940 he served as claims super- 
visor and attorney in the Detroit office 
of the company and in 1940 was trans- 
ferred to Hartford as superintendent of 
claims to assist William Flett, who has 
since retired. In 1948 he was appointed 
an assistant secretary in full charge of 
the claims department. As secretary of 
the company, Mr. Nixon will continue in 
his present capacity. 

Mr. LeRoy, a native of Connecticut, 
has been with the London & Lancashire 
since 1924 serving in various capacities. 
He attended the United States Naval 
Academy and Georgetown Law School 
and was admitted to the Connecticut Bar 
in 1926. He is a member of the Hartford 
County, Connecticut State and American 
bar associations and the International 
Association of Insurance Counsel. 


-— ee 


New F. & D. Directors 


Also of interest last week was the 
election by the Fidelity & Deposit of 
three new directors: Arthur Littleton of 
Philadelphia; Norman F. Penny, Mine- 
ola, N. Y.; and Harry Y. Wright, secre- 
tary-treasurer of the company. 

An attorney and graduate of the Uni- 
versity of Pennsylvania, Mr. Littleton is 
a senior partner in the Philadelphia law 
firm of Morgan, Lewis & Bockius, which 
has served for many years as the F. & 
D.’s local counsel. He is a director of 
the Philadelphia National Bank, Phila- 
delphia & Reading Coal & Iron Co., Fi- 
delity Building Corp., Enterprise Manu- 
facturing Co. and E. Hubschman & 
Sons. 

Mr. Littleton also is a trustee of a 
number of educational and religious or- 
ganizations, including the University ot 





Pennsylvania and the General Assembly 


of the Presbyterian Church, United 
States. He is a member of the American 
and Pennsylvania bar associations and a 
past chancellor of the Philadelphia Bar 
Association. Club memberships include 
the Union League, of which he is vice 
president, Merion Cricket and Ritten- 
house. 

Mr. Penny has been engaged in the 
surety business since 1929 and is presi- 
dent of the Norman F. Penny Agency, 
Inc., general insurance agency in Mine- 
ola, N. Y., representing the F. & D.. as 
general agents and other insurance com- 
panies. He is a graduate of St. Paul’s 
School, Garden City, and Brown Univer- 
sity. Mr. Penny has long been promi- 
nent in political, financial and civic 
circles in his native Nassau County and 
at the present time is chairman of both 
the Nassau County Republican Finance 
Committee and the North Hempstead 
Republican Committee. 

Mr. Penny also is a trustee of the 
Roslyn Savings Bank, a director and 
member of the executive committees of 
the Meadow Brook National Bank and 
the Port Washington-Manhasset Na- 
tional Bank & Trust Co., and a director 
of the Nassau County Tuberculosis & 
Public Health Association. 

Mr. Wright is a native of Baltimore 
and has been associated with the F. & D. 
since 1924, serving first in its accounting 
department and then for several years 
as traveling auditor. He was elected an 
assistant treasurer of the F. & D. and 
its affiliate, the American Bonding Co., 
in 1945 and three years later was named 
to the dual position of comptroller and 
secretary. Simultaneously with his elec- 
tion in July, 1949, as treasurer of both 
companies, he relinquished his post as 
comptroller, but has since continued to 
discharge the additional duties of sec- 
retary. 

A graduate of Baltimore City College 
and the University of Baltimore law 
school, Mr. Wright is a member of the 
Maryland bar, the Controllers Institute 
of America and the American Society of 
Corporate Secretaries, Inc. 


* * * 


Stack Writes Commemorative Book 
On Contributions of A. W. Whitney 

The late Albert Wurts Whitney, 
pioneer of casualty insurance in America 
and founding lez der of the safety educa- 
tion movement, is the subject of a new 


book published this week by New York 


University’s Center for Safety Educa- 
tion. 
“Safety for Greater Adventures: The 


Contributions of Albert Wurts W hitney” 
has been issued in commemoration of 
the 10th anniversary of Mr. Whitney's 
death on July 27, 1943. It is edited by 
Dr. Herbert J. Stack, director of the 
Center for Safety Education. 

The memorial volume cites Mr. Whit- 
ney for his achievements not only as a 
safety education leader, but also as “a 
teacher, a philosopher, a mathematician, 
an actuary, an economist, a standardiza- 
tion specialist, and a pioneer in the 
science of casualty insurance. 

The man chiefly re sponsible for the 
establishment of such nationally standard 
safety devices as red, green, and amber 
traffic lights, Mr. Whitney early saw 
the possibilities of organized child safety 
activities and in 1922 induced casualty 
insurance companies to make an annual 
grant to the National Safety Council for 
support of a division of education. 

He worked through the years for 
better safety education, first as general 
manager of the National Bureau of Casu- 
alty Underwriters and later as head of 
the National Conservation Bureau, now 
known as the accident prevention depart- 
ment of the Association of Casualty & 
Surety Companies. His writings on the 
subject were numerous and his works 
have become standard references in the 
field. 

In announcing publication of the 
memorial book, Dr. Stack points out that 
“there are few men of this generation 
whose work has contributed more direct- 
ly to the worth of living than that of 
Albert Wurts Whitney. In all his varied 
activities, he ranged himself always on 





the side of those conserving forces which 
must be exerted constantly if we are to 
maintain and extend human values. 

“He transformed the static concept of 
safety into a dynamic mode of living, 
and demonstrated that safety, rightly 
understood, can be a way to adventurous 
and successful living. Along with this 
great contribution he made others of 
fundamental value to the insurance in- 
dustry and the field of standardization.” 

Copies of the book may be obtained 
at the NYU Center for Safety Education, 
1 Washington Square North, New York 
City. 

* * * 


Williams College Alumni Among 
Travelers’ Actuaries 

Williams College is represented in a 
big way in the actuarial departments of 
the Travelers Companies as six of those 
actuaries can claim Williams as_ their 
alma mater. They include Thomas F. 
Tarbell, class of 1910, chief actuary of 
the casualty and fire actuarial division; 
and Milton J. Wood, class of 1926, chief 
actuary of the life, accident and Group 
actuarial department. The other Wil- 
liams men are ete Actuary Ralph 
H. Maglathlin, class of 1936, and Morri- 
son H. Beach, class of 1939, assistant ac- 
tuary, both in accident and Group ac- 
tuarial divisions; William H. Kelton, 
class of 1917, associate actuary, and 
Richard A. Getman, class of 1931, as- 
sistant actuary, life department. 

In the Travelers Cos. actuarial depart- 
ments there are 20 actuaries in all. Of 
these 20 officials all were either hired or 
helped into their actuarial positions by 
H. Pierson Hammond, formerly chief 
actuary of the Travelers. Mr. H: ummond 
is a graduate of Williams College, class 
of 1900. At one time he was actuary 
of the Connecticut State Insurance De- 
partment. He lives at 22 Vanderbilt 
Road, West Hartford, Conn. 

* * * 

J. W. Just Traces Successful Devel- 
opment of Fire Dept. Conference 
Development of the Fire Department 

Instructors Conference from its first 

small meeting in 1928 of eight persons, 

most of them firemen’s training special- 
ists of midwestern fire insurance rating 
bureaus, into a great international con- 
ference with far-reaching influence for 
improving fire fighting and prevention 
methods, is described in a brief histori- 
cal pamphlet, “Twenty-five Years of 

F.D.LC.,” by James W. Just, assistant 

engineer, Underwriters’ Laboratories, 

Chicago. The pamphlet was distributed 

at the conference’s silver anniversary 

meeting in the municipal auditorium, 

Memphis, February 24-27. 

The author was one of the original 
eight men who met at the drill school of 
the Chicago Fire Department in 1928, 
and he has attended all of the succeed- 
ing conferences except two. 

In the mid-1920’s, the National Board 
of Fire Underwriters, Mr. Just writes, 
“discovered the shocking fact that up- 
wards of 70% of the losses paid by in- 
surance companies were being paid as 
the result of water and smoke damage 

The situation clearly indicated the 
need for some radical changes in fire 
department thinking and improvement 
in operations.” 

This led many midwestern fire insur- 
ance rating bureaus to employ traveling 
fire department instructors in an _ at- 
tempt to raise the efficiency of municipal 
fire departments within their states. The 
Kentucky Inspection Bureau under 
George Parker, manager, was the first 
to employ an instructor, Captain S. G 
Render from the Louisville Fire Depart- 
ment. 

* * * 


Taking Insurance Course 

Johnny Papit, formerly University of 
Virginia All-American football star, now 
a professional with the Washington Red- 
skins, is taking a two-week’s insurance 
course in Roanoke, Va. In an interview 
there he said that he is considering mak- 
ing a career of selling automobile and 
sonata liability insurance. He is under 
contract with the Redskins until May. 
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London Assurance Had 
Good Results in 1952 


ASSETS REACH RECORD HIGH 
Statutory Profit” Chceeeann Favorably 
With 1951; Assets $21,904,700 and 
Total Surplus $8,994,000 


Assets of the United States branch 
of the London Assurance increased $1,- 
860,520 to a total of $21,904,697 as of 
December 31, 1952, a new high for the 

80th year of operations 


company, in its 


country, United States Manager 


WALTER MEISS 






Meiss announces. The _ policy- 
now amounts to $8,994, - 
‘ 5 525, 

y 
was granted a 
and in 1720 and 
ites in 1872. The 
the second tuli 
“a iF r vear the direct on of 
Mr. Meiss, who became Uni ed States 


manager in April, 1950 


Premiums and Profits 
Premiums writ 1952. amounted 

to $9,300,188, a slight decrease from writ- 
of $9,394,456 the previous 
ting profit before 
axes was $819,143 whic 


195 i 


ings year. 
Statutory un Pe : 
Feder: 
compares most favorably with the 
- f $237,040 ; 
The ratio of incurred losses and loss 
adjustment expenses to net premiums 
written was 49.32% and 50.68% to earned 
premiums. General ting expenses 
(excludin Federal income taxes) in- 
curred to net premiums written amount- 
ed to 39 sig The comps: rable figures 
> 48.79% 53.09% and 39.15% 
; xecniaeas securities totalling 
$7,700,451 account for the largest  sin- 
gle item in tl investment  portfolic 
Funds trusteed as of December 31, 
1952 with : r Bank, U. S. trus- 
$ Insurance 


tion of 
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fit 
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opera 











tments tor the prot all 





nieyls Iders amounted ae $ 8,503,37 7.61, 
equal to R40, f U. S. branch assets 
and to 143% of aarceduen liabilities. 


MRS. P. M. TAYLOR DIES 


Viola Taylor, wife of P. M. Taylor, 
state agent of the North British Group 
at Buffalo, N. Y., died suddenly March 
160 at their home in that city. Interment 
was in Syracuse 





LEROY T. BROWN TO RETIRE 


Well Known Secretary of America Fore 
Group Served in Eastern New York 
Field Prior to 1929 

Leroy T. Brown, secretary of the 
\merica Fore Insurance Group in charge 
of the New England department for the 
the end 


fire companies, will retire at 


of this month at his own request under 
the America Fore retirement plan after 
31 years of association with the organ- 
ization, 

Mr. Brown is a native of Huntington, 
Long Island, where he attended the local 

He is a graduate of Packard In- 
and after graduation studied law, 
serving for a time as a law clerk. He 
started in the insurance business with 
the Home and for a short time was with 
Crum and Forster. 

Mr. Brown joined the 

home office in 1922 as a fieldman in 
the eastern New York territory. In 
March, 1929, he was called to the home 
office as agency superintendent. He was 
promoted to assistant secretary in 1932 
and secretary in 1935. 

During his three decades of associa- 
tion with America Fore, Mr. Brown has 
served, at various times, as chairman and 
member of several key committees of the 
Eastern Underwriters Association, the 
Insurance Federation of the State of 
New York and also of the New England 
and New York State Fire Insurance 
Rating Organizations. 


schools. 
stitute 


Continental at 


J. K. Gifford 25 Years With 
National of Hartford Group 


Secretary J. K. Gifford of the National 
1 Hartford Group completed 25 years 
to the group on March 19. A 
N. Y., Mr. Gif- 


of service 
native of Poughkeepsie, 


ford was graduated from Rutgers Uni- 
versity in 1927, and after a term as 
assistant graduate manager of athletics 
there, he joined the National of Hart- 
ford i t the home office. He became spe- 
cial agent for the New York suburban 
eestor and later served as state agent 
in the Pittsburgh office. Returning to 
he home office in 1946, he was made an 
assistant secretary in 1947 and secretary 
in 1950. 
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Berger Named Member 
State Insurance Board 


PROMINENT NEW YORK LAWYER 


Member of Bar Over 40 Years and 
Author of Works on Insurance Law; 
Has Held Public Offices 





Governor Thomas E. Dewey of New 
York has appointed Samuel A. Berger, 
a senior partner of the law firm of 
Powers Kaplan & Berger of New York 
City, a member of the State Insurance 


SAMUEL BERGER 


Board. The State Senate confirmed the 
nomination this week. 

The State Insurance Board consists of 
seven members appointed by the Gov- 
ernor under the provisions of the New 
York Insurance Law. Its function is to 
consider and make recommendations to 
Superintendent of Insurance Alfred J. 
Bohlinger, who is chairman of the board. 
The other members, including Colonel 
Berger, are Matthew Woll, state chair- 
man of the American Federation of La- 
bor; Francis R. Stoddard, Jesse S. 
Phillips, former Superintendents of In- 
surance; John C. Stott, insurance agent 
and former president of the National 
Association of Insurance Agents, and 
Maurice Rosenfeld. Colonel Berger was 
appointed to fill the vacancy caused by 
the death of Richard V. Goodwin, in- 
surance executive. 

Colonel Berger has been a member of 

(Continued on Page 35) 
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Press, Radio and TV 
Entries in Contest 


SEEK FIRE SAFETY AWARDS 
National Board Announces 68 Entries 
for Gold Medal Awards for Out- 


standing Service to Communities 


Sixty-eight newspapers, radio and tele- 
vision stations have been nominated by 
their respective communities for 1952 
Gold Medal Awards of the N: ational 
Board of Fire Underwriters, it is an- 
nounced. 

Nominations are made by fire depart- 
ment officials, civic groups, and individ- 
uals in whose judgment the local news- 
paper, radio or television station during 
the year performed outstanding public 
service in fire prevention and fire safety. 

In many cases, the NBFU said, the 
medium carried on a year-’round cam- 
paign that is so essential in the reduc- 
tion of loss of life and property damage 
through a marked increase in fire safety 
and prevention measures. 

Gold Medal or Cash to Winners 

The total of 68 Gold Medal Awards 
entries, representing 28 states and Ha- 
waii, comprised 22 dailies, 22 weeklies, 
20 radio stations and four television sta- 
tions. The winner in each classification, 
the NBFU explained, will be awarded a 
gold medal or its equivalent of $500 in 


cash. A number of honor aw: ards also 
will be made. Presentation of the 
awards usually takes place at a civic 


function in the recipient’s community. 
Selection of the 1952 Gold Medal 
Awards winners by outstanding repre- 
sentatives in each medium’s classifica- 
tion will be announced at a rec eption for 
the press, radio and TV on April 9 in the 
Hotel Roosevelt here. It will mark the 
first time a Gold Medal Award has been 


made to an entry from the television 
field. 
In the daily newspaper classification, 


the panel of judges includes the follow- 

ing: 
Herbert 

ford Courant; 


Brucker, editor of the Hart- 
Eugene Farrell, editor of 
the Jersey Journal, and Edith Evans 
Asbury, of the New York Times, presi- 
dent of the New York Newspaper Wom- 
en’s Club. 

Judges in the weekly 
were George Bechtel, editor of the 
Publishers’ Auxiliary; Don Robinson, 
editor of the American Press, and Nancy 
Mahood, edittor of the National Pub- 
lisher. 

Judges serving on the panel that se- 
lected both the radio and television win- 


newspaper field 


ners were Stuart Novins, director of 
public affairs, NBC; Leonard Blair, east- 
ern program director, ABC; Nat Shoe- 
halter, director of public service pro- 
gramming, Station WAAT and WATV, 
Newark, N. J., and Edward Stanley, 
manager of public service programs, 
NBC. 

The Gold Medal entries are as fol- 
lows: 


Gold Medal Entries ‘ 
Times-Star, Alameda, Calit.; 
Alexandria Gazette, Alexandria, Va.; 
Anaheim Evening Bulletin, Anaheim, 
Calif.; Antioch Ledger, Antioch, Calif.; 
Atlanta Journal, Atlanta, Ga.; nthe 
City Press, Atlantic City, N. J.; Eve- 
ning Star-News, Culver City, Calif.; 
Hartford Times, Hartford; Kalamazoo 
Gazette, Kalamazoo, Mich. 

Also, Los Angeles Evening Herald & 
Express, Los Angeles; Commercial Ap- 
peal, Memphis, Tenn.; Merced Sun-Star, 
Merced, Calif. ; Minneapolis Star, Minne- 


Dailies: 


apolis, Minn.; New York World-Tele- 
gram and Sun, New York; Paterson 
Morning Call, Paterson, N. J.; Daily 
Republican, Phoenixville, Pa.: Santa 
or 1 News Press, Santa Barbara, 
Calif.; Daily Midway Driller, Taft, 
Calif.: Tuscaloosa News, Tuscaloosa, 


Times Leader & 
Wilkes-Barre, Pa.; 
Winston-Salem, N. 
St: ir-Bulletin, Terri- 


Ala.; Wilkes-Barre 
The Evening News, 
Twin City Sentinel, 
C.; and Honolulu 
tory of Hawaii. 
Weekly Papers : 
Weeklies: Times Review, Bergenfield, 
(Continued on Page 35) 
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NAIA Executive Committee Meeting 
Covers Current Agency Problems 


Many questions puzzling agency forces 
today with reference to costs of doing 
business may be answered shortly as 
a result of action taken by the executive 
committee of the National Association 
of Insurance Agents during its meeting 
at the Greenbrier, White Sulphur 
Springs, W. Va. 

At the conclusion of the meeting, 
President Walter M. Sheldon, Chicago, 
announced that the NAIA agency man- 
agement committee had been given the 
green light to proceed with its agency 
expense analysis. 

Schwab on Agency Management 

Arthur L. Schwab, Staten Island, N. 
Y., chairman, explained the new formula 
devised by his agency management com- 
mittee for this purpose and also reported 
on preliminary surveys undertaken by 
the committee following this new 
procedure. Mr. Schwab estimated that 





JOSEPH A. NEUMANN 


the results of the new agency expense 
analysis should be available at the time 
of the annual meeting of the National 
Association which is scheduled for 
September 28-October 1 in Washington, 
DC. 

Chairman E. J. Seymour, Monroe, La., 
presided at the meeting at which all 
members of the NAIA executive commit- 
tee were present: Walter M. Sheldon, 
Chicago, president; Robert E. Battles, 
Los Angeles; Ralph D. Callister, Salt 
Lake City; Robert Maxwell, Texarkana, 
Arkansas-Texas; Joseph A. Neumann, 
Jamaica, N. Y.; Kenneth Ross, Arkansas 
City, Kansas; and Louie E. Woodbury, 
Jr, Wilmington, N. C. John F. Neville, 
executive secretary and general counsel 
and Mrs. E. R. Coryell, treasurer, were 
also present. 

Neumann on Auto Problems 

Mr. Neumann brought the committee 
up to date on the automobile insurance 
problem, including a review of the com- 
pulsory insurance legislation before the 
New York legislature. He also com- 
mented on the related subjects of un- 
Satisfied judgment funds, automobile 
merit rating plans and the casualty in- 
Surance market 
_Mr. Neumann explained that an addi- 
tional report on the compulsory auto- 
mobile problem had been sent to all state 
officers, together with new reference ma- 
terial and data, to supplement the report 
Previously made available to state as- 
sociation officers. 

The study of self-insurance by munici- 
pal and state governments, which is be- 
ing conducted by the NAIA under the 
direction of Dave R. McKown, Okla- 
homa City, chairman of the local board 
and membership committee, was also 
discussed by the committee. It is ex- 


pected that this material will be avail- 
able at the time of the mid-year meeting 
of the national board of state directors 
which will be held in conjunction with 
the Southern Agents Conference at 
Hollywood Beach, Fla., April 29-May 2 

Group insurance writings, and their ef- 
fect on current insurance practices, were 
considered by the executive committee 
which referred the general problem to 
Committeeman Robert E. Battles for 
comprehensive study. Other NAIA com- 
mittees are also studying various phases 
of the subject. 

Arthur M. O’Connell, Cincinnati, chair- 
man of the NAIA property insurance 
committee, presented an interim report 
covering numerous problems, including 
the term rule, installment payment of pre- 
miums, annual renewal plans, flood insur- 
ance, multiple peril policies, federal crop 
insurance, war risk exclusions, jewelry- 
fur risks, the personal property floater 
and the additional extended coverage en- 
dorsement. 


Meeting With IEA March 24 
He advised that a subcommittee meet- 
ing of the property committee has been 
scheduled with the uniform forms com- 
mittee of the Insurance Executives As- 


sociation in New York on March 24. At 


that meeting many of these items will be 
discussed, with particular emphasis upon 
broadening of the additional extended 
coverage endorsement in keeping with 
the company-agency — understanding 
which was reached at the time the en- 
dorsement was created. It had been 
agreed that the form would be re-ex- 
amined periodically in order to increase 
its value, whenever possible, from the 
standpoint of public acceptance. 

Mr. O’Connell indicated that one of 
the primary aims of the property insur- 
ance committee will be an attempt to 
solve many problems cropping up 
throughout the country resulting from 
rather loose interpret ation plz aced upon 
various forms of deferred premium pay- 
ment plans, including, annual renewal 
plans, installment plans, continuous poli- 
cies and the like. 

Illustrations were cited showing that 
improper interpretations of the rights 
and privileges afforded by the plans may, 
in many instances, present a_ serious 
threat to the well established doctrine 
of agency ownership of expirations. The 
property committee is also considering 
the impact of the various plans upon 
future agency income. 

Executive Committeeman Kenneth 
Ross, who has been particularly inter- 
ested in this problem and has given it 
extensive study, was requested to con- 
tinue his activities in this direction and 
to report further at the next meeting 
of the executive committee. 

Recent changes in the rules governing 
the “improvements and_ betterments” 
clause came up for discussion, with the 
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Even in today’s lush times that old 


“debbil” PRICE will frequently rear his 
ugly head and object. When he does, remember 


that a cardinal principle of successful selling 


is that every objection is a request for more information. 
Good producers just take the price objection in 
their stride. They show the prospect that, after all, 
we get just about what we pay for in life, 
. .. and in insurance. 


Remind price-conscious buyers that everything— 


¢ the suit they wear, the car they drive 


and the home they live in—is measured not alone 
by price, but also for value. Value received— 
not price—is the criterion of a business deal. 
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NATIONAL FIRE INSURANCE COMPANY OF HARTFORO 
MECHANICS AND TRADERS INSURANCE COMPANY 
FRANKLIN NATIONAL INSURANCE COMPANY OF NEW YORK 
TRANSCONTINENTAL INSURANCE COMPANY 
UNITED NATIONAL INDEMNITY COMPANY 


Executive and Administrative Offices: Hartford 15, Connecticut 











E. J. SEYMOUR 


property committee reporting rather 

widespread opposition to the provisions 

of this clause as recently revised. 
Federal Crop Insurance 

The subject of Federal crop insurance 
was discussed at length, with technical 
information supplied by Milton Mays 
of the Insurance Executives Association, 
who appeared before the executive com- 
mittee at the invitation of Chairman E. 
J. Seymour. 

Mr. Mays outlined the progress which 
has been made in the study that was 
undertaken by IEA at the request of 
the national board of state directors in 
Cleveland last September, following a re- 
port on the matter by Executive Com- 
mitteeman Robert Maxwell. 

Because of the importance attached to 
this study by company representatives, 





MILTON W. MAYS 


particularly in view of the impact upon 
the rural agents countrywide, Mr. Mays 
reported that IEA has retained the serv- 
ices of a technical consultant to assist 
in accumulating the voluminous material 
required for a study of this nature. 

In this connection Mr. Mays also ad- 
vised the executive committee that the 
committee appointed by John R. Cooney 
chairman of the Insurance Executives 
Association, to make this study, consists 
of Clinton L. Allen, president, Aetna 
Fire; J. Victor Herd, executive vice 
president, America Fore, and H. Clay 
Johnson, deputy U. S. manager, Royal- 
Liverpool Group, chairman. 

Maurice G. Herndon, NAIA Washing- 
ton representative, indicated at this point 
that the Federal Crop Insurance Cor- 
poration is scheduled to testify before 
a House Appropriations subcommittee 
about the middle of March on its ideas 

(Continued on Page 36) 
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NAIC Accounting Subcommittee to 
Meet in New York City on April 1 


The subcommittee of the uniform ac- 
counting committee of the National As- 
Commissioners 
April 1, at the 

York. 


Insurance 


sociation of Insurance 
will meet on Wednesday, 
Hotel in New James 
J. Higgins, New York, De- 
is chairman of this subcommit- 
at 9:30 a.m. 


agenda is as 


Commodore 


partment, 
tee. The meeting will open 
Club Suite the 


tc Ik ws: 


in the and 


Lines of Business 


It is proposed that the instructions for 
uniform classifications of expenses be 
amended as follows: 

A. Delete Section 1 of 
substitute : 


The lines of business for 


and 


Part IV 


allocation of 


expenses shall be the following: 

Fire and allied lines: fire, extended coverage, 
other. 

Inland marine. 

Ocean marine. 

Automobile physical 
theft and comprehensive, 

Automobile liability: 
damage. 

Workmen’s compensation. 

Liability other than automobile: 
jury, property damage. 

Fidelity and surety. 

Glass. 

Burglary and theft. 

3oiler and machinery. 

Accident and healt! 


B. Delete the 
ever it appears in 
C. Delete all of 


Definition of Acquisition, Expenses 


damage and theft: fire, 


collision. 


bodily injury, property 


hodily in 


word, “primary,” wher- 
Section 2. 


Section 3. 


It is proposed that the instructions for 
uniform classifications of expenses be 
amended as follows: 

Delete Section 2C of Part III and sub- 
stitute : 

Acquisition and field supervision 
penses shall comprise the following: 

1. Commissions and _ allowances to 
agents, producers and managers (except 
such payments actually made in good 

faith for services other than those of an 
acquisition nature when such services 
are not duplicated or otherwise com- 
pensated by the company). 

2. Cost of field sales activities and de- 
velopment, including activities of field 
men. 

3.Cost of policy writing, exc ept, policies 
customarily written in carriers’ offices 
(these latter comprising risks involving 
requirements or information not ordi- 
narily available to agents or producers). 


ex- 


Collecting Premium Items 


4. Cost of collecting premium items 

directly from insureds. (Do not include 
activities in connection with accounts re- 
ceivable from or payable to agents or 
other producers). 
5. Cost of rendering service to agents 
and other producers, such as providing 
office space, personnel, telephone, etc. 
(Do not include fees paid for agents’ 
licenses). 

6. Cost of other activities reasonably 
attributable to those operations listed 
in “1” to “5,” such as keeping records; 
clerical, secretarial, supervisory and ex- 
ecutive work; handling personnel, sup- 
plies, mail, etc. 

Expenditures made for home office, 
field or branch office activities other 
than those set forth above should be al- 





HAMPTON SPECIAL IN WEST 

George L. Hampton, Jr., secretary 
Phoenix Insurance Company and _ affili- 
ates, has announced appointment of John 
B. Blake as special agent in Colorado 
and Wyoming. He will assist General 
Agent Henry W. Schwartz and State 
Agent Henry M. Howland. John Blake 
served with the infantry in World War 
Il. He is a graduate of Trinity College 
and received a thorough training in all 
departments of the home office in Hart- 
ford 


located to expense groups other than ac- 
quisition and field supervision expenses. 


The accounting committee of the As- 
sociation of Casualty Accountants and 
Statisticians has proposed that an inter- 


pretation of the instructions for uniform 
classifications of expenses be issued to 
the effect that moving expenses should 
be included in 
classification, 


the operating expense 
rent and rent items. 


SERVICE GROUP CHANGES 


Bishop Executive Vice President of Fire 

and Casualty Companies; Karpf 

Vice President 

Election of Harold Bishop to the new- 
ly-created position of executive vice 
president and as a member of the board 
of directors ;of the Service Fire and 
Service Casualty, both of New York, 
was among executive appointments an- 
nounced by Emil C, Chervenak, presi- 
dent of the companies. Prior to this 
appointment, Mr. Bishop was vice presi- 
dent of his companies. 


Other executive changes are: Melvin 


Karpf, vice president, previously in 
charge of underwriting, will assist Mr. 
Bishop in his new duties; John Jackson, 
assistant secretary and previously assist- 
ant head of the underwriting department, 
has been elected assistant vice president 
and head of that department, and Jean 
Duhamel, assistant secretary and previ- 
ously manager of the agency department, 
has been named assistant to Mr. Jackson. 

Armstrong Crawford, vice president, 
has returned to the company after almost 
two and a half years of service as a 
lieutenant colonel on the general staff 
of the United States Army. He has been 
named manager of the agency depart- 
ment. 











| Cash 


Capital Stock 


Surplus 


HENDON CHUBB, Chubb & Son 
HAWLEY T. 
PERCY CHUBB 2nd, Chubb & Son 


EDMOND J. MORAN, President, 


FEDERAL 


Ocean and Inland Marine 








ANNUAL 


Other Assets . 


LIABILITIES AND* 


Outstanding Losses 


Dividend Payable 


Moran Towing & Transportation Co., Inc. 


Fifty Second 





DECEMBER 31, 1952 


ASSETS 


United States Government Bonds . . . . 
AlljOther®onds : On 
Preferred and Guaranteed Stocks . 

Common Stocks . 


Capital Stock of Vigilant Insurance Company 


Premiums not over 90 days due 


ToraL ADMITTED ASSETS . 


Unearned Premiums . . . . . . . . 


and Claims 


Taxes and Expenses 
Funds Held under Reinsurance ‘Treaties 
Non-Admitted Reinsurance 


Tora. LIABILITIES 


Unrealized Appreciation of Investments . 
SURPLUS TO POLICYHOLDERS 


TOTAL . « 


Investments carried at $2,719,711 are deposited with government authorities as required by law. 


DIRECTORS 
1953 


ALEXANDER C. 


CHESTER, Chubb & Son 


LEWIS A. LAPHAM, Executive Vice-President, Grace Line 
(effective July 1, 1953) 


LANDON K. 
HAROLD T. 


INSURANCE 


CHUBB & SON, Managers 


. Transportation ° 


Aviation Insurance through Associated Aviation Underwriters 





statecaant 


. $68.470,395 


SURPLUS TO POLICYHOLDERS 


. $68,470,395 


NAGLE, 
The First National Bank of the City of New York 


J. RUSSELL PARSONS, Chubb & Son 


HOWARD C. SHEPERD, Chairman of Board, 
The National City Bank of New York 


THORNE 
WHITE, White, Weld & Co. 


De ey vee 


$24,667,626 
6.524,175 
1.043.595 
17,497,365 
5,472,921 
6,431,643 
2,043,436 
1,789,634 





$18,582,670 
9,215,971 
360,000 
2,634,496 
906,127 
2,486,923 
$34,186,187 
$ 4,000,000 
21,369,522 
8,914,686 
$34,284,208 


President, 


COMPANY 


Fire and Automobile 
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Williamson to Retire; 
America Fore Secretary 


IN CHARGE FIRE LOSS DEPT. 





Started Career With Continental in 
1908 After Serving at Stevens Insti- 
tute; With GAB for Six Years 


Loyal A. Williamson, secretary at the 
home office in New York, of the America 
Fore Insurance Group in charge of the 
country wide operations of the fire com- 
panies loss department, will retire at 
the end of this month at his own request 


under the America Fore retirement plan 
after over 40 years of association with 
the organization. 

Mr. Williamson began his insurance 
career in 1908 with the Continental in 
the engineering department. Prior to 
that time he had been a consulting en- 
gineer and assistant to the professor of 
electricity at Stevens Institute. He had 
also done research work for the Consoli- 
dated Gas Co. 

Several Years at Albany 

After a short time with the engineer- 
ing department of the Continental, he 
transferred to the agency department 
where he traveled as inspector for two 
years, covering Ohio, Pennsylvania, New 


Jersey and eastern and southern New 
York with headquarters at Albany. 

The following six years were spent 
with the General Adjustment Bureau at 
Albany as staff adjuster and also at 
Rochester as office manager. 

Mr. Williamson rejoined America Fore 
in 1922 as assistant general adjuster and 
two years later became general adjuster 
for the fire companies of the group in 
the home office loss department. In Feb- 
ruary, 1938, he was appointed assistant 
secretary, and in June, 1951, he became 
secretary. 

A native of Ridgewood, N. J., Mr. 
Williamson was graduated from Stevens 
Preparatory School, and also Stevens 
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Cash 








HENDON CHUBB, Chubb & Son 


JOHN 'T. JONES 


Fidelity 
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ANNUAL 


LIABILITIES AND SURPLUS TO 


Capital Stock 


A. M. ANDERSON, Chairman of Executive Committee, 
J. P. Morgan & Co. Incorporated 


CURTIS E. CALDER, Chairman of Executive Committee, 
Electric Bond and Share Company 
PERCY CHUBB 2nd, Chubb & Son 


CLINTON Hl. CRANE, Chairman of Board, 
St. Joseph Lead Company 











Sivty-Lhivd 


DECEMBER 31, 1952 


ASSETS 


United States Government Bonds... . 
AMUIDER BOMOR 8 Se oe RD eee 
Preferred and Guaranteed Stocks. . .. 


Common Stocks . 


Premiums not over 90 days due 
Other Assets . 


TotaL ADMITTED ASSETS . 


Unearned Premiums 

Outstanding Losses and Claims 

Taxes and Expenses 

Funds Held under Reinsurance ‘Treaties . 
Non-Admitted Reinsurance 


‘ToTaL LIABILITIES 


Surplus 17,914,120 
Unrealized Appreciation of Investments . 5.754.036 
SURPLUS TO POLICYHOLDERS ... . $25,668,156 | 
‘Toran . $48,207,450 | 
Investments carried at $1,453,411 are deposited with government authorities as required by law | 


DIRECTORS 
1953 


EMORY S. LAND, President, 
fir Transport Association of America 


NATHAN MOBLEY, Chubb & Son 
JUNIUS L. POWELL, 
REEVE SCHLEY, Chairman of Board, Howe Sound Company 
CARROL M. SHANKS, President, H 


The Prudential Insurance Company of America 


ARCHIE M. STEVENSON, Bigham, Englar, Jones & Houston 


UNITED STATES GUARANTEE COMPANY 


CHUBB & SON, Managers 


° Surety e 


Aviation Insurance through Associated Aviation Underwriters 


STATEMENT 


POLICYHOLDERS 


Chubb & Son 


ounce emeneeete 


$23,515,935 | 
1,060,582 
3,579,245 
11,516,402 
3,078,292 
1,093,897 
1,363,097 





. $48.207.450 


$11,760,110 
6,238,614 
1,668,109 
1,771,895 
1,100,566 
$22,539,294 








$ 2,000,000 





Casualty 








secieiaiaaneall 

















Institute of Technology with the degree 
of Mechanical Engineer in 1907. For 
many years he represented the America 
Fore Group as a member of the Eastern 
Loss Executives Association. He is a 
member of the Insurance Society of New 
York. 


Sammons and Manton Start 


3 Months’ Tour of World 


President of the Hanover Fire, F. 
Elmer Sammons and president of Ameri- 
can International Underwriters Corpora- 
tion, E. A. G. Manton, left New York 
last week for a three month’s tour of 
the world’s insurance centers. 

After San Francisco, their first stop is 
Hawaii. From there they fly to Tokyo, 
then on to the Philippines, Honkong 
Thailand, Singapore and India, in all of 
which countries there AIU offices. After 
a stop-over in Beirut, Lebanon, they 
will fly to Rome and then motor through 
Europe, arriving in England in time to 
see the coronation ceremonies. 

American International Underwriters 
Corporatio n represents 14 American 
stock insurance companies, writing all 
lines of insurance worldwide offered on 
the American market. The 101-year old 
Hanover Fire is one of the companies 
for whom AIU acts as foreign manager. 


Govt. Invites Bids for 
P. & I. on U. S. Owned Ships 


The National Shipping Authority of 
the Maritime Administration invited bids 
from American underwriters to supply 
marine protection and indemnity insur 
ance for Government-owned merchant 
vessels allocated to shipping companies 
serving as general agents in the opera- 
tion of these ships. 

All such vessels are at the present 
time operated in the service of the Mili 
tary Sea Transportation Service of the 
U. S. Navy, carrying military cargoes. 

The invitation calls for bids based 
upon a form of policy prepared by the 
Maritime Administration, which follows 
the general form used for privately 
owned vessels. Protection to be covered 
by this insurance is from midnight, 
March 31, 1953, to midnight, March 33, 
1954. 

Bids were to be filed with the Secre- 
tary of the Maritime Administration, U 
S. Department of Commerce, by noon, 
March 18. The right to reject any and 
all bids is reserved by the Maritime 
Administration. Current insurance is 
placed through the National Automobile 
and Casualty Insurance Co., acting 
through the Maritime Agencies, Inc., in 
San Francisco. 


Ecuadorean Exhibit 

An elaborate display of the products, 
cultures, and handicrafts of Ecuador was 
officially opened, March 12, by Dr. Jose 
V. Trujillo, ambassador of Ecuador to 
the U nited Nations. The exhibit is be- 
ing sponsored by American International 
Underwriters Corp. in cooperation with 
the Ecuadorean-American Association. 

The exhibit features agricultural and 
industrial products of Ecuador. These 
are combined with evidences of the 
Spanish and Indian origin of the South 
American Republic. The vivid colors 
typical of the region are used through- 
out nine large windows of the American 
International Building at the corner of 
Maiden Lane and Pearl Street. 


NEW LOSS BRANCH IN VA. 

The General Adjustment Bureau has 
opened a new branch office at Peters- 
burg, Va., under the direction of J. E 
Howard, Jr., as adjustor-in-charge. The 
office is located at 118 West Tabb Street. 
Mr. Howard, a native of Virginia, joined 
the bureau in 1946, With the exception 
of six months in the Fredericksburg 
branch office he has been assigned to the 
Richmond branch. 
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Agents Stress Work Simplification 
To Build Profits, Conn. CPCU Hears 


persons who contribute to the financial 


more profitable 
agents are 
simplifica- 
concluded 


In order to build a 
business, many insurance 

adopting principles of work 
tion in their routine functions, 


a CPCU panel of four local agents and 
one company representative last week 
in a forum on “A Model Program for 
Efficient Agents.” 


Speaking before the Connecticut Ch: ip- 
ter of the Society of ( eee Property 
and Casualty v nderwriters in a monthly 
dinner meeting in Newington, Conn., the 
discussion le: + Fa considered basic sub- 
jects of personnel, physical and mechani- 
cal work aids, sales, account analysis, 
and retention of business. 

Electric Typewriter 

“Dollar tor dollar, your best buy is 
the electric typewriter,” said John B. 
Abrahms, Max Blumenthal Agency, 
Hartford. “From an appearance and 
legibility standpoint, it has, it has, year 
after year, enough reminder eye appeal 
to chalk up a remarkably low-priced per- 
petual advertising gain. Also, a special 
combination ribbon and eradicator may 
be purchased that will permit retyping 
without the tattle-tale smear or smudge 
that conventional erasure usually leaves. 

John J. Klocke, Phoenix-Connecticut 
Group, Hartford, proposed that in_hir- 
ing, training and supervising employes, 
careful attention be given to modern 
methods. The objective is to trim ex- 
traneous while rewarding those 


costs 





New York Chapter CPCU 
Headquarters Established 


The New York Chapter of the Society 
of Chartered Property and Casualty 


Underwriters, Inc., has established per- 
manent headquarters at 16 Liberty 
Street, New York City. 

Chapter President Eugene A. Toale 
stated, “The New York Chapter has 
grown to the point where it becomes 
necessary to establish a focal point 
around which chapter activities can be 
centered. In view of this we have ac- 
cepted the gracious invitation of Dean 


Goerlich of the School of 
establish headquarters at 
Insurance Society of 


Arthur C. 
Insurance to 
the offices of the 
New York.” 


Commends La. Fieldmen 
For Town Inspections 


representatives of 
companies were 
promoting re- 


Louisiana insurance 
stock fire insurance 
praised for their work in 


cent large scale “town inspections” of 
conditions affecting fire safety and pre- 
vention, at the monthly meeting of 
Louisiana Fieldmen’s Association. 

In his address before the gathering of 


company representatives and their state, 


special and general stock insurance 
agents, Robert M. McFarland, Atlanta, 
public relations director, South-Eastern 
fe csuaiters \ssociation, stated that 


Louisiana stock insurance fieldmen are 
leading that section of the nation in this 
highly desirable educational program of 
informing the public as to better ways 
and means of promoting fire safety and 
fire prevention. : 


success of their employer by their loy- 


alty, cooperation, good morale and 
greater ethciency. 
“Progressive producers have knowl- 


edge of their business thereby growing 
with their clients,” said Herbert R. 
Bland, R. C. Knox & Co., Hartford. 
“Their sales departments are organized 
literally and figuratively—they know 
where they’re going. Today’s salesman 
is equipped with advertising material 
and visual sales aids as well as a think- 
ing head on his shoulders. He can find 
a market for what his client needs. 
Centers of influence are developed for 
new business.” 

Hillard A. Monnin, Lomas & Nettle- 
ton, New Haven, defined account analy- 
“a simple, intelligent review of 
exposures to loss, and how insurance 
does or does not fit these exposures.” 
He suggested that it benefits the agents 
as well as the client by serving as an 
immediately available record of past 
thoughts and actions which have been 
applied in anticipation of a client’s cur- 
rent insurance problem. 

“When you think of a client’s interest 
as your interest, you retain business on 
the basis of merchandising your service,’ 
said Lester F. Beck, F. O. H. Williams 
Agency, Hartford. “This is the most 
efficient method of guaranteeing your 
successful business life.” 


N. Y. Local Agents Assn. to 
Hear Alan Robinson Mar. 31 


Alan O. Robinson, United States man- 
ager of the Yorkshire and president of 
Yorkshire Indemnity and Seaboard Fire 
& Marine, will be the guest speaker at 


sis as 


the luncheon meeting Tuesday, March 
31, of the Association of Local Agents 
of the City of New York, Inc., at the 
Downtown Athletic Club, New York. 
Mr. Robinson will speak on “Current 
Company and Agency Problems in the 
New York Area.” He will be introduced 


by Russell Edgett, president of the as- 


sociation. 


CHICAGO INSURANCE DAY 


Ulseth Chairman of Committee Direct- 
ing Program at Conrad Hilton 
Hotel on April 23 
Thursday, April 23, has been set as 
Chicago Insurance Day by John L. 
Clarkson, Bartholomay & Clarkson, 
president of the Chicago Board of Un- 
derwriters, the organization which spon- 
sors the traditional event. Mr. Clark- 
son has appointed Nels <A. Ulseth, 
3ronson-Dennehy-Ulseth, Inc., as chair- 
man of the committee directing this 

eighth annual Chicago Insurance Day. 

Other executives of Chicago fire and 
casualty insurance agencies appointed to 
the committee are Frank R. MacGibeny, 
MacGibeny-Grupe, Inc.; Roger M. Simp- 
son, Osborn & Lange, Inc.; Frank A. 
Cramsie, Cramsie, Laadt & Co.; L. C. 
Thoelecke, Great Lakes Agency, imc.; 
William A. Little, Lamb, Little & Co.; 
Ivo W. Buddeke, Ivo W. Buddeke & 
Co.; C. Martin Hughes, Chidley & Rey- 
nolds, Inc., and W. F. Kuffel, Kuffel, 
Eggert & Co. 

The Chicago Insurance Day Program 
will be presented this year in the Con- 
rad Hilton Hotel. A series of talks and 
panel discussion by experts is scheduled 
for afternoon and a banquet with a 
speaker of prominence has been sched- 
uled for the evening. As in the past, 
the program is directed toward helping 
the general insurance salesmen of Chi- 
cago to better serve their clients. It is 
expected that this year more than 1,000 
local insurance leaders will participate. 


National Women Meeting 
At Omaha This Week-End 


Insurance women from Colorado, 
Iowa, Kansas, Missouri and Nebraska, 
are making a trip to Omaha, Neb., where 
they are attending a three-day confer- 
ence of Region VII, of the National 
Association of Insurance Women at the 


Fontenelle Hotel, March 20, 21 and 
Prominent among those participating 

will be Dixie Allen Galven of Kansas 

City; Claire Brown, president of the 


Omaha Insurance Women; Dorothy 
Klonus, national treasurer; Ellen Heitzel 
and Maybelle Reineke, voting delegates 
as well as the following committee chair- 
men: 

Attendance awards, 
entertainment, Veda Dornan; hospital- 
ity, Claire Brown: Hotel and registra- 
tion, Martha Schaefer; publicity and 
printing, Johanna F. Homola; decora- 
tions, Virginia Vanderloo; finance, Ann 
Schultz; program, Ruth Quinlan; trans- 
portation, Elizabeth Kane; general con- 
ference chairman, Augusta Haas. 

At this regional conference the prog- 
ress of the year will be reviewed and 
discussed and plans will be made for the 
remainder of the year which will end 
with the national convention being held 
in Cleveland, in June, at the Hotel Cleve- 
land. Mrs. Dixie Allen Galven will con- 
duct the business. 


Anne S. Schwartz; 
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We are retained as consultants or as intermediaries by many 
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Rochester Regional 
Meeting on March 23 


New York State Association of 
Insurance Agents and the Underwriters 
3oard of Rochester are sponsoring a 
regional meeting and dinner on Monday 
afternoon and evening, March 23, at 
the Seneca Hotel in Rochester. Presi- 
dent Robert J. Grab of the local board 
will call the meeting to order at 2 p.m, 
and Raymond A. Muth, regional vice 
president, will be chairman. Speakers 
will include the following: 

William W. Ellis, Hartford, field su- 
pervisor, Aetna Casualty & Surety; Emil 
T. Clauss, Buffalo, president, New York 
State Association; Arthur L. Schwab, 
Staten Island, executive vice president, 
New York State Association; Eugene A. 
Toale, New York City, director of educa- 
tion, NAIA; John A. Lenz, Jamaica, 
chairman, education committee, New 
York Association; Charles J. Schoen, 
Mount Vernon, chairman, casualty com- 
mittee, New York State Association; 
Robert J. Allen, New York City, chief 
traffic engineer, Association of Casualty 
& Surety Cos.; John G. Mayer, execu- 
tive secretary, New York State Associa- 
tion. 


The 





Phoenix Names Higgins 
Special in Central N. Y. 


Martin, vice president of 
the Phoenix Insurance Co., announces 
that Dana F. Higgins, Jr., has been 
appointed special agent for the central 
New York territory. He will assist State 
Agent R. M. Carothers in ee Syracuse 
field office. Mr. Higgins, a graduate of 
Yale University, was previously a special 
agent for the Phoenix in the New Eng- 
land field. He then entered the Armed 
Forces and has only recently returned 
from military duty in Europe. 


Edward J. 





Connecticut Agents Meet 

William H. Wiley of Hartford, execu- 
tive secretary of the Connecticut Asso- 
ciation of Insurance Agents, was the 
principal speaker at a quarterly meeting 
of the Northeastern Association of In- 
surance Agents held last week at the 
Ben Grosvenor Inn in Pomfret. 
Mr. Wiley discussed his bills pending 
in the state legislature which had been 
proposed by the state association. 
Lionel Gauthier of Danielson, president 
of the regional association, presided at 
the session which was attended by 22 
agents. Other speakers were Raymond 
S. Choate and Charles Yost, representa- 
tives of the State Traffic Safety Com- 
mission, who discussed the Citizens for 
Safety program which seeks to promote 
safe driving on Connecticut’s highways. 


Free Made Albany Manager 


John H. Free, New York state agent 
of the Loyalty Group, has been pro- 
moted to manager of the Albany office. 


He succeeds the late Lawrence D. Bates. 
Mr. Free, who has worked out of the 
Albany office more than 10 years as state 
agent, managed the group’s branch office 
at Or: indo, Fla., for five and a half ye ari 
He joined the Loyalty Group in 1929 
and has been a Albany district resident 
since then, except during his Florida as- 
signment, 
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Year’s report of a 


Company Built on Friendshi 


A this time of year The Home Insur- 
ance Company reports on its activi- 
ties of the previous year. The figures, 
the numbers, the dollars and cents have 
been summed up. They show the finan- 
cial position of the Company and they 
have much interest for investors and 
stockholders. That is proper. 

But insurance is a great deal more 
important than just dollars and cents. 
Insurance deals with people. You can’t 
show on a balance sheet what it means 
to a man when fire or other catastro- 
phe wipes out his life’s work. You 
can’t put a price on protection that 
enables you to work and plan for the 
future with assurance that it won’t 
all be undone at a single stroke. In 
human values, the services of insur- 


ance are almost beyond the ordinary 
yardsticks of price and value received. 

More than almost any other type 
of business, insurance is based on the 
true principles of friendship. The first 
attribute of a friend is that he will 
come to your aid when you need it 
most—and that is exactly what in- 
surance is designed to do. Secondly, 
a friend is somebody you know, some- 
body who is interested in you. In 
practically every city, town and village 
across the nation there is a represen- 
tative of The Home. He is The Home. 
Through him, the Company extends 
its protection to you. Through him, 
when loss occurs, that guarantee is 
made good. Through him, The Home 
is your friend. 





BALANCE SHEET 
ADMITTED ASSETS 


United States Government Bonds. . . . 
UNDE ONGES acco 4k 65s, ee Ses 
Preferred and Common Stocks ... . 


Cash in Office, Banks and 

Trust Companies . .... . 
Investment in The Home Indemnity 
SO Se Se Pe rece 
INBOEEPMENO@U e666 eens 2 8 18 
Agents’ Balances or Uncollected Premi- 


ums, less than 90 days due. . ... 


Other Admitted Assets. . . .. 2... 
Total Admitted Assets ... . 


LIABILITIES 


Reserve for Unearned Premiums. .. . 
Unpaid Losses and Loss Expenses . . . 
RAMORIE AVORIOI 56.6 <> 6, “6 0) ere) 
Reserves for Reinsurance. . . . 2 « « 
Dividends Declared . . . . . 2 © « « 
Othertlagumites 6s 6 6 es oe 

Otel LiabHities 4.6 6 «6 6 6 
CAPUIETOUK! sinel rs << stsG. 6 + «re 
S11 UC aloes tees eo ner 


Surplus as Regards Policyholders 
CTD Bik, Sep OER ee 


NOTES: 


Association of Insurance Commissioners. Based on 
market quotations for all bonds and stocks owned, 


Assets would be $393,830,412 and the Surplus as Regards Policyholders 


would be $170,974,530. 


Bonds carried at $5,766,396 Amortized Value and Cash $83,890 
in the above balance sheet are deposited as required by law. All securi- 
ties have been valued in accordance with the requirements of the National 


December 31, 
1952 

$ 93.293,526.82 

69.662,362.94 

154,190,561.00 


Lewis L. Crarxe 


anker 
34.904.305.02 Grorce McANENY 
: ne Director, 
Metropolitan Life 
15,049,406.50 Insurance Company 
6,860,066.57 Harotp V. Smita 
President 
18,508,593.77 —> ee 
4,464,325.63 Executive Committee, 
"Geena dain conan Atlantic Coast Line 
$396,933,148.25 ae en 
Rosert W. Downe 
President, 
City Investing Co. 
$171,326,998.31 Heed 
34,346,108.04 President, 
7.700.000.00 Cleveland Trust Co. 
1,510.607.16 Harotp H. Herm 
pase . : President, 
3,600,000.00 | Chemical Bank & 
4,372,168.98 Trust Co. 


CHartes A. Loventn 
Vice President & 
General Counsel 


$222,855.882.49 
$ 20,000,000.00 


154,077,265.76 Ivan Escort 
ee New York City 
$174,077,265.76 





$396,933,148.25 


December 31, 1952 
the Total Admitted 
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Cuamrion McDowett Davis 


RE + AUTOMOBILE - 
‘Home Office: 59 Maiden Lane, New York 8, N. Y. 


Se ee A eS 


On the eve of celebrating our 100th 
birthday, we look back on 1952 as an 
eventful and resultful year for The 
Home Insurance Company. It is a 
great satisfaction to all in The Home 
family — employee and management, 
producer and stockholder —to know 
that their year’s work can be counted 
in terms of good things for many 
people ... suffering averted, troubles 
overcome, peace of mind for people 
everywhere. 
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Risk Analysis Approach Avenue to 
Useful Future In Agency Business 


There is good reason believe that 
the risk analysis and insurance account 
management approach, sensibly prepared 


and realistically applied, is a means to 
a useful future in the local agency busi- 
ness Joseph W. ‘Barr, Jr., of Oil City, 
stated when addressing the agency oper- 
ation forum at Pittsburgh Insurance Day 
on March 10. Mr. said that 
risk analysis constitutes a complete vin- 
insurance middleman’s 
things. 


Barr also 


dication of the 
place in the economic scheme of 
Developing his theme Mr. Barr present- 
ed the value of risk analysis in part as 
follows: ; 

“What relation does the emergence ol 
the risk-analysis idea have to the field 
of agency-organization development and 
Its impact, it seems to me, 


management ? it 
divided in terms 


is direct, and can be 
of: 

Opportunities for Service and Profit 
implicit in it for 


“1, Opportunities 
and 


professional status, 


greater service, 
pront. ; 
“2 Its effect on agency operational 


problems and costs. 

“Risk analvsis and insurance manage- 
ment is dramatized most vividly in the 
job of the salaried insurance buyer, or 
insurance manager, of the large corpora- 
tion. Most such risks are out of the 
reach of the average ag rency, to be sure, 
but the risk-analysis problem involved 
there is only a magnified version of the 
basic thing we’re talking about, and so 
provides a more precise definition of our 


problem. Not only that, but the rapidly- 
evolving office of corporate insurance 
buyer, mark you, is becoming a more 


factor in the development of 


important 
than we seem to 


insurance methods 
acknowledge. 


“What, have you observed, is the one 


consideration which above all else con 
ditions the outlook and directs the de- 
cisions of a man in that position? Not 
price alone, nor spectacular shortcuts 
to impress the boss, but the ever-pres- 
ent fear that he may have overlooked 
an exposure, fail to anticipate a catas- 
tro contingency and provide defense 


it. 





Three Basic Steps 
analysis and insurance manage- 
as practiced by these men resolves 








into three basic steps, following 
always in this order,” said Mr. Barr: 

“1. To ferret out hazards and evalu- 

ate them for the potential damage they 


can do to the assets. (Risk analysis.) 

“2. To devise plans for controlling or 
i the hazards. (Fire defense, 
loss control, personnel safety.) 

“3. To buy in the most favorable 
market available such insurance 
as is necessary for the protec- 
igainst the most 
collateral 
claims 


quality 
indemnity 
tion of the 
serious of the 


assets 
vazards, or for 
advantages such as a 

handling; or to utilize such other avail- 
able instruments, such as ‘te self- 
insurance, as suit the circumstances 


1 
i 





(The insurance-buying function.) 

“It hardly need be said that agency 
operating costs are a very controversial 
subject. Primarily they are based on the 
fairly standard routines of order-making 
recording, accounting, billing, collecting 
and claims handling. Insofar as these 
routines are concerned, they are reduci 

to fairly consistent averages, show- 
i consistent and recognizable trends 


from agency to agency 
“Beyond that they are a very 
ual matter, varying widely 
gency offices, because they are 
ed entirely in the basic 
' 








individ 
among 
ground 
philosophy of 


the management. There’s the point of 
the thing Ra gency simply conceived 
as a line-l alee purveyer of company 
policies is one thing. An agency organi- 
zation which embraces the whole broad 
concept of insurance account manage- 


ment is quite another thing, with quite 


a different set of procedures and a dif- 
ferent scale of costs. 

“Possibly you have noted with some 
anxiety over a period of years that your 
agency expense ratio runs somewhat 
higher than that of an agency which 


appears to be doing an equivalent vol- 
ume of comparable business, or for that 
matter, higher than the national aver- 
ages for your volume category. It’s 
a discrepancy which even improved effi- 
ciency in your own organization does not 
to eradicate. Is it possibly some- 
thing, then, which arises not out of 
office operation methods as such, but 
out of a philosophy of account handling 
which lays claim to an extra little chunk 
commission dollar? Who 


seem 


out of your 

can say for sure that this is the ex- 
planation; or can calculate just what the 
additional chunk of operating expense 


buys in terms of other values 


Meeting Added nacieieis 

“The risk analysis approach—the phi- 
losophy of handling property insurance 
in terms of loss overtaking property— 
must certainly, therefore, have a direct 
influence on agency methods and agency 
costs in the degree that it is adopted as 
a mode of operation. To the extent that 
it is super-imposed on the basic agency 
routines, and that it must be absorbed 
into the basic organization, it will cer- 
tainly have at least an initial tendency 
to increase the expense ratio. 

“Tt is the problem of agency manage- 
ment to assess the gains to be realized, 
if at all, in terms of other values. Such 
other values might consist of ability to 
gis larger accounts in larger volume 
1 long-run reduction in unit handling 
rated or enhanced professional prestige 
or better competitive advantage as 
against less well-equipped offices; these, 


or any other like business- building con- 
siderations 
“Most agency management planning 


does not take into consideration the re- 
quirements of this professional aspect 
of being an agent. The trend towards 
risk analysis begins to highlight the 
need for such planning. The manager of 
one agency whose record displays an 
astounding success in agency building 
on the risk-analysis method, describes 
the problem as basically one of ‘tooling 
up’ to do the job. ‘Tooling up to do a 
proper job in any business, whether it’s 
automobiles or insurance, some- 
thing. And the cost is measured and 
justified in terms of the end objective 


costs 


to be realized. 
agency 
amply 


feels, 
that the 


which I refer 
demonstrated, 


“The 


and has 





rewards were worth the investment. 

“Now what does all this have to do 
with our handling of the second category 
of assureds—the homeowner, the church, 
the school, and the small businessman : ? 

“The problem here is, of course, pri- 
marily one of handling large numbers of 
relatively simple, somewhat standard in- 
surance situations. But the point is, 
the multiple peril package policies de- 
signed for use in this category, it seems 
to me, are a manifestation of the same 
forces which we have noted as being 
at work in the large-account field. They 
represent an attempt to reduce, for in- 
stance, the homeowner’s over-all insur- 
ance problem to manageable size; and, 
most significant, to view his problem 
also in terms of loss overtaking his 
property, rather than in terms of spe- 
cific hazard. 

“Utilized with judgment and imagina- 
tion, these forms represent a sort of 
risk analysis and insurance management 
undertaking for the so-called ‘bread-and- 
butter’ account; risk management, if you 
will, reduced to the very simple require- 
ments of that type of risk, and, at the 
same time, to the handling-cost limita- 
tions of the average agency. 

“Currently available forms, of course, 
are not entirely what we would like 
them to be, or what we can expect them 
to be in time, we all agree. But in the 
larger sense, can it be seriously argued 
that the trend which they represent 
is not right and in tune with the times?” 





North America 
(Continued from Page 24) 


the product, or to the organization which 
provides the service. 

More than that means an unreasonable 
price to the purchaser. This is not in 
the public interest, since it may place 
a product or service beyond the reach 
of those who need it. 

Free enterprise in this country will 
remain free—and will continue to do its 
job better than government can—only 
as long as it keeps prices and _ profits 
reasonable. And in no other way can 
this nation continue to be the land of 
plenty. 

Keeping profits and costs in the insur- 
ance business reasonable is both a re- 
sponsibility and a function of insurance 
companies and the American Agency 
System, itself an important expression 
of free enterprise. 

Insurance Company of North America 
has operated on this fundamental busi- 
ness principle since its founding in 1792. 

The other advertisements, featuring 
early officers and directors of the North 
America, stress private enterprise as the 
strength of America, coming only through 
risked by enterprising 


venture capital 


people. 
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HORATIO BOND HONORED 


Chief Engineer of National Fire Pro- 
tection Association New President 
of MIT Alumni Association 
The Alumni Association of the Massa- 
chusetts Institute of Technology has 
named Horatio Bond, chief engineer of 
the National Fire Protection Association, 
president of the alumni body for a 
term to begin in July, 1953. The Na- 
tional Fire Protection Association is the 
voluntary technical society in the field 
of fire prevention and fire protection 
with headquarters in Boston. Mr. Bond 
has directed important phases of its 
work with industrial plants, government 
departments and insurance offices since 
becoming its chief engineer in 1939. He 
joined the NFPA staff shortly after 

graduation from MIT in 1923, 

A well-known fire protection engineer, 
Mr. Bond recently wrote A “First Book” 
on fire safety in the atomic age to ex- 
plain some fire problems of the atomic 


bomb. He is a consultant to the US. 
Atomic Energy Commission, serves on 


the Massachusetts Defense Council and 
was recently member of a group as- 
signed to review officially U. S. national 
policy on civil defense. He is a mem- 
ber of the Society of Fire Protection 
Engineers and honorary member of The 


British Institution of Fire Engineers, 
His service to the Massachusetts 


Institute of Technology includes being 
a member of the Alumni Council and 
Alumni Fund Board, secretary of the 
Class of 1923 and previous service as 
a member of the executive committee 
and as vice president of the Alumni 
Association. 





Richard G. Tobin Dies, 


Credit Association Editor 
Richard Griswold Tobin, publicity di- 
rector of the National Association of 
Credit Men and editor of “Credit and 
Financial Management,” died last week 
at Parsons Hospital in Flushing, Long 


Island. He was 71 years old and resided 
in Douglaston. Mr. Tobin knew many 
insurance men in New York City and 


attended annually meetings of the Na- 
tional Board of Fire Underwriters, Na- 
tional Association of Insurance Commis- 
sioners and other organizations. His 
magazine devotes considerable space to 
insurance matters. 

Mr. Tobin was born at Vinton, Ta. 
and attended Tobin College, which his 
father, the Reverend Thomas Tobin, had 
founded. He also studied at the Uni- 
versity of Iowa. In 1905 he joined the 
staff of The Inter-Ocean, Chicago news- 
paper. He became sports editor and offi- 
cial scorer at Commiskey Park. “Later 
he was with The Sporting News, St. 
Louis; The Chicago Tribune, and Lord 
& Thomas Advertising Agency. 

In 1916 he founded and edited The 
Canada Monthly in Toronto. In 1920 he 
hecame managing editor of The Niles 
(Mich.) Daily Star, where he served un- 
til assuming the Credit association post 
in 1933. 

He had served as chairman of the 
Michigan Associated Press and an offi- 
cer of the Inland Daily Press Associa- 
tion and the Michigan League of Home 
Dailies. 

Mr. Tobin leaves his wife, Mrs. Ann 
Lardner Tobin, a sister of the late Ring 
Lardner, author; a son, Richard L. 
Tobin of the staff of The New York 
Herald Tribune; two daughters, Mrs. 
Tohn H. McCain of this city and Mrs. 
Francis Palms, Jr., of Washington, and 
seven grandchildren. 


NEW TEXAS FIRE INSURER 

The Fidelity Southern Fire recently 
chartered and licensed by Texas, has 
opened offices in the Sterling Building, 
Houston. Raymond Holland is president 
of the new company which is wholly 
owned by Houston people. Thomas 
Layton is executive vice president. Other 
officers include James T. Holland, vice 
president; D. S. Slator, secretary-treas- 
urer, and M. H. Miller, assistant secre- 
tary. 
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nni VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 
Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 
mg Firemen's Insurance Company of Newark, N. J. $11,925,000. $125,872,513. $71,027,539. $54,844,974. 
Me Organized 1855 
of 
ne Girard Insurance Company of Philadelphia, Pa. 1,000,000. 12,515,163. 8,032,056. 4,483,107. 
“CK Organized 1853 
ng 
led National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 12,310,134. 7,653,165. 4,656,969. 
ny Organized 1866 
nd 
Ja- Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 32,979,149. 20,735,873. 12,243,276. 
va- Organized 1852 
is- 
lis The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 38,563,554. 30,241,571. 8,321,983. 
to Organized 1874 
la, Commercial Insurance Company of Newark, N. J. 2,000,000. 45,543,960. 35,212,720. 10,331,240. 
his Organized 1909 
ad 
“4 Royal General Insurance Company of Canada 100,000. 452,493. 1,155. 451,338. 
he Organized 1906 
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er 
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Federal 1952 Report 


(Continued from Page 1) 


to mis- 


year, but due 
there 


J., early in the 
cellaneous non-airline business, 
Was a satisfactory profit. 

The company ’s loss ratio for the year 


was 53.4% of earned premiums as against 





Raise Fire Commission 


Rates in New England 

Leading fire insurance carriers in New 
England are tending to increz Ase commis- 
sions by using a 20% and 25% graded 
scale. During the last year numerous 
groups have followed the lead of those 
starting the upgrade, although there 
have been many protests that the higher 
rates are not justified. Many classes of 
risks have been transferred to the “pre- 


ferred” groupings, paying 25% commis- 
sion, with mercantile stocks still remain- 
ing in the lower category. Some have 


predicted that ultimately the companies 


NEWELL-SANFORD WEDDING 


Spring Lake Girl to Marry Robert L. 
Sanford Mar. 21; Son of Smyth, 
Sanford & Gerard President 


Joan Newell of Spring Lake, N. J. 





and 


of that town. 

Mr. Sanford is connected with the 
New York brokerage firm of Smyth, 
Sanford & Gerard, Inc., of which his 
father is president. A graduate of Kent 
School in Connecticut and Bryant Col- 


formerly of Montclair, the daughter of lege, itt on he me's ben oe 
a. qe acs ash re _ years of insurance work after college 
pag Beate ane ve “pee with Chubb & Son. His brother, Foster, 
i of Sag ere: “ie iM. ae” who will be best man at the wedding, 
. Sg: ster Santor ang, rs: ~en~ 4s with the Atlantic Mutual Goémpanes 
ford of Montclair, on Saturday, March Miss Newell is a graduate of Kim 
21, at the Central Presbyterian Church berley School, Montclair, and Bradford 
Junior College, Haverill, Mass. 





will be De iying 25% flat, against the aver- 
age 20% scale in use for many years. 


Following the wedding the couple will 
spend their honeymoon in Bermuda. 
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U.S. BRANCH U. S. BRANCH 
eee ates ho a ae UNITED STATES NORTH RIVER WESTCHESTER WESTERN BRITISH SOUTHERN 
HENDON CHUBB FIRE INS. CO. INS. CO. FIRE INS. CO. ASSURANCE AMERICA FIRE INS. CO. 
be ; Cash in Banks & Trust Companies | $ 9,744,937 | $ 4,188,287 $ 4,773,649 $ 1,196,199 $ 671,084 $1,134,987 
97.9% in 1951. The expense ratio was 
34.0% of written premiums as against United States Government Bonds 39,341,709 21,602,753 21,396,005 6,641,277 | 3,519,382 1,962,846 
34.3% the year before. 
Assets and Surplus Other Bonds and Stocks 43,196,576 26,796,102 27,407,802 1,451,676 | 1,398,720 2,102,765 
\t the end of the year, total admitted 
assets of the Federal Co. were $68,470,395 Mortgage Loans on Real Estate 12,828 15,140 133,864 
more than $7,000,000 higher than the 
Real Estate | 118,749 
| 
Premium Balances Receivable | 4,496,930 | 2,588,528 2,807,345 522,955 286,202 | 334,762 
(Not over three months due) | 
Bills Receivable, Not Due | 649,035 | 241,866 441,301 29,002 2,890 10,714 
Interest Accrued 199,664 109,270 144,220 17,352 10,608 | 10,922 
| 
Other Assets 1,686,553 394,851 1,289,907 168,491 57,854 | 31,929 
. | 
Total Admitted Assets $99,446,981 $55,936,797 $58,394,093 $10,026,952 $5,946,740 $5,588,925 









































Reserve for Unearned Premiums $36,733,942 $18,963,336 $20,637,842 $ 3,674,724 $2,029,807 $2,475,416 
Reserve for Losses and 
Loss Expenses 9,365,891 5,642,311 6,528,759 1,413,074 715,449 566,434 
Reserve for Taxes and Expenses 3,683,803 1,942,900 2,120,000 402,000 209,687 211,670 
Reserve for All Other Liabilities 1,470,419 593,911 982,131 159,510 74,245 56,024 
*xContingency Reserve 859,020 620,724 648,017 162,700 79,976 40,032 
Capital 3,000,000 2,000,000 2,000,000 +500,000 +500,000 750,000 
PERCY CHUBB, fl Net Surplus 44,333,906 26,173,615 25,477,344 3,714,944 2,337,576 1,489,349 
aT : : Surplus to Policyholders 
ee ee) ee te ee Y 48,192,926 28,794,339 28,125,361 4,377,644 2,917,552 2,279,381 
mitted assets were $72,926,362. 
Surplus to policyholders increased dur- $99,446,981 $55,936,797 $58,394,093 $10,026,952 $5,946,740 $5,588,925 
ing the year $2,376,000 bringing it up to 
$34,284,208. The report informs stock- : 
holders that the investment in Cathay 
Insurance Co. is to be liquidated this 


month. 


Bonds and Stocks are valued in accordance with the basis adopted by 
the National Association of Insurance Commissioners. 


%%*Contingency Reserve represents difference between values carried in 
Assets and values based on December 31, 1952 market quotations. 


% Securities in statements include amounts deposited with various states, +Statutory Deposit. 
as required by law, in the following amounts: United States Fire, 
$4,382,580; North River, $3,294,718; Westchester Fire, $3,065,773; Western 


Assurance, $1,165,263; British America, $1,141,591; Southern Fire, $543,352. 


Scottish Union & National 


And American Union Report 

The Scottish Union & National United 
States branch — 1952 with assets of 
$12,054,083, reser for unearned pre- 








miums of $6,728,459 and_ policyholders’ 
surplus of $3,736,027. John Newlands is 
general orney and G. S. Tompkins, 
=e CRUM AND FORST ER, M 
The American i of New York, oR 4! ager 
affiliated with the Scottish Union, reports l a B AM ee ee; ee: Oe © N E W YORK T. -Y. 
ssets of $9,2 ( serve for -arne u 
anRs I 14,439, reserve for unearned WESTERN DEPAR NT SOUTHERN DE MENT VIRGINIA-CAROLINAS DEPARTMENT PACIFIC DEPARTMENT ALLEGHENY DEPARTMENT 
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FREEPORT. I 








in 





March 20, 1953 














at 


THE EASTERN 
UNDERWRITER 





Sa ee. 
Lh © a 
=a 7b 












Page 35 








Chairman New Interbureau 
Insurance Advisory Group 





Fabian Bachrach 


J: VICTOR HERD 


At the organizational meeting held 
Thursday, March 12, the following rep- 
resentatives were elected to comprise 
the executive committee of the new In- 
terbureau Insurance Advisory Group: 

J. V. Herd, America Fore Group, 
chairman; A. L. Ross, Crum & Forster 
Group, vice chairman; G. C. Hallowell, 
Aetna Life Group; H. W. Miller, Com- 
mercial Union Group; J. C. Hullett, 
Hartford Group; W. B. Rearden, Loyal- 
ty Group; H. C. Johnson, Royal Liver- 
pool Group; C. P. Jervey, Travelers 
Group, and J. F. Matthai, United States 
Fidelity & Guaranty. 

Harry F. Perlet was appointed general 
manager of the group and its office is 
located at 45 Nassau Street, New York 
City. 

The Interbureau Insurance Advisory 
Group now becomes the only advisory 
group active in the combined perils field 
since the National Insurance Service and 
Advisory Organization has divested it- 
self of all multiple peril activities. 


(old Medal Entries 


(Continued from Page 26) 


N. J.; Mt. Adams Sun, Bingon, Wash.; 
Carpinteria Herald, Carpinteria, Calif.; 
Sas News-Citizen, Dalton, Ga.; Eus- 
tis Lake Region News, Eustis, Fla.; 
Arizona Record, Globe, Ariz.; The Ho- 
ven Review, Hoven, S. D.; Emmons 
County Record, Linton, N. D.; Swannee 
Democrat, Live Oak, Fla.; Meredith 
News, Meredith, N. Hi. 

Also, Montclair Times, Montclair, N. 
J.; Montezuma Republican, Montezuma, 
Iowa; Mott Pioneer Press, Mott, N. D.; 
Town & Village, New York City; Oxford 
Press, Oxford, Ohio; Oyster Bay Guard- 
ian, Oyster Bay, N. Y.; Palos Regional, 
Palos Heights, TiL; ‘thes Journal, Park- 
land, Wash.; Herald, Philadelphia; Ol- 
ney Times, Philadelphia; Trona Argon- 
aut, Trona, Calif., and Williams County 
Farmers Press, Williston, N. D. 

Radio Stations: WKBW, Buffalo, N. 
Y.; WJPD, Ishpeming and Negaunee, 
Mich. : KZO, Kalamazoo, Mich.; WKMI, 
Kalam: azoo, Mich.; WCCO, Minneapolis; 
KMLB, Monroe, La.; WGH, Norfolk, 
Va.; KFAB, Omaha, Neb.; WDBO, Or- 
lando, Fla.; KWKW, Pasadena, Calit.: 
WJAR, Providence, R. I.; WRNY, 
Rochester, N. Y.; KXA, Seattle, Wash.; 
KIRO, Seattle, Wash.; KRSC, Seattle, 
Wash.; KANS, Wichita, Kans.; WILK, 
Wilkes- Barre, Pa.; WSIS, Winston- 
Salem, N. C.; W TOR, Winston-Salem, 
N. Cs and WNAX, Yanktown, SAD; 

Television Stations: WAAM, Balti- 
more, Md.; WBZ, Boston, Mass.; 
KRLD, Dallas, Tex.; WFMY, Greens- 
boro, N. C 


London Market Boosts 
Hull “Time” Rates 10% 


A 10% surcharge on hull insurance 
rates, effective at once, has been an- 
nounced by Lloyd’s underwriters and in- 
surance companies. The increase is ac- 
companied by an adjustment favorable 
to owners in the formula used by un- 
derwriters to calculate the penalty rise 
in rates for bad experience. This move 
hits shipowners all over the world at 
a time when rates are falling and car- 
goes harder to find, but it has long been 
inevitable. 

The flat 10% applies to “time” ves- 
sels. The increase has been necessitated 
by the continued rise in cost of repair 
bills all over the world and by the 
high price of steel. 

Exceptions to the increase are vessels 
under £10,000 in value not forming part 
of a fleet, Canadian river and Canadian 
inland water craft, yachts and trawlers. 
At all times the renewal of a shipown- 
er’s insurance has been subject to a slid- 
ing scale of percentage increases. This 
is calculated according to a shpowner’s 
credit balance of premiums over claims 
and outstanding claims in the last three 
completed years. The additional 10% on 
hull insurance will be added to the rate 
after the sliding scale of increases has 
been applied where the latter is opera- 
tive. 


Berger Appointed 
(Continued from Page 26) 


the bar for over 40 years and for a 
greater part of that time has specialized 
in corporate law and the law of insur- 
ance. He is the author of a number of 
works on insurance and insurance cases 
and numerous articles on various phases 
of insurance. He is also co-author of a 
comprehensive work on the subject of 
Communism and radical activities en- 
titled “Revolutionary Radicalism.” This 
report, which consists of 5,000 pages, was 
published by the State of New York in 
connection with the activities of the 
state legislative committee investigating 
the subject of seditious activities. 

Colonel Berger has held various pub- 
lic offices including Deputy Attorney 
Genera] and Special Deputy Attorney 
General; counsel to various legislative 
committees including Committee Investi- 
gating Affairs of the City of New York, 
Lockwood Housing Committee, Commit- 
tee Investigating Seditious Activities, 
Committee on Reapportionment, Judici- 
ary Committee, etc. 

During World War II, Colonel Ber- 
ger was on active duty for about 3% 
years with the U. S. Air Force, in the 
Furopean Theatre of Operations and in 
this country as chief of Intelligence, 
chief of counter-intelligence and chief, 
special investigations, the air inspector. 

Among decorations awarded to Col- 
onel Berger is that of Legion of Merit. 
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National Vice President 
Addresses Bay State Club 





F. F. WHITE 


Vice President F. F. White of the 
National of Hartford Group addressed 
the annual dinner and meeting of the 
Bay State Field Club at Boston. 

A former fieldman and now in charg 
of the National’s claims deiueteniece 
Mr. White is president of the Loss Ex- 
ecutives Association this year and out- 
lined the purposes and functions of the 
association with especial reference to 
cooperation between fieldmen and claim 
adjusters. 


R. J. Newhouse Dies at 52 


Robert J. Newhouse, 52, vice president 
of Newhouse & Hawley, Inc., insurance 
underwriters of New York and Chic: 
died Monday night at Mercy Hos 
Miami. He lived in Naples, ila. 

He began his business career in 1926 
with W. B. Brandt & Co., marine under- 
writers. In 1929 he formed the under- 
writing firm of Newhouse & Sayre, Inc., 
and in 1948, Mr. Newhouse organized 
Newhouse & Hawley to represent Amer 
ican underwriters with Lloyd’s of Lon- 
don. ; 

Mr. Newhouse attended Princeton 
University and served in the Air Corps 
in World War I. Surviving are his wife, 
Mrs. April Zipes Newhouse, and @ son, 
Robert J. Newhouse Ir 





Billingham in Charge of 
Md., Del., D. C. for Phoenix 


Albert C. Knox, vice president, an- 
nounces that State Agent R. J. Billing- 
ham will now supervise the territories 
of Maryland, Delaware, and District of 
Columbia, for the entire operations of 
the Phoenix Insurance Co. and affiliates. 
Previously he was in charge of this field 
for two affiliates. Mr. Billingham suc- 
ceeds E. Chipman Farrington, Jr., who 
was recently appointed an assistant sec- 
retary of the Phoenix. 


Feb. Fire Losses aki 4% 


Estimated fire losses in the United 


States during February amounted_ to 
$72,706,000, it is reported by the Na 
tional Board of Fire Underwriters 

According to Lewis A Vincent, 
NBFU's general manager, this $72,700,- 
000 loss represents an increase of 4% 
over losses of $69,925,000 reported tor 
February, 1952, and a decrease of 3.2% 
from losses of $76,659,000 for Januarv 
1953. 

Losses for the first two months of 
1953 now total $149,365,000, an increase 
of 3.6% over the first two months of 
1952, when they amounted to $144,080 - 
000. 
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Soybean Products’ Explosion and 


Spontaneous Ignition Risks Studied 


Laboratories, Inc. has 
Bulletin of Research, 
No. 47, entitled “The Spontaneous Igni- 
tion and Dust Explosion Hazards of 
Certain Soybean Products.” 

The investigation was undertaken to 
obtain information on the spontaneous 
ignition and dust explosion hazards of 
certain soybean products, including soy- 
soybean oil meals, and soy 


Underwriters’ 
released a new 


bean oils, 
flours. Although the dusts and screen- 
ings encountered in the storage and 


handling of soybeans are not commer- 
cial products, they were also included 
in this investigation because of interest 
in their fire and explosion hazards. 
Results of Study Presented = 

The results of this investigation indi- 
cated that: 

(1) Soybean oils—including crude hy- 
draulic, crude expeller, crude solvent- 
extracted, nonbreak, alkali-refined, 
bleached and deordorized, hydrogenated, 
and blown types—heated spontaneously 
and ignited. 

(2) The spontaneous ignition hazards 
of soybean oil meals and soy flours ap- 
pear to depend primarily upon the 
amount of soybean oil present in those 
products. Full-fat and medium-fat soy 
flours heated spontaneously and ignited. 
Industrial hydraulic soybean oil meal 
heated spontaneously to a moderate ex- 
tent, but did not ignite. Untoasted 
solvent-extracted soybean oil meal and 
low-fat soy flour did not heat spon- 
taneously under the conditions of the 
spontaneous ignition tests. 

(3) Screenings from soybeans 


Home Dividend Now $2 
A Year, Payable Quarterly 


may 





present a spontaneous ignition hazard 
under some circumstances, depending 
on the amount of soybean oil and other 
oxidizable combustible material present 
in the screenings. 

(4) Like other common _ combustible 
agricultural products in a finely divided 
solid state, soybean oil meals, soy flours, 
and soybean dusts and screenings are 
capable of propagating flame (explosion) 
when disseminated in air in_ sufficient 
quantities in the presence of an ade- 
quate source of ignition. 

Copies of this Bulletin of Research 
may be obtained by addressing Under- 
writers’ Laboratories, Inc., 207 E. Ohio 
Street, Chicago, II. 


NAIA Meeting 


(Continued from Page 27) 


of what the future FCIC should be like. 
Secretary of Agriculture Benson, besides 
being reticent on the Administration’s 
views on crop insurance, has directed the 


general accounting office to make a com- 
plete investigation of all FCIC opera- 
tions, Mr. Herndon said. 

Frankenbach on Policies 

Charles H. Frankenbach, Westfield, N. 
J., state national director, New Jersey 
Association, appeared before the execu- 
tive committee to discuss the need for 
broadening of policy forms in connection 
with automobile insurance, particularly 
with relations to New Jersey. Repre- 
senting the New Jersey Association, Mr. 
Frankenbach explained that the agents 
of New Jersey are faced with a difficult 
competitive situation due to the fact that 
direct writers are able to offer broader 
and more comprehensive automobile cov- 
erage, including a finer breakdown of 
risk classification. 

The executive committee recognized 
the problem facing the New Jersey 
agents and referred their requests to 
the NAIA casualty committee which will 
study the matter and discuss it with 
company representatives at their Spring 
meetings. 

An extensive survey of insurance cov- 
erages of the National Association, which 
was undertaken at the request of Presi- 
dent Sheldon and Vice President Sey- 
mour, was presented. Out of the study 
grew a discussion of the liability of na- 
tional, state and local associations. The 
subject was referred to the local board 
and membership committee with instruc- 


tions to disseminate information on this 

subject to state and local associations 

warning them of the liability possibilities, 
Territorial Conferences 

Mr. Neville reported to the executive 
committee on the recent meeting of the 
NAIA president and vice president with 
the chairman of the five territorial con- 
ferences, at which he was present. The 
officers of the NAIA, he said, called the 
meeting for the purpose of exchanging 
ideas and information beneficial to all, 
noting that no meeting of a like charac- 
ter had ever previously been held. 

Each of the chairmen, Mr. Neville 
said, explained the setup ‘and organiza- 
tional procedure of his conference and 
all voiced agreement that this meeting 
with the NAIA officers was important 
in that it gave chairmen of the con- 
ferences an opportunity to exchange 
views and to learn the original thinking 
which resulted in the formation of these 
groups, 

As a result of this meeting, Mr. Neville 
said, it was recommended that similar 
meetings should be held between NAIA 
officers and new conference chairmen on 
an annual basis. He said that it was 
also recommended that the NAIA presi- 
dent and vice president should be invited 
to all of the conferences and that they 
should visit each of these meetings at 
least once during their term of office 
in either capacity. 








SECURITY « STRENGTH « SERVICE 


UNITED STATES RESOURCES AS OF DECEMBER 31, 1952 


ASSETS 


LIABILITIES 


SURPLUS TO 
POLICYHOLDERS 














Harold V. Smith, president of the aa Canes 
Home Insurance Company, announces iia eeedienes 
a Cute. coc A —. te 
te Hage a $2 iously, the "Home lished a Assets Assets _ Liabilities 3 __ Capital — Basis Basis 
dividends have been at the annual rate 
of $1.80, payable semi-annually. 1896 American & Foreign Insurance Co. $ 440,487 $19,574,500 $20,014,987 $12,369,720 $1,500,000 $ 7,645,267 $ 7,158,955 
The first dividend on the new basis, 
50 cents a gy martes eg also de- 1863. *The British & Foreign 
clared by tl irectors. s dividenc 
om aul cn Sar 1 stockholders Marine Insurance Co. Ltd. 1,047,299 11,164,231 12,211,530 7,237,211 $00,000" == 4,974,319 4,663,407 
of record April 1. The last semi-annuz 
dividend of 90 cents a share was paid 1911 Globe Indemnity Compony 1,101,102 81,044,280 82,145,382 56,154,034 2,500,000 25,991,348 23,702,890 
on February 1, 1953, out of 1952 earn- 1836 *The Liverpool & London & 
ings. i 
is SE Og Encine With Globe Ins. Co. Ltd. 1,403,728 42,476,901 43,880,629 28,286,775 500,000* 15,593,854 14,386,399 
. it 
One re Pein ena 1811 Newark Insurance Company 717,762 = 25,211,543 25,929,305 16,460,374 2,000,000 9,468,931 8,890,821 
uICc : 
The manufacture of ri seeping 1891 Queen Insurance Company of America 834,157 64,881,983 65,716,140 41,633,478 5,000,000 24,082,662 22,327,418 
-fighting yheeled xi ex- 
wh 0 en thai A and C fires has 1910 Royal Indemnity Company 1,159,566 88,666,571 89,826,137 62,433,128 2,500,000 27,393,009 25,097,517 
by tl y -La- S 
ere g -romariag Corporation of Elmira 1845 *Royal Insurance Company, Ltd. 1,354,507 49,481,589 50,836,096 ©» 33,133,188 + 00,000" 17,702,908 16,560,370 
, t x 
ieee a ho eee Chem. 1896 Star Insurance Company of America 440,827 22,173,570 22,614,397 14,592,067 1,000,000 8,022,330 7,487,837 
ical yom p> eci with gsc ce win of 00s). *Renmsend tent dite 
150 pounds ischarging free-flowing, 
ember Aico ivy Ssaaen, Insurance Co. Ltd. 1,044,230 6,379,335 7,423,565 4,301,531 500,000* 3,122,034 2,954,906 
this new Model 150 is a companion-unit 
to the Model 350, reage o er oa 1832 Virginia Fire & Marine 
xi itl apacity discharge of 35 
tone sages Toe Ty cs Ate te wee Insurance Company 492,614 6,974,592 7,467,206 4,643,576 1,000,000 2,823,630 2,693,802 


The new Model 150 is only 480 pounds 
in weight, fully charged, and can be 
easily wheeled, maneuvered, and op- 
erated by one man. It carries the inspec- 
tion and approval label of Underwriters’ 
Laboratories, with B and C classifica- 
tion. 

The smothering action of its deadly 
discharge on fire is reported to be good. 
Hot blazes are said to be quickly ex- 
tinguished. The density of the disper- 
sion of its sustained pressurized dis- 
charge has an effect of cooling and 
insulating the operator from the intense 
heat of the fire. Aided by a discharge 
range of from 20 to 25 feet, this cooling 
efiect on the operator enables him to 
move up quickly on the fire and blast 
it out with the full force of the smother- 
ing chemical. The expellent is dry 
nitrogen. 


* United States Branch. The amount shown under “Capital” is the 
statutory deposit required to transact business in the U.S.A. 
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Universal Cos. Made 
1952 Profit on Marine 


BYRNE REPORTS ON RESULTS 





Tells Stockholders That Automobile 
Business Continues To Be a Problem; 
Premium Volume Ahead for Both Cos. 





John T. Byrne, president of the Uni- 
yersal Insurance Co. of New York, has 
reported to stockholders on 1952 results, 
highlighting his report with the state- 
ment that of the three major lines writ- 
ten—marine, inland marine and automo- 
bile—only the automobile business was 
unprofitable last year. 

“The marine department,” said Mr. 
3yrne, “in spite of exceptionally stormy 
weather with resulting severe damage to 
and in many instances the total loss of 
vessel cand cargo, was able to show a 
profit.” He indicated that a material fac- 
tor in making this profit possible was 
the reduction in reserves set up for 
losses of previous years. 

As in 1951, the inland marine business 
of the Universal produced a profit last 
year. 

However, automobile business con- 
tinued to be a problem. Universal’s man- 
agement in 1952 endeavored to counter- 
act the unfavorable trend in every pos- 
sible way; more restrictive conditions 
in the policies were imposed wherever 
possible, and certain situations where 
unfortunate results developed were 
eliminated. Close attention to underwrit- 
ing and expenses should produce profit- 
able results in 1953, Mr. Byrne said. 

The company’s over-all statutory un- 
derwriting loss was $57,994 which was 
minimized by 1952 investment income 
earned and realized capital gains totaling 
$126,374. 

“Based on loss and loss adjustment 
expenses to premiums earned of 62.96% 
and underwriting expenses incurred to 
premiums written of 39.16%, the operat- 
ing loss in 1952 was 2.12%,” Mr. Byrne 
reported. 


Gain in Net Premiums 


Stockholders were further advised that 
Universal's net premiums increased by 
$99,684 to a total of $2,667,687. This occa- 
sioned a slight increase in the unearned 
premium reserves which, in turn, con- 
tributed in a minor way to the 1952 
Statutory underwriting loss. 

A small increase in policyholders’ sur- 
plus from $3,053,292 to $3,058,571 was 
noted, being the result of increase in the 
value of securities owned by the Uni- 
versal. 

Assets at the year-end totaled $6,736,- 
460, slightly below the 1951 figure. This 
reduction, it was explained, was partly 
due to the purchase of additional securi- 
ties in the amount of $324,567. On the 
basis of market values for securities 
owned last December 31, total admitted 
assets and policyholders’ surplus would 
have been increased by $18,600. Dividends 
of $68,750 were paid to stockholders 
during the year, and Federal income 
taxes paid were $51,421. 

Universal Indemnity, subsidiary com- 
pany, made increases in premium volume 
assets and investment income, but sus- 
tained a statutory underwriting loss last 
year of $91,213. “This was partly due,” 
said Mr. Byrne, “to an increase in the 
unearned premium reserve of $82,614. 
The unprofitable trend in the automobile 
liability line, encountered by the com- 
oA during 1951, continued through 

Investment income of the company 
Was increased to $34,954, and dividends 
paid to the parent company amounted 
to $14,250. 

The 1952. net 


premiums written 


Automobile Claims Assn. 
Annual Dinner on April 24 





Blackstone Studios 
JAMES W. SHERWOOD 


The Automobile Claims Association of 
New York will hold its annual dinner 
on Friday, April 24, at a club or hotel in 
New York which is still to be selected. 
This was decided at the monthly lunch- 
eon meeting held last Thursday at 
Miller’s Restaurant on Fulton Street. 
President James W. Sherwood, London 
Assurance Group, presided. Vice Presi- 
dent Cornelius J. Ryan, Great American, 
heads the dinner committee. 

Four new members of the association 
were elected at this meeting. They are 
Robert Bachlet, National Union; Wil- 
liam L. Olsen, Jr., American Plan Corp.; 
Milton Trimboli, Loyalty Group, and 
Paul J. Green, Calvert Fire. 

A nominating committee was named 
to prepare a slate of officers to be voted 
upon at the April meeting. This com- 
mittee consists of Past Presidents Ken- 
neth Buckton, Globe & Rutgers; Leslie 
Lloyd, Pacific Fire, and Matthew Lem- 
berg, Fireman’s Fund. 





amounted to $651,752, a gain of $206,771. 
Assets increased from $1,746,797 to $1,- 
896,971. Policyholders’ surplus at the 
year-end was $950,740. 
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Inland Marine Claims Association 


Hears Expert on Guiding Principles 


At the monthly meeting of the Inland 
Marine Claims Association in New York, 
the speaker was Charles J. Bauer, as- 
sistant inland marine claims manager of 


Appleton & Cox, Inc. He has been as- 
sociated with the insurance industry 
since 1918 when he joined William H. 
McGee & Co., Inc., where he remained 
until December, 1945. Mr. Bauer, a mem- 
ber of the special joint committee of the 
Inland Marine Underwriters Association 
and the National Board of Fire Under- 
writers from 1941 to 1945, was one of the 
framers of the agreement of “Guiding 
Principles.” 

In his remarks on _ historical back- 
ground of the agreement he mentioned 
that with expansion of different branches 
of industry, disputes on overlapping in- 
surance became a serious problem. The 
general public suffered, occasioning in- 
tervention by Insurance Departments. 

The agreement makes provision for 


settlement of disputes between signa- 
tories which may arise as a result of 
overlapping coverage on policies issued 
by the three major classes of business, 
inland marine, fire and casualty. Mr. 
Bauer pointed out, “the framers never 
assumed that the agreement would cover 
every situation and, therefore, provided 
in Article 8 of the general conditions 
that differences of opinion respecting 
the application or effect of the agree- 
ment shall be submitted for arbitration 
to the joint arbitration committee.” 

He stated that in employing the agree- 
ment of “Guiding Principles,” two fun- 
damental axioms must be observed: 

“Liability: the agreement does not 
make liability under a policy where none 
exists as the underwriter wrote it. 
Signatories: the ‘other insurance’ clause 
is valid and fully operative in cases 
where one or both of the companies 
involved are not signatories to the 
agreement.” 





HANDLING CONFERENCE 


Over 40 Speakers to Head Workshop 
Seminars of Materials Conference 
At Philadelphia on May 18-22 
A group of 42 speakers, representing 
many outstanding industries in the coun- 
try, will head workshop seminars at the 
Materials Handling Conference which 
will be held concurrently with the fifth 
National Materials Handling Exposition 
at Convention Hall, Philadelphia, May 

18 to 22 

The exposition, which will be the larg- 
est capital goods industrial show to be 
held anywhere in the country during 1953 
and the largest ever held in Philadelphia, 
will have 3,000 experts on hand to answer 
visitors’ questions, according to Clapp & 
Poliak, Inc., New York, founders of the 
show. 

The American Material Handling So- 
ciety, an organization composed of users 
of handling equipment, is conducting the 
conference. The sessions, which will cov- 
er five basic aspects of materials hand- 
ling, will permit each visitor to spend 
nine hours in a workshop discussion of 
a single aspect of his work, or three 
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DRIVER'S CONTROL 


hours on each of three subjects. 

The five topics, each of which will be 
the subject of a seminar on each of the 
three days, include “Handling in Pro- 
cess,” “Warehousing and _ Shipping,” 
“Packaging for Improved Handling,” 
“Bulk Handling” and “Requirements for 
Organization, Study and Analysis.” 

Those desiring advance registration 
cards, information about the conference 
and hotel reservations may obtain them 
from Clapp & Poliak, Inc., 341 Madison 
Ave., New York. 


CONSTRUCTION WAR RISKS 





Government Underwritten Hull War 
Risk Covers on Ships Under Con- 
struction Are Now Available 
Government- underwritten hull war 
risk insurance covering ships under con- 
struction was made available by the 
Maritime Administration recently. This 
is the first time that the Government 
has provided actual insurance under 
either the marine or aviation war risk 
insurance acts, although hull, cargo and 
personnel war risk binders may be pur- 

chased for vessels in operation. 

In making war risk insurance avail- 
able to ships under construction in U. S. 
shipyards, the Secretary of Commerce 
found for the first time, in accordance 
with the requirements set up by Con- 
gress when it passed the standby war 
risk insurance law, that such insurance 
cannot be obtained “under reasonable 
terms and conditions” from private in- 
surance companies authorized to do busi- 
ness in this country. 

The order pointed out that the insur- 
ance on vessels under construction will 
be provided only to the extent that such 
insurance cannot be obtained in the 
domestic commercial insurance market. 
It also will be limited to vessels being 
constructed in shipyards in the conti- 
nental United States. 


NAIC MARINE DEFINITION 

The committee on definition and in- 
terpretation of underwriting powers of 
the National Association of Insurance 
Commissioners is meeting today and to- 
morrow at the Blackstone Hotel, Chi- 
cago, to consider the proposed amended 
marine definition. 








Page 38 





March 20, 1953 

















Underwriting Profit Up 
For U. S. Guarantee 


CHUBB AND MOBLEY REPORT 
New Premiums Increase in Casualty and 
Aviation Divisions; Miscellaneous 
Casualty Continues Unsatisfactory 

According to the 63rd annual report of 
the United States Guarantee Co., the 
company in 1952 earned through under- 
writing $785,148 after Federal income tax. 
This compared with $590,860 in 1951. 


While this was an improvement over 





NATHAN MOBLEY 


the preceding year, the results did not 
equal those realized in the peak years 
1950 and 1949 according to Hendon 
Chubb, chairman of the board, and 
Nathan Mobley, president. 

Net premiums 


written increased over 


$1,597,000. The increase was entirely ac- 
counted for by the casualty and aviation 
departments; the bonding and fire and 


marine departments having showed de 
creases. 
Unearned Premiums Increase 

Unearned premiums increased during 
the year $1,142,891, whereas the increase 
in 1951 had been $747,074. 

In commenting on these underwriting 
results, the report pointed out that 
surety business remained profitable and 


that there was a slight improvement in 
the fidelity experience despite a gener- 
illy worsening trend of losses 


automobile business still pre- 
sents problems, the company’s results 
improved somewhat and a profit was 
realized from this type of business. 

The fire, marine, and aviation depart 
ments produced satisfactory profits but 
the miscellaneous casualty insurance field 
continued unsatisfactory. 

For the year 1952, the company had a 
loss ratio of 48.1% to earned premiums, 
a reduction from 53.1% in 1951. 

Expense Ratio Increases Slightly 

The expense ratio increased slightly to 
38% from 37.6% the year before. 

The combined earnings from under- 
writing and investments total $1,706,541 
after Federal income tax. The compara 
ble figure for 1951 was $1,412,300. In 
cluded in the 1952 earnings was net in 
terest of $40,318 on a refund of taxes for 
the years 1943 to 1946 


Although 


Total admitted assets and surplus to 
policvholders reached new highs in the 
63-year history of the company. 

Total admitted assets increased $4,- 


Dewey’s Compulsory Bill 
Appears Virtually Dead 


LEGISLATURE NEAR ITS CLOSE 


New York Governor Is Said to Agree 
Not to Push Bill in Exchange for 
Passage of ae Reform Study 
\s this issue goes to press, it appears 

virtually certain that Governor Thomas 


I. Dewey’s proposal for compulsory 
automobile liability insurance in New 
York State is a lost cause. According 


a “horse 
Governor 
com- 


newspapers, it was 
trading” proposition, with the 
agreeing to drop his demand for 
pulsory insurance in return for favorable 
action on his plan for a $100,000 study 


to daily 


of judicial reforms in the state by a five 
member commission. The court reform 
bill, after bitter controversy, was _ re- 


ported out favorably by the Senate fi- 
nance committee, giving further credence 
to the reports that the compulsory auto- 
mobile insurance will not be pushed 
further this year. 

Another item in the Governor’s high- 
way safety legislative program, periodic 
inspection of motor vehicles, is expected 
to be enacted but with a provision that 
the inspections would be made at state- 
approved garages and not at state-oper- 
ated stations as the had sug- 
gested. 


Governor 


Rush for Adjournment 


Another reason for the apparent death 
of the monopolistic bill is the rush te 
secure early enactment of Governor 
Dewey’s proposed measures relating to 
New York City fiscal affairs and the 
early adjournment of the Legislature. 

Simultaneously with publication in the 


daily press of accredited death of the 
compulsory automobile bill, a press re- 
lease, dated March 19, was sent out by 
former Assemblyman John Lamula, a 


member of the New York City brokerage 
firm of Lamula and Freundich, in which 
he claims that New York insurance 
brokers strongly favor Governor Dewey’s 
proposal for compulsory automobile in- 


surance. He said that figures sent to 
the Governor, based on a survey of 1,000 
brokers, indicates that 824% are in 


favor of a compulsory law. 





415,000 or over 10% to a total of 
$48,207,450 and surplus to policyholders 
increased $2,049,542 and amounted to 
$25,668,156 at the year end. It is interest- 
ing to note that this surplus to policy 
holders was more than $3,000,000 larger 
than the company’s total liabilities. 


Eisenhower-Taft Statements 
Seen as Welfare State Curb 


President Eisenhower’s statement made 
before the House of Delegates of the 
American Medical Association last week, 
expressing his dislike for the word 
“compulsion” and his opposition to the 
word “socialized,” gives grounds for hope 
that in his proposal for a new Depart- 
ment of Health, Education and Welfare 
to. replace the former Federal Security 
Administration, which is expected to be 
enacted at an early date, there may be 


less movement toward the “welfare 
state” than has been the case for some 
time. 


Another sign regarded as_ significant 
came from Senate Majority Leader Rob- 
ert A. Taft (R., Ohio), who thanked the 
AMA for being “in the battle line” 
against the extension of socialization and 
federalization and especially for its op- 
position to the former administration’s 
move for enactment of compulsory 
health insurance. 


Expected to Support Herter 
On Merit Rating Plan 


indication that the 
Massachusetts legislative committee on 
insurance will support Gov. Christian A. 
Herter’s proposal for a merit rating sys- 
tem for compulsory automobile liability 
insurance. This committee has been 
working on the Herter plan for several 
weeks following a public hearing. While 
a report on the plan is not likely for a 
week or so, it is that while the 
committee is favorable, it may make 
several changes. 


There is every 


said 


Swiss Capital Backs New 


Canadian Reinsurance Co. 
With some hesitation the Canadian 
Commons banking committee cleared the 
way for an insurance firm backed by 
Swiss capital to join the 2,000 to 3,000 
other companies which use the word 
Canadian in their name. 

The committee finally gave unanimous 
approval to a bill to incorporate the 
Canadian Reinsurance Company after a 
State Department official gave the opin- 
ion that this would not imply govern- 
ment sponsorship or violate normal prac- 
tice. 


Moran Elected a Director 

Election of Edmond J. Moran as a 
director of the United States Guarantee 
Co. was announced March 17 following 
its annual meeting. Mr. Moran, presi- 
dent and director of the Moran Towing 
& Transportation Company, Inc., is also 
a director of the Seaboard Shipping 
Corp., the Maritime Association of the 
Port of New York, Federal Insurance 
Co. and Vigilant Insurance Co. 
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Catlin Explores Auto 
Insurance Situation 


IN PITTSBURGH DAY ADDRESS 


Sees Some Improvement in Experience; 
Urges Aggressive Action by Industry 
to Cut Highway Accident Toll 


Robert I. Catlin, vice president of 
Aetna Casualty & Surety, explored all 
aspects of the automobile insurance situ- 
ation in his address, March 10, before 


the Pittsburgh Insurance Day gathering 
and reached the following conclusions : 
“As I interpret the trend in the au- 


ROBERT I. CATLIN 


insurance field, there are angles 
which are encouraging and there are 
others which justify concern. 

“On the optimistic side, first, the 1952 
underwriting results on the automobile 
casualty lines for an increasing number 
of companies show an improvement in 
loss ratio as compared with 1951. Un- 
doubtedly this trend is primarily due to 
the marked increase in automobile rates 
during 1951 and 1952. The 1951 increases 
had a material effect upon the 1952 re- 
sults and it is assumed the increases in 
1952 will have a comparable effect upon 
1953 underwriting results. 

“Second, the increased charges for ex- 
cess limits have proven beneficial in off- 
setting somewhat the effect of larger 
claim costs and the noticeable rise in 
the size of judgments. 

Leveling Off of Average Claim Costs 

“Third, while average claim costs con- 
tinue to rise, due primarily to inflation, 
the trend which was so noticeable in 


tomobile 


1950 and 1951 has leveled off somewhat. 
Furthermore, it is worth noting that 
claim frequency has shown a tendency 


for some time to remain stations ury. 

“While the underwriting experience on 
the automobile material damage lines 
will continue to be affected by wages 
and the cost of materials, we may an- 
ticipate a leveling off of the increases 
noted during the past two or three years. 

“There is considerable evidence of an 
increasing number of companies writing 
automobile liability insurance applying 
sounder un derwriting principles in the 
consideration of risks as well as agency 
connections.” 

Accident Situation Far From “Under 

Control” 

Mr. Catlin dwelt at length on the au- 
tomobile accident situation, which he 
described as being “far from under con- 
trol.” He said that even the most op- 
timistic would have to admit “we are 
just about holding the line.” Even 
though the fatality ratio to miles of 
travel has shown a slight improvement, 
the speaker stressed that the fact can- 
not be ignored or minimized that in 1952 
over 38,000 persons were killed in auto- 
mobile accidents and approximately two 
million suffered personal injuries, many 


(Continued on Page 45) 
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Pittsburgh Ins. Day 
Attracted Over 1,000 


RALPH ALEXANDER KEYNOTER 


Educational Panel Discussions Hold At- 
tention; Commissioner Leslie and 
Mayor Lawrence Among Speakers 


Living up to its reputation as one of 
the best organized and best attended 
one-day gatherings in the country, Pitts- 
burgh Insurance Day, held March 10, 
attracted over 1,000 people from all 
segments of the industry and with top 
ranking executives as keenly interested 
in the program as producers. It was the 
27th annual get-together, and responsible 
for its success were J. W. Hubbard, 
president, Keystone Adjusting Corp., 
who was the general chz airman, W. C. 


Fiand and William Maclean, vice presi- 
dents, National Union, who were associ- 
ate chairmen, and Mrs. Stella Burtoft, 


secretary of the Insurance Club of Pitts- 
burgh, who did an able job in handling 
many details of preparation. 

Keynoter was Ralph H. Alexander, 
Deputy Insurance Commissioner of 
Pennsylvania, and Commissioner Artemas 
C. Leslie was one of the banquet speak- 
ers. He shared this honor with Horace 
T. Cator, president of the club, and with 
the Very Rev. N. R. H. Moor, D.D., 
dean of Trinity Cathedral at Pittsburgh, 
who was toastmaster. Mayor iy 
Lawrence of Pittsburgh extended greet- 
ings. 

The program called for simultaneous 
educational panel discussions both morn- 
ing and afternoon, and they clicked from 
start to finish. Luncheon attraction was 
Walter M. Sheldon, vice president, W. 
A. Alexander & Co., Chicago, who is 
president of the National Association of 
Insurance Agents. His address was re- 
viewed in our issue last week. One of 
the most notable panel talks, that by 


Robert I. Catlin, vice president, Aetna 
Casualty & Surety, is reviewed on an- 
other page. 


Waterhouse Extols Fieldman’s Qualities 
As the lead- off speaker on the morn- 
ing panel, “Fundamentals by the Field- 


man,” Everett H. W aterhouse, agency 
supervisor, Zurich-American Cos., gave 


his impressions of the fieldman’s qual- 
ities as well as telling what the agent 
expects of him and what the fieldman 
expects of the agent. 

“The fieldman is tact personified,” 
said Mr. Waterhouse. “He binds the 
wounds of injured agents and annoints 
them with the oil of inspiration. He is 
able to see over the other side of the 
agent’s desk and vicariously listen to the 
agent’s troubles and gripes. He is aware 
that the business belongs to the agent, 
and he must see that said business is 
quality in nature and ethically secured. 

“He is a good listener. He controls 

his urge to promote and direct to the 
point of countering any undue display 
of verb: al ego. He knows that timed re- 
laxing is the keystone of appreciated 
attention and that forced attention is 
obvious; that insincere courtesy is nerve- 
wracking, and that superficial manner- 
isms will not perpetuate sales nor lead 
to lasting acquaintances. 
_ “The fieldman must justify his ex- 
istence. He will not permit his personal 
ambitions to make his reasoning un- 
reasonable, for he recalls that it takes 
two parties to make a contract. His 
course of action is so directed that the 
agent and the company are prime iry in 
the consideration of profit . 

The speaker felt that the most de- 
manding characteristic of the fieldman 
is that he is trustworthy. A real field- 
man, he said, in order to be trustworthy, 
must be dependable, honest, sincere and 
forthright. Continuing Mr. Waterhouse 
said: 

“The first service a fieldman can ren- 
der an agent is the placing at his dis- 
posal the fieldman’s knowledge of the 
usiness. This knowledge must primarily 
include policy coverages. This doesn’t 
infer that the fieldman can be consid- 
ered an expert on every phase of the 
insurance business, but his background 
Provides him with sufficient knowledge 
of the business that if a point coverage 


arises he, the fieldman, will be able to 
provide a coverage answer eventually, 
if not at the immediate scene of action. 
Knowledge of Existing Markets 

“Agents are also entitled to request 
of fieldman a current picture of the ex- 
isting insurance markets. At this time 
and with respect to casualty insurance 
particularly, the broader the fieldman’s 
knowledge of current insurance markets 
the more respected he is. For instance, 
most fieldmen can be abreast of the 
market for unusual types of coverages, 
substandard risks and excess coverage. 

“Progressive fieldmen always maintain 
an up-to-date repertoire on such mat- 
ters as licensing requirements, avail- 
ability of personnel, general business 
indexes, and even office procedures and 
bookkeeping. . . . No doubt the one 
outstanding factor that an agent expects 
is the fieldman’s ability to make money 
for the agent. In other words, he ex- 
pects a salesman, not just a caller. How- 
ever, it should be noted that a good field- 
man will never attempt to high-pressure 
a prospect into buying a coverage mere- 
ly for the sake of an apparent sale— 
he knows that the agent must live with 
these people. You may also expect that 
when the fieldman enters into a sales 
interview, he will exert his maximum 
effort to keep the interview on an ethi- 
cal plane—do not expect him to cheat 
and chisel for you. 

Mr. Waterhouse also believed that 
agents outside of a metropolitan area 


are entitled to expect the fieldman to 
advise them of his intent to appoint 
another agent within that immediate 


area. “An agent is not entitled to a 
literal interpretation of that statement,” 
said the speaker, “since there are many 
points to consider before a decision of 
this kind can be made, but he certainly 
is entitled to that fieldman’s considera- 
tion before he negotiates with another 
representative within that locale.” 

ime Element Perplexing 

The speaker then said that one of the 
most perplexing problems a_fieldman 
must control is that element of time. 
He knows that no agent can be expected 
to sit idly in his office and wait for the 
fieldman’s arrival, but he is entitled to 
expect that the agent, if he doesn’t 
wish to see the fieldman at a particular 
time, will let him know in time to 
change his itinerary. 

Before closing Mr. Waterhouse dis- 
cussed claims—one of the common prob- 
lems in an agent’s office. He brought 
out: “All companies of any repute have 
at their disposal qualified claim per- 
sonnel. It is not the duty, nor the 
prerogative, of a fieldman to render any 
claim decisions, particularly with respect 
to third party claims, nor those involv- 
ing highly technical coverages. Agents, 
often times, are prone to assume that 
since the fieldman sells specific cover- 
ages by relaying to the prospect the 
definition of those coverages, he should 
then be able to determine the validity 
of the claim pertaining to the coverages 
sold. There is little doubt that the field- 
man could render a corrrect claim deci- 
sion, but this is not his work, nor is 
it his obligation. Therefore, he is en- 
titled to expect that claim decisions will 
be handled direct with claim personnel.” 

The problem of underwriting with par- 
ticular emphasis on the casualty lines 
was also discussed. “The fieldman in 
most instances is capable to render an 
underwriting decision and bind the com- 
pany accordingly,” Mr. Waterhouse said. 
But, if there is a doubt in his mind as to 
the acceptability of a particular risk, 
he then is entitled to seek that deci- 
sion from a superior. Mr. Waterhouse 
emphasized that an agent cannot expect 
any lasting satisfaction rats a company 
where he has exerted undue influence 
on a fieldman to accept a doubtful risk. 
“Every fieldman is entitled to the cour- 
tesy of seeking a ‘final appraisal from a 
superior,” he said. 

Stewart Views Agents’ Future — 

As one of the participants in the after 
noon forum devoted to agency opera- 
tions, W. Howard Stewart of Helmbold 
& Stewart, Clearfield, Pa., discussed 
problems confronting agents w riting 
automobile insurance as a result of the 
increasing growth of direct writing com- 


panies and the renewed agitation for 
compulsory automobile insurance. He 
described the increase in directly writ- 
ten business as part of the pattern of 
change that, over the past 25 years, has 
seen the neighborhood grocers and other 
independent businessmen go down before 
the competition of the chains. 

Pointing out that the victory of the 
chain store has by no means been a 
complete one, Mr. Stewart said: 

“In retrospect, it seems to me that 
the good old-fashioned neighborhood 
merchant lost—not because of inability, 
nor incompetence, but because he soft- 
ened under his very security and success. 
He refused to change, he refused to 
meet competition. 

New Independents Meet Competition 

“This merchant died trying to prove 
he was right, and oddly enough, after he 
went out under pressure, and was all 
but forgotten, along came another gener- 
ation, young men, men who wanted to be 
independent, wanted to be their own 
bosses, and wanted to be merchants. 
They looked at the big chains, the super 


markets and such terrifying obstacles 
as they represented to a beginner. They 
still wanted to be in business for them- 
selves. And they’ve done alright. To- 


day there are independent operators in 


business. Fighters who meet their chal- 
lenge. Men who are unafraid of size 
or terms. Men who learn their job, 
know their hazards but fight and win.” 


Declaring that three of the largest 
writers of automobile insurance in Penn- 
sylvania last year were non-agency com- 
panies, Mr. Stewart then discussed this 
competition and a possible remedy. He 
said: 

“They sell it for less—and consider- 
ably less. And our company cannot com- 
pete on a price basis. We won't write 
insurance with an underwriting profit 
for the company and a fair commission 
for us long if the conditions continue. 

“So, you say, cure it. Of course I 
can’t cure it and neither can my com- 
pany. Neither of us in our own sphere 
has the power of solution. If both com- 
pany and agent blindlv and treacherouslv 
hold their position it won’t be cured. 
And so, a line of insurance made and 
sold by the American system of individ- 
ual enterprise will slip from the hands 
of the local agent and the agency com- 
panies, and through our own obstinacy. 
Why? 

Is Commission Rate Justified? 

“To me the answer seems so simple— 
Underwriting profit, that formula al- 
lowed our companies as the margin be- 
tween loss cost, overhead expense and 
net profit. The old merchant said he 
had to have a 20% markup. The chain 
store said they’d do it on less. We insist 
on a commission rate justified once be- 


cause sales effort was required, but 
eo sold this idea of protection to 
America, must we always have a com- 


mission rate established when it was a 
selling job? 


“Let’s face it. Once on our books it’s 


easily renewed. Premiums are higher 
today, making more commission dollars. 
Are they earned ? Will we insist on a 


‘way of life’ until we’re denied the line? 
Why not face it before it’s too late? 
Can’t we give our companies a chance? 
Personally I’d rather write 1,000 cars 
with a price to compete than 300 because 
the commission is high—or should I 
say, ‘conforms to tradition.’ They tell 
me that automobile insurance in Massa- 
chusetts pays 714% commission. The 
non-agency companies in Pennsylvania, 
T am informed pay 514% commission on 
renewals.” 

Compulsory Automobile Insurance 

In his discussion of compulsory auto- 
mobile insurance Mr. Stewart expressed 
the wish that Governor Dewey had not 
seen fit to push for this type of legisla- 
tion in New York State, thus reviving an 
old controversy. He went_on to cite 
some of the experience in Pennsylvania 
with various types of insurance legisla- 
tion, saying: 

“A few years ago, after years of post- 
ponement by the state because they 
weren’t manned to meet the job, we in 
Pennsylvania adopted the financial re- 
sponsibility law. We were sure that it 
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would alleviate the situation. And so 
that we might enforce the act the 
personnel of the State Motor Police 
was greatly increased. We've had a few 
years experience now—and what do we 
find. More police? More enforcement ? 
Yes, more police, more accident investi- 
gation—but not more 


enforcement. All 
that personnel which was added to make 
this law effective has been pretty we!’ 
dissipated into office routine. I submit— 
there is highway protection today 
than before this act was effected. On 
paper we move forward—in practice 
we've slipped. 
improved Safety Effort Needed 
Shall we, as agents of protection for 
our public, demand effective enforcement 
of our laws before we adopt a ow 
of cash benefits—legal apology for death 


less 


ar id disabilities? Having sincerely em- 
braced safety for motorists, let’s bon 
talking of ticket fixing and lucky es- 
capes. Let’s see that our people live, 


and_ safely. 

“Failing in an improved safety effort, 
what faces us? The Philadel phia In- 
quirer, a force in Eastern Pennsylvania, 
expressed in a recent editorial the aver- 
age idea on compulsory automobile in- 
surance. In advocating this plan for 
Pennsylvania the ‘Inquirer’ said: 

““One reason for present high auto 
rates is that the companies already 
cover many bad risks. Under compul- 
sory insurance they would not have to 
accept any bad risks—indeed they should 
not accept them—and by refusing, rates 


would go down, the public would be 
protected, and highways would be made 
safer. 

“Reach for your police uniform, you 
underwriter and agents. This preposter- 


ous idea would remove from the state 
their necessity for policing and place it 
in the hands of the insurance companies. 
Of course, I know that is a perfectly 
impossible thing. The reasoning of that 
editor is atrocious from where you and 
I sit. But it’s in line with some gov- 
ernors, lots of legislators, and many of 
vour customers. Will we surrender to 
that kind of thinking and take compul- 
sory insurance as an unavoidable catas- 


trophe—or shall we beat this joker? If 
we will, we can. 

“More and better work from each of 
us for highway safety is required. More 


and better education and enforcement 
from those responsible and we can make 
our highways do their job.” 
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Rhode Island Classes 
To Be Held Four Weeks 


LONERGAN CHIEF DIRECTOR 





Commissioner Bisson Heads Advisory 
Planning Committee; Registration 
Limited to 35 Applicants 





The University of Rhode Island, divi- 
sion of university extension, will conduct 
an insurance institute at Kingston from 
June 15 to July 10. The course of study 
is designed specifically for agents, 





GEORGE E. LONERGAN 


agency personnel and employes of firms 
not offering training programs, as well 
as for those who contemplate entering 
the insurance field. Classes will meet 
in Washburn Hall from 8:30 to 4:30, 


Mondays through Fridays for four 
weeks. 
During the 156 class hours, the fol- 


lowing subjects will be covered: Funda- 
mentals of insurance, accident and 
health, general liability, comprehensive 
liability, automobile liability, workmen’s 
compensation, fire, inland and ocean ma- 
rine, and suretyship. The instruction 
fee will be $70 and the registration fee 
$5. Dormitory accommodations are avail- 
able at a nominal charge and the dining 
facilities of the campus will be extended 
on an a la carte basis. Insurance stu- 
dents will have at their disposal the 
recreational facilities of the campus, the 
Narragansett Beaches and many points 
of interest throughout South County. 


Carries Six Semester Hours 


Successful completion of the course 
carries six semester hours of under- 
graduate credit and a certificate from the 
university. The Insurance Department 
of New York has approved the institute 
as qualification for admittance to the 
broker’s examination. The principal in- 
structor will be George E. Lonergan, 
superintendent of the education depart- 
ment of the Employers’ Group Insur- 
ance Cos. of Boston. 

The institute will be sponsored by 
the state of Rhode Island Insurance De- 
partment and the Rhode Island Associa- 
tion of Insurance Agents. The advisory 
planning committee, headed by Rhode 
Island Insurance Commissioner George 
A. Bisson, is made up of prominent 
agents and executives of large stock and 
mutual companies. Registration will be 
limited to 35 applicants whose applica- 
tions must be received before June 5. 


JOINS H. & A. CONFERENCE 

The State Mutual Life of Worcester, 
Mass. has joined the Health & Accident 
Conference, bringing its total member- 
ship to 191 companies. The company will 
now write employe group and hospital- 
surgical group in all states. Walter I. 
Wells is director of its accident and 
sickness branch and Alan R. Willson is 
secretary of its group division. 


IAC Friends Give Party and 
Gifts to “Joe” Gernhardt 


Joseph A. Gernhardt, who retired 
February 1 as advertising manager of 
the National Surety Corp. on account of 
ill health, spent a happy evening March 
12 at the Downtown Athletic Club, New 
York, in the company of 30 friends, all 
of whom are members of the Insurance 
Advertising Conference. It was a senti- 
mental occasion, the toastmaster being 
Raymond D. Parker, president of Park- 
er-Allston & Associates, the advertising 
agency handling the National Surety 
account. 

Mr. Parker did a good job in his role 
and overlooked no opportunity to tell 
“Joe” Gernhardt by word and deed how 
much his services to insurance advertis- 
ing and to the IAC (of which he was 
president from 1948 to 1949) were appre- 
ciated by his contemporaries. The party 
was arranged by Walter H. Riley, ad- 
vertising manager of American Surety, 
who presented the guest of honor with 
a testimonial scroll, signed by all attend- 
ing, and with a set of Mayfair table 
lighters by Ronson. 

During the evening “Joe” Gernhardt 
watched his insurance career “pass in 
review,” so to speak. His early days 
as a professional ball player to his years 
as a forgery bond salesman with the 
National Surety, and then his nearly 25 


years as head of that company’s adver- 
tising and sales promotional activities, 
were pointed to by various speakers. 
Toastmaster Parker set the pace, 
stressing friendship angles, and in turn 
L. Alexander Mack, president of The 
Weekly Underwriter; David Porter, edu- 
cational director of the Surety Associa- 
tion of America; Clark S. Smitheman, 
assistant advertising manager, Insurance 
Co. of North America; Theodore W. 
Budlong, advertising manager, National 
Board of Fire Underwriters, and David 
C. Gibson, now vice president of J. M. 


Mathes, Inc. New York advertising 
agency, dwelt upon Mr. Gernhardt’s fine 
qualities. 


Not overlooked was his accomplish- 
ment in initiating the annual luncheon 
to the insurance press which the Nation- 
al Surety has given for at least five 
years. As one speaker described him: 
“He has always been cooperative, sympa- 
thetic, friendly and helpful, and withal 
modest.” These are the qualities by 


which “Joe” Genhardt will be remem- 
bered for many years to come, 
In his retirement at his home in 


Brooklyn he will engage in his absorbing 
hobby of oil painting. In addition to the 
cheering words of his friends at this 
dinner Mr, Gernhardt will treasure a 
personal letter from Ellis Carson, presi- 
dent of National Surety Corp., and tele- 
grams which were read by Ray Parker. 
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INSURANCE COMPANIES 





Nt: Casey Coes Toa 


When you're “going to town”—whether it’s to another city or 
somewhere in your own community—it’s smart to take safety 
precautions in public places. Accidents can and do happen in 
hotels, stores, theaters, public buildings, and recreation centers. 


Your community safety program, to be well-rounded, should 
point out these accident hazards and show how to guard against 
them. “Mr. Casey Goes to Town” and other Zurich-American 
Safety Zone films will help you do this. 

They'll help your agency “go to 
town?’ too, as a civic-minded 
enterprise that merits community 


support. 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 S$. LA SALLE ST., CHICAGO 3, ILLINOIS 








General Reinsurance 
Assets Reach New High 


POLICYHOLDERS’ SURPLUS’ UP 


Both Parent Co. and North Star Show 
Greater Earned Premium Volume 
Than in 1951 





The year-end financial statements of 
the General Reinsurance Corp. and the 
North Star Reinsurance Corp. showed 
assets at a new high mark as of last 
December 31. Substantial increases in 
surplus to policyholders were also 
recorded for the year. Both corporations 
are in a generally improved condition 
as compared with 1951 picture. 

Total assets of the General Reinsur- 
ance at the year-end were $72,840,096, 
an increase of $7,844,725 over the 1951 
figure, and North Star showed assets 
of $31,198,664, an increase of $3,697,905 
over those reported at the close of 1951. 
Cash and United States Government 
obligations amounted to 38% of General 
Reinsurance’s portfolio and 52% of the 
North Star’s. 

Net premiums written last year by 
General Reinsurance amounted to $21,- 
128,753 and earned premiums were $19,- 
703,702 as against the 1951 totals re- 
spectively of $18,236,000 and $17,144,000. 
The North Star’s net premiums written 
in 1952 were $13,937,720 and earned pre- 
miums $13,610,248 as compared with 1951 
results of $14,653,000 and $13,523,000. 

Net income of General Reinsurance 
(after Federal income taxes) was $372,639 
and for the North Star on the same 
basis $1,326,949, 

General Reinsurance Corporation's 
claim reserve was $31,544,877, an increase 
over the prior year of $3,627,093. North 
Star’s claim reserve at $2,717,454 was up 
$9,402. Unearned premium reserve of 
General Reinsurance at $10,255,066 was 
up $1,425,051 while the same reserve in 
North Star was $15,291,770, a gain of 
$327,472. 

Both companies showed substantial in- 
creases in surplus to policyholders. In 
the case of General Reinsurance, that 
item stood at $26,564,613, an increase 
of 2,172,347 over 1951. As to North 
Star, the corresponding figure was $9,- 
961,155, a gain of $1,569,060 from 
December 31, 1951. 


Century Indemnity Names 
Steele Pittsburgh Manager 


Appointment of Thomas E. Steele, Jr. 
as manager at Pittsburgh, for the Cen- 
tury Indemnity Co., casualty subsidiary 
of the Aetna Insurance Group, is an- 
nounced by President Clinton L. Allen. 
In his new assignment, effective April 
1, Mr. Steele will succeed William F. 
Wilks who has been transferred to New- 
ark, N. J. as manager of the Aetna’s 
casualty department. Mr. Steele has been 
located in the Century’s Pittsburgh office 
since last January, following 12 years as 
special agent in Buffalo, Chicago and 
Newark. 

A native of Brooklyn, Mr. Steele at- 
tended Hebron Academy at Hebron, 
Maine, and Bowdoin College at Bruns- 
wick, Maine. He has been with the Cent- 
ury since October 1941. 


Jackson Address Published 
By Group in Pamphlet Form 


The address delivered by Harold P. 
Jackson, president of the ‘Bankers In- 
demnity Co. at the fieldmen’s confer- 
ence of the American Insurance Group 
at the home office in Newark on Feb- 
ruary 9, has now been published by the 
companies and is available in pamphlet 
form. 

Mr. Jackson’s subject was “The Im- 
pact of Social and Economic Pressures 
on Automobile Underwriting.” Widely 
known as a leading authority on the 
automobile accident situation, this ad- 
dress not only is pertinent to the current 
situation but is a valuable source of ref- 
erence to those who also are deeply 
engaged with the problem. 
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V. T. Ehre President of 
Insurance Square Club 


1953 MARKS 30TH ANNIVERSARY 


E. J. Thomson and B. F. Thompson 
Elected V.P.’s at Annual Meeting; 
Graham and Russell Reelected 


Victor T. Ehre, assistant secretary of 
(American) Lumbermens Mutual Casu- 
alty and American Motorists in New 
York, was elected president of the In- 
surance Square Club of New York Inc. 


VICTOR T. EHRE 


March 16. He 
Evers, Crum & 
chairman of 


at its annual meeting 


Richard C. 


elected 


succeeds 
Forster, who was 
the board, 

Other new officers include First Vice 
President Ernest J. Thomson, Phoenix 
of Hartford, and Second Vice President 
Burtis F. Thompson, Corbett-Dower & 
Co. George W. Graham, Hartford Fire, 
and James S. Russell of Whitehill Agen- 
cy Inc., were reelected to the respec- 
tive posts of treasurer and secretary. 

The Insurance Square Club, organized 
in 1923, is planning for its 30th anni- 
versary under the chairmanship of 
George Graham. The founders designed 
a club for Masons actively engaged in 
the insurance business. From the start 
the prime purpose of the organization 
Was to promote a spirit of good fellow- 
ship in the Masonic segment of the 
business. These social aspects of the 
club have been enhanced by educational 
activities and charitable benefits. The 
club now has nearly 500 members. 

Mr. Ehre, graduate of University of 
Pennsylvania, began his business career 
with the Travelers. He joined the 
Kemper Insurance Group in 1937, an 
association which was interrupted only 
by three years aboard a U Navy 
Destroyer. He was elected assistant 
secretary of his companies in May, 1951, 
and appointed manager of the metropoli- 
tan department in August, 1951. 

Mr. Thomson began his insurance ca- 
reer in 1929 with The London Assurance. 
In 1940 as a member of the 7th Regi- 
ment he was called into active service 
lor five years and saw ETO combat 
action. After the war he returned to 
The London Assurance for a short time. 
Joming Phoenix of Connecticut in 1946 
as an underwriter. Recently he was 
‘ppointed superintendent of brokerage 
lor its New York office. 

Ma -hompson, educated at New York 

Niversity, has been associated with a 
number of prominent insurance compa- 
mes during his more than 25 years of 
pice. He is also a past commander 
of the Insurance Post 1081 of the Ameri- 
can Legion. 





TO STUDY C. & S. PROPOSAL 


NAIC Blanks Committee Will Consider 
Plan to Amend Insurance Expense 
Exhibit as Recommended 

The proposal of the Association of 
Casualty & Surety Companies that the 
insurance expense exhibit be amended 
to place primary and secondary lines 
together on one sheet will come before 
the meeting of the blanks committee 
of the National Association of Insurance 
Commissioners at its meeting at Hotel 
Commodore, New York City, March 29- 
April 2. 

In a letter to the members of the 
blanks committee, Charles C. Dubuar, 
chief actuary at Albany of the New 
York Insurance Department, secretary 
of the NAIC committee on blanks, stated 
that the recommendation of James J. 
Higgins, principal insurance examiner 
(uniform accounting) of the New York 
Insurance Department in New York City, 
was omitted through an oversight in 
preparing the agenda. 

The proposal of the Association of 
Casualty & Surety Companies originally 
was made to the blanks committee in 
April, 1952. This proposal was referred 
to the uniform accounting committee for 
consideration. In June, 1952, the uni- 
form accounting committee approved the 
proposal of amendments which, in the 
opinion of that committee, could give ef- 
fect to the industry recommendations 


General Fire & Casualty Co. 
Reports Gains for 1952 


The 1952 financial statement of the 
General Fire & Casualty Co. of New 
York shows total admitted assets of $13,- 
777,318 as compared with the 1951 total 
of $11,844,274. Capital remains at $1,000,- 
000 but surplus has increased to $2,- 
128,435, making a surplus to policyhold- 
ers at the past year-end of $3,128,435 
compared with $3,021,588 the previous 
year-end. 

During the year the company produced 
earned premiums of $8,570,799 with losses 
incurred of $5,723,741. ratio 
amounted to 68.8%; claim expense ratio 
13.3%; underwriting expense ratio 17.0%, 
making a combined loss and expense 
ratio of 97.1%. 


Loss 


PHIL. WOMEN WILL MEET 

The Women’s Insurance Society of 
Philadelphia will meet March 24, with 
President Jane V. George of the General 
Accident Fire & Life Assurance Corp., 
presiding. Guest speaker will be Pro- 
fessor Harry Weinberg of Temple Uni- 
versity, who will discuss applied psy- 
chology, his topic being “How to Talk 
to Yourself.” 





and in addition, would result in seem- 
ingly desirable changes in the insurance 
expense exhibit. 

















FOR SUCCESS 
IN THE 


YEARS AHEAD... 


Great pleasures of life lie ahead of you; 
be sure you are able to live them to the 
fullest. Whenever you are behind the 


wheel of a car, think safety, drive safely. 


films, see your local AMICO representative, 










Last Date 
A dramatic 20-minute sound motion pic- 


ture on teen-age driving safety. 


Sergeant Bruce Reporting 
A series of 13 six-minute driver educa- 


tion sound movies on driving attitudes. 


For details on how you may obtain these 





or write the home office, Chicago 40. 
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Rehabilitation Plan 
For Disabled Endorsed 


BY YOUNG MEN’S BD. OF TRADE 
Insurance People Told at Luncheon of 
Work of N. Y. Institute for 
Crippled and Disabled 
The insurance committee of the Young 
Men’s Board of Trade, New York City, 
has taken a forward-looking step in en- 
dorsing the rehabilitation program car- 
ried on by the Institute for the Crippled 
and Disabled, located at 23rd Street and 

First Avenue, New York. 

At a luncheon meeting, Wednesday, 
March 18, presided over by Robert C. 
Mehorter of McDaniel & Co., Inc., it 
was decided to bring to the attention of 
the insurance industry, particularly 
workmen’s compensation writers, the 
possibilities of a closer relationship with 
the Institute. A panel discussion of case 
histories of insurance claimants rehabili- 
tated brought out the fact that the pro- 
gram has already effected substantial 
savings in claim payments by the car- 
riers. As an example, one insuror saved 
$175,000 on the case of a young man 
rendered a paralytic by an industrial ac- 
cident. At a cost of less than $25,000 the 
Institute was able to completely rehabili- 
tate and return him to private life. The 
carrier was thus allowed to release the 
balance of a $200,000 loss reserve. 


Subcommittee Appointed 


In order to determine the extent to 
which insurance companies can avail 
themselves of this rehabilitation service, 
a subcommittee for study has been ap- 
pointed by the insurance committee of 
Young Men’s Board of Trade which con- 
sists of Edward Rock of Adams & Por- 
ter, who is chairman of the main com- 
mittee; Robert C€. Mehorter, Joseph 
Johnson, Indemnity Insurance Co. of 
North America, and Thomas Sperry of 
John C. Paige & Co., Inc., who is vice 
chairman of the main committee. 

In investigating the facilities of the 
Institute this group found a number of 
disabled persons of all and from 
varied occupations who were efficiently 
and cheerfully performing many varie- 
ties of useful work for which trey had 
been trained by the Institute. One case 
in particular attracted atteation—that 
of 47-year-old Frank McGrann, a pipe 
fitter, whose spine was severly injured 
when a 2,000 pound chain block broke 
loose and fell on his back. He lost most 
of the use of both legs, and despite im- 
mediate medical atteat.on and lng hos- 
pitalization, he was permanently dis- 
abled. Earning a living as a pipe fitter 
was out of the question. 


ages 


Compensation Income Inadequate for 
Family Needs 


Mr. McGrann’s compensation insur- 
ance took care of medical bills and he 
was assured of a tiny income, $28 a 
week, which was entirely inadequate for 
his family’s needs. His insurance car- 
rier, American Mutual Liability, was in- 
tent upon returning him to economic 
usefulness and he was given the bene- 
fit of the Institute’s rehabilitation treat- 
ment. Through physical therapy he re- 
gained substantially the use of his legs 
—learned to support himself and move 
about on crutches. 

Vocational counselors at the Institute 
helped him to select a new trade jor 
which his pipe fitter’s experience, pres- 
ent physical condition and personal in- 
clinations qualified him—bench machinist 
and welder. For the past year, Frank 
McGrann, a compensation § insurance 
case, has been holding down a machin- 
ist’s job, supporting his family without 
any outside assistance. He had a 
raise since he started. His employer says 
Frank McGrann is a valued worker. 

In putting the spotlight on cases of 
this type the Young Men’s Board of 
Trade feels that the word will spread 
around that facilities of the Institute may 
well be of value not only in compensa- 
tion insurance but in other forms of 
accident and disability coverage. 


has 
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Hotels Are Inadequate 
FORESEES RATE INCREASES 


Tells Hotel Men in Chicago That Com- 
panies Sustain Underwriting Losses 


on OL&T and Elevator Liability 


Experience of companies writing gen- 
eral liability bodily injury insurance tor 
hotels indicates that the average level 
of rates for the country as a whole is 
still inadequate and further rate in- 


creases are therefore indicated, Milton 





Underwood & Underwood 
MILTON ACKER 

Acker, manager of the general liability 
division of the National Bureau of Casu- 
alty Underwriters, told a meeting of 

hotel executives at Chicago, March 12. 
Addressing a joint conference of the 
boards of directors and governors of the 
American Hotel Association and_ the 
presidents and secretaries of the na- 
tional association’s member groups, Mr. 
Acker pointed out that over recent years 
insurance companies sustained substan- 
tial underwriting both own- 
ers’, landlords’ and tenants’ liability and 

elevator liability insurance for hotels. 

Companies Sustain Losses 

During each of the years 1946 through 
1950, the latest for which complete data 
are available, the insurance companies 
sustained underwriting losses on hotel 
premises coverage, that is, owners’, land- 
lords’ and tenants’ liability insurance, he 
said. For this period it is estimated that 
all casualty companies writing this busi- 
ness suffered an aggregate underwriting 
loss of 51.9%, he said. This means, Mr. 
\cker explained, that this insurance cost 
the companies $151.90 in claim costs and 
expenses for every $100 of premiums, or 
an underwriting loss of about $7,3000,000. 
On the other hand, he said, the under- 
writing loss during the same period was 
only 7.5% for all classes of risks for this 
same type of coverage, such as office and 
mercantile buildings, apartment houses, 
stores, restaurants and hospitals, includ- 
ing hotels. In other words the percent- 
age f hotels was almost seven 


I sses on 


loss for 
times the percentage loss for all classes 
of risks for this same type of coverage. 

The companies’ experience with ele- 
vator liability insurance for hotels fol- 
lowed the same trend as premises cover- 
age experience although underwriting 
losses were less severe, Mr. Acker stated. 
On their writing of elevator liability in- 
surance for hotels during each of the 
years 1946 through 1949, he said, the 
companies sustained an underwriting loss 
and these underwriting losses aggre- 
gated 20.1% for the four years. This 
coverage therefore cost the companies 
$120.10 in claim costs and expenses for 
every $100 in premiums, he stated; or an 
underwriting loss amounting to almost 
$500,000. For all classes of elevator lia- 
bility risks the companies’ underwriting 
loss for the four-year period was 11.6%, 


he said, while the percentage loss for 
hotels alone was almost 75% higher. 

Estimates Insured Hotel Premiums. 

The National Bureau representative 
estimated that insured hotels in the 
United States are paying annual pre- 
miums of about $7,500,000 for liability 
insurance, exclusive of automobile lia- 
bility. More than $6,500,000 of this, he 
said, is for premises coverage more com- 
monly termed owner’, landlords’ and 
tenants’ liability insurance, and the re- 
mainder is for elevator liability insur- 
ance. 

“Rate increases are not made for the 
purpose of recouping losses sustained 
in the past on hotels or other types of 


risks,” Mr. Acker stated. “Rates are 
determined from past experience ad- 
justed by suitable factors in recognition 
of present day trends towards higher 
claim costs and expenses on a_ basis 
which will prove no more than adequate 
to provide the necessary premium dol- 
lars for the payment of losses and ex- 
penses anticipated for the coverage pro- 
vided during the period the rates are 
effective.” 

Premiums for owners’, landlords’ and 
tenants’ liability insurance are deter- 
mined from the size of the hotel prop- 
erty, measured in terms of areas of 
buildings and street or highway front- 
age, the general liability manager ex- 
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HARD-HITTING 


SALES AID! 


This easy-to-read 
issue tells you about: 


CONTRACT BOND 


HOW TO SELL THEM! 


Here is one of the most profitable lines. This business 
means large premiums and commissions—and it can 
lead to additional substantial volume! 


“‘Mailroad to PROFITS” tells you: 


WHO your prospects are... 

HOW you can develop leads... 

WHERE you can get help... 

WHAT contractors want from agents and 


e WHY this line is desirable agency business. 


You'll find a lot of other valuable sales hints too. Our 
nearest branch office will be glad to help you develop 
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lines needed by Contractors. 
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plained, while premiums for elevator 
liability insurance are determined on a 
per elevator unit basis. 

Result Is Fixed Premium 

“The result is a fixed premium which 
does not increase with increases in lia- 
bility claim costs and expenses due to 
inflation,” Mr. Acker asserted. “When, 
as in some other liability coverages, 
premiums are based on payrolls or sales, 
which increase as a result of inflation, 
the premiums better keep abreast of in- 
creased insurance costs. For fixed pre- 
mium risks, such as hotels, rates must 
be increased to offset the effect of ris- 
ing insurance costs.” 

Hotels, Mr. Acker pointed out, are be- 
ing used increasingly by persons other 
than room occupants; conventions, busi- 
ness meetings, dinners and other public 
gatherings have been bringing large 
numbers of additional people into hotel 
premises, thereby increasing the prob- 
ability of accidents with no compensat- 
ing increase in premium. 

One of the best answers to the infla- 
tion-induced rises in insurance costs, Mr, 
Acker told the country’s hotel execu- 
tives, was to reduce the number and 
severity of accidents in their hotels 
through effective and_ well-organized 
safety programs. Reduction in the num- 
ber and severity of accidents, he said, 
would in time be reflected in the general 
liability insurance rates for the hotel in- 
dustry as a whole. 


New Stock Issue Results 
Satisfies Maryland Casualty 


A total of 96.42% shares of the entire 
new issue of 442,098 shares of new com- 
mon stock of Maryland Casualty have 
been purchased by subscriptions exer- 
cised under rights offered existing com- 
mon. stockholders, the company an- 
nounced on March 13. 

Of the new issue, 426,231 shares were 
purchased under the warrants at the 
subscription price of $23 per share. This 
leaves 15,867 shares remaining, to be 
taken up by the underwriting group 
headed by Merrill Lynch Pierce Fenner 
& Beane. 

The percentage of shares taken under 
the warrants was so high, and the issue 
so successful that there will be no public 
offering of the new stock, the company 
said. 

Common stockholders of record on 
February 21 were given warrants evi- 
dencing rights to subscribe to the new 
stock at the rate of one share for each 
2% shares of old common stock held on 
that date. 





Lumber Mutual Casualty 
Has Best Year in History 


The statement of the Lumber Mutual 
Casualty Insurance Co. of New York 
shows that 1952 was the best year in 
the company’s history. Assets on De- 
cember 31 were $8,643,741 as compared 
with $7,522,484 at the end of 1951, or an 
increase of $1,121,257. 

Gross premiums written in 1952 totaled 
$5,307,106, with reinsurance ceded of 
$89,512, or a net of $5,217,654, which 
represents an increase of $738,472 in net 
premiums written. Surplus as of Decem- 
ber 31, 1952, was $1,310,475, or an in- 
crease of $251,342 over the 1951 surplus. 


Calls Hearing in Texas 


On Automobile Insurance 


Casualty Commissioner Garland A. 
Smith of the Texas Board of Insurance 
Commissioners has sent out notices of a 
hearing to be held March 24, at Austin, 
for “the purpose of considering auto- 
mobile bodily injury and property dam- 
age liability rates, physical damage 
rates, rating plans, manual rules, en- 
dorsement forms and such other matters 
as may be properly brought before the 
board. 

“The foregoing applies to all types of 
motor vehicles, including private pas- 
senger, commercial and public automo- 
biles. It is contemplated that rate re- 
visions or other changes approved_ by 
the board will generally be made effec- 
tive on and after May 1. 
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A. & H. Bureau Promotes 
McAlevey and Martel 
ALSO NATALIE NOSWORTHY 
General Manager Follmann Says That 
Changes Will Mean Increased Effec- 
tiveness of Staff Operation 


Three promotions in the executive 
staff of the Bureau of Accident & 


Health Underwriters, the result of recent 
action of its governing committee, have 





Fabian Bachrach 


JOHN F. McALEVEY 


been announced by Joseph F. Follmann, 
Jr, general manager. 

John F. McAlevey has been promoted 
to the rank of counsel for the bureau, 
George E. Martel has been named re- 
search analyst, and Natalie Nosworthy 
has been named office manager. All 





Fabian Bachrach 
MARTEL 


GEORGE E. 


changes, according to Mr. Follmann, are 
the result of necessary reorganization 
of the bureau staff with resultant re- 
definition of responsibility and increased 
effectiveness of staff operation. 

Mr. McAlevey joined the bureau staff 
in 1951 as attorney, having prior to that 
time been connected with the New York 
law firm of Root, Ballantine, Harlan, 
Bushby & Palmer. During the war 
Mr. McAlevey served as a captain in 


Virginia A. & H. Hearing 
To Be Held April 30 


A Virginia advisory legislative council 
committee studying hospitalization in- 
surance has Pai a public hearing for 
April 30 on A. & H. and hospitalization 
insurance. The committee met in Rich- 
mond, March 12, under the chairmanship 
of State Senator J. D. Hagood, who also 
is chairman of the full committee. 





the United States Air Force. As a 
fighter pilot he has received the Air 
Medal with two Oak Leaf Clusters. A 
graduate of the Law School of Colum- 
bia University, Mr. McAlevey is a mem- 
ber of the American Bar Association’s 
sections on insurance law, antitrust law, 
corporation banking and business law. 
He is also a member of the insurance 
section, New York State Bar Association 
and the Insurance Committee of Associ- 
ation of the Bar of City of New York. 

Mr. Martel joined the bureau last 
year after receiving the degree of mas- 
ter of science in public health at the 
University of Massachusetts. During the 
war he saw action with the United 
States Navy. As research analyst for the 
bureau, Mr. Martel will also be avail- 
able for furthering the efforts of the 
Health Insurance Council, a confedera- 
tion of insurance associations of which 
the bureau is an active member. 

Miss Nosworthy has been with the 
bure: vu since 1948. Formerly with The 
Prudential of America and the Travel- 
ers, her assumption of the newly created 
position of office manager fills what has 
been a growing need in the bureau 
organization, In her new position Miss 
Nosworthy; will be responsible for all 
personnel, financial and tax matters. 


Underwriting Panel 
Draws Record Crowd 


TO NEW YORK A. & H. MEETING 


Ray L. Hills, Moderator; Questions An- 
swered by Dr. Horan, J. F. Lydon 
and P. J. Burns 


A panel discussion of “Accident and 
Health Underwriting,” staged by the 
Accident & Health Club of New York on 
March 12, brought out to the monthly 
dinner meeting 156 underwriters, claim 
men and inspection agency representa- 
tives. It was the best attended regular 
meeting held in recent years by this 
club, one of the largest in the country. 
Furthermore, the enthusiasm of those 
attending for more panel discussions of 
this type proved conclusively the keen 
interest of A. & H. men for practical 
information on physical questions about 
disability risks. 

The presence of Dr. Joseph C. Horan, 
associate medical director, Metropolitan 
Life, as a member of the panel, gave 
added significance to the discussion, and 
he carried the brunt of the questions 
and answers. He was ably assisted by 
John F. Lydon, A. & H. department 
manager, Ocean Accident, and Peter J. 
Burns, executive assistant, New York 
Life, both of whom are seasoned under- 
writers. 

The selection of Ray L. Hills, secre- 
tary, Great American Indemnity, as the 
moderator was a happy choice and he 
kept the meeting running smoothly. In 
introducing him Frederick E. Boes, 
Metropolitan Life, as president of the 
club, pointed to Mr. Hills’ continuous 
service to the A. & H. industry of nearly 
49 years, a milestone he will reach in 
June. Mr. Hills is chairman of the risk 
selection committee of the Bureau of A. 
& H. Underwriters. 

President Boes welcomed as _ special 
guests E. A. Hauschild, A. & H. secre- 
tary of the Security Mutual Life of 
Binghamton, who is governing commit- 
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tee chairman of the bureau, and Law- 
rence K. Farrell, retired third vice presi- 
dent of Metropolitan Life, who had just 
returned from Florida. 

Dr. Horan on Heart Murmurs 

Dr. Horan, lead-off speaker, began by 
drawing the distinction in underwriting 
between life and disability insurance. He 
then discussed heart murmurs, stating 
that the presystolic murmur at the apex, 
the most common type, and the aortic 
murmur are uninsurable. However, the 
mytral murmur in the younger ages may 
be taken for aécident insurance, he said. 

As to risks with a leaking heart in 
which one of the valves of the heart 
does not function properly, Dr. Horan 
said that underwriters should be “very 
careful” and go slow on writing such 
applicants. 

In considering blood pressure cases, 
the speaker declared that any reading 
higher than 150 over 90 bears watching. 
He said that an elevated blood pressure 
on examination may indicate an emo- 
tional type of individual. 

Discussing the heart muscle, Dr. 
Horan stressed the importance of the 
coronary arteries which nourish this 
muscle, and said that anyone having a 
damaged coronary artery cannot. sur- 
vive very long. In general, cases of 
coronary artery trouble are uninsurable 
This is because it is difficult to tell which 
coronary artery is occluded. 

He further put on the record that 
electrocardiographs are not ironclad for 
appraising the condition of the heart. 

Lydon on Occupationst Factors 

John F. Lydon, who is occupational 
classifications comin chairman in 
the bureau, handled questions on self- 
employed and seasonal occupations, as- 
sisted by Mr. Burns. He considered any- 
one working only two or three months a 
year as uninsurable for loss of time. As 
to self employed workers, such as doc- 
tors, dentists, lawyers, he said: “They 
make up a good part of our business to- 
day and the loss ratio on these classes 
is not bad. Therefore we should not be 
too choosy in our underwriting of such 
risks.” 

As to hazardous occupations for health 
insurance, the opinion held by Messrs 
Lydon and Burns was as follows: If by 
hazardous occupations one means occu- 
pations that are detrimental to a man’s 
health, then in that case the underwriter 
should use good judgment. On the other 
hand, if the higher class risks are meant 
when one speaks of —- occupa- 
tions, the speaker said that his company 
is now pushing the sale of health insur- 
ance among industrial workers, or “blue 
collar” workers who usually are from a 
“D” to an “H” classification. 

Substandard Risks 

All members of the panel gave their 
views on substandard risks. It was 
pointed out that this class always brings 
up the old lumbo-sacral injuries. Most 
back trouble arises from a_ herniated 
disc in the lumbar area. However, it 

(Continued on Page 46) 
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N. Y. Safety Council 
Plans Traffic Sessions 


TRAFFIC EXPERTS ON PROGRAM 





Several Insurance Men on Program; 
Three Sessions on Commercial Vehicle 
Drivers; Two on General Subjects 

A series of conferences on the nation’s 


held 


traffic accident problems will be 
March 25 to 27 in New York in con- 
nection with the Greater New York 


Safety Council’s 23rd annual Safety Con- 


vention and Exposition. Law enforce- 
ment officials from many parts of the 
country, traffic engineers and safety ex- 
perts, including a number of insurance 
men, will discuss ways of reducing the 
highway toll which last year took 38,000 
lives and caused serious injury to more 


than 1,300,000 car riders and pedestrians. 


Three sessions on March 25 will be 
devoted to commercial vehicle drivers 
and two meetings on March 27 will be 
on the problem of how to improve 
motorists’ driving habits. Among the 
constructive methods set for discussion 
is the spread of refresher courses for 
adult drivers, sponsored in some com- 


munities by safety councils, boards of 
education and automobile clubs. 


Brewster Will Speak 
March 25, at 


as its chair- 


The morning session of 
the Hotel Statler, will have 


man, William M. Greene, director, Con- 
necticut Safety Commission. T he ol 
eral discussion will center around, “Fac- 


ing Today’s Critical Commercial V hea 
Accident Problems.” One of the speakers 


at this session will be William H. Brew- 
ster, manager, automobile division, Na- 
tional Bureau of Casuz lty Underwriters, 
whose subject will be “Insurance Cost 
Control and Safety Activities.” 

At the luncheon that day, to be held 


at Hotel New Yorker, 
senior engineer, Aetna Casualty & 
Surety Co., will preside, and James R. 
Mz icduff, New York State Motor Vehicle 
Commissioner, will deliver the address 
The annual awards of the et New 
York Safety Council’s commercial vehi- 
cle section, will be presented at the 
luncheon. 

At the afternoon session, also at the 
Hotel New Yorker, there will be a 
symposium on “Is It Win-Lose-or-Draw 
a ‘Our Battle Against Commercial Vehi- 

Accidents?” Among the participants 
in ” the symposium will be Thomas N. 
Boate, manager, accident prevention de- 
partment, Association of Casualty & 
Surety Companies, and Dwight M. Mc- 
Cracken, manager, motor transport bu- 
reau, Liberty Mutual Insurance Co. 

The morning “pom of March 27, at 
Hotel Statler, will be based on the ques- 
tion: “Is Driver Improvement Being 
Realized?” Robert J. Allen, chief traffic 
engineer, Association of Casualty & 
Surety Companies, will be the presiding 
officer. 


George W. Decker, 


Danford and Johnson to Speak 


The afternoon session of that day at 
Hotel Statler, will be on “Driver Re- 
fresher Activities in the Community 
Group.” Among the speakers at this 
session will be Harold R. Danford, su- 
pervisor in charge of driver education, 
New York University Center for Safety 
Education, on “Conducting the Course,” 
and Finer G. Johnson, president, Rich- 
mond County Association of Insurance 
Agents, Staten Island, N. Y., on “Re- 
fresher Training, a Continuing Respon- 


sibility.” 
Stops Writing Auto Liability 
In Charleston, S. C. Area 
The Central Surety & Insurance ( /Orp., 
as City, told the Charleston, S. C., 
“News & Courier” on March 12 that 
ympany has discontinued acceptance 
t automobile liability insurance in the 


Charleston “because of our unsatis- 
factory ratio of incurred losses to earned 





the c 


area 


premiums on that line.” Another com 
pany has curtailed its writing in this 
area because “excessive verdicts have 


scared us off.” 


SUGGESTS ACCIDENT SOLUTION 





N. Y. Young Men’s Trade Board Asks 
Solons to Empower Motor Vehicles 
Bureau to Set Up Benefit Fund 

The Young Men’s Board of Trade, 
Inc.. New York City, has adopted a 
resolution which recommends: 

“That the Bureau of Motor Vehicles 
be empowered to create a ‘benefit fund’ 


within the control and administration 
of the bureau the purpose of which 
would be the payment, according to a 


schedule, of benefits to 
vehicle accidents after 
has by due process of law 


predetermined 
sictns of motor 
such victim 


“That the Bureau of Motor Vehicles 
be empowered to surcharge all motor 
vehicle license fees in an amount suffi- 
cient to supply the monetary needs of 
the ‘benefit fund’; 

“That the Bureau of Motor Vehicles 
as administrator of the ‘benefit fund’ 
be empowered to take such steps as are 
necessary to require party or parties 
to reimburse the fund for payments 
made on their account; 

“That suitable amendments be made 
in the present Motor Vehicle Law to 
require motor vehicle inspection, greater 
caution in issuing of licenses, periodic 
reexamination of licensed drivers and 


Roderick McDonald Promoted 
By Springfield F. & M. 


Roderick McDonald has_ been ap- 
pointed superintendent of the casualty 
and bond division’s claim department of 
the Springfield Fire & Marine Insurance 
Co. He succeeds Stanwood R. Searles, 
who was promoted to assistant secre- 
tary of the company last December. He 
will aid Mr. Searles in supervising op- 
erations of the claims department. 

Mr. McDonald joined the company 
and its affiliate, the New England Insur- 
ance Co., in 1950. Previously he was 




























































































been awarded damages and has been un- _ stricter penalties for unsafe, careless and an insurance company claim adjuster or 
able to collect such damages; law-flouting drivers.” examiner for 14 years. 
ws * 
I | 
| | 
| | 
1} | | | 
| Statement | 
11] 1] 
| 1} 
i 
| AT THE CLOSE OF BUSINESS DECEMBER 31, 1952, | | 
| }] 
1] as reported to the Insurance Department of the State of New York | 
| 
| * | 
| 
| | ASSETS LIABILITIES | 
Hi , || 
Hl Cash in Banks and Office $ 1,156,479.39 Reserve for Losses $ 5,974,046.06 | 
Hh | 
| U. S. Government Bonds 8,482.680.65 Reserve for Unearned 2s | 
Premiums 1,082,707.00 {||| 
| | | | Railroad Bonds ° ° . 23,750.00 Reserve for Taxes, | | | 
1] . Expenses, ete. 1,134,624.05 1] 
| Stocks . 2... 437,088.00 | 
111] Reserve for Fluctuation of | 
| i Premiums in course of col- Security Values . 20,669.25 | 
Hl lection not over 90 days 128,815.37 iene tex Contin. | 
| gencies . $ 175,000.00 | 
Accrued Interest . 41,163.90 7 Hi 
|| | Capital Stock 1,000,000.00 {|| 
| Reinsurance Recoverable LEDS Pesee Net Surplus 1,000,000.00 | 
| | Other Assets 5,895.34 Surplus to Policyholders —_ 2,175,000.00 | 
Total Admitted Assets $10,387,046.36 Total $10,387,046.36 | 
| At the close of business December 31, 1952, Securities carried at $525,220.98 in this statement are de- | 
posited as required by law. Eligible bonds amortized. Other bonds and stocks at convention market value. | 
INSURANCE COMPANY OF AMERICA 
NINETY-NINE JOHN STREET - NEW YORK 38, NEW YORK | | 
SIX EAST 11TH STREET + KANSAS CITY 6, MISSOURI {1 
* 
CASUALTY, FIRE, FIDELITY & SURETY REINSURANCE 
i | 
| | 
| | 
* * 
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Three Cos. Seek Changes in 
Comp. Rates on Va. Mines 


The Virginia State Corporation Com- 
mission on March 11 set for hearing 
May 28 a joint application of three in- 
surance companies for revision on rates 
for workmen’s compensation insurance 
on Virginia coal mines. The petitioners 
—Bituminous Casualty Corp., the Coal 





Operators Casualty and the Eureka 
Casualty—are the only companies that 
handle underground coverage in Vir- 
ginia. 


These carriers asked the Corporation 
Commission to amend portions of the 
Virginia coal mine rate making and rate 
adjustment plan under which they have 
identical rate and regulation filings. 

The Bituminous and the Eureka re- 
quested, for purposes of figuring base 
rates, that the regulations be amended 
so as to provide that small mines shall 
be those of less than $30,000 annual pay- 
roll and large mines those over this 
figure. They contend that, since the 
Coal Operators Casualty started writing 
compensation insurance on Virginia 
mines, they have been left with a dis- 
proportionate number of small, unprofit- 
able mines. 

All three companies requested that the 
loading charge per $100 of payroll for 
catastrophe insurance be increased from 
15 to 25 cents for underground mines 
and the — for surface mines be left 
unchanged at 1 cent per $100 of payroll. 
Also a was a decrease from 2 to 
1 cent per $100 of payroll in the charge 
for occupational disease on underground 
mines. Another proposed amendment 
would set up an experience rating plan 
for all mines that meet certain mini- 
mum payroll requirements. 

The petitioners asked that the changes 
be made effective next July 1. The 
Corporation Commission said there are 
about 600 mines in the state, working 
20,000 miners. 


Cravens, Dargan Observes 
Its 50th Anniversary Year 


Cravens, Dargan & Co., Houston gen- 
eral agency, is celebrating its 50th anni- 
versary year and in honor of the occa- 
sion, the current issue of its “Review” 
has a golden cover and publishes “The 
C-D Story,” a short history of the gen- 
eral agency. 

From its small beginnings 50 years 
ago in what was then pioneer country, 
tod: iy the company’s enterprises extend 
throughout 12 states, Alaska, Hawaii, 
Mexico, Canada and British Columbia. 
Its insurance activities are separated in 
two divisions, one centered in Houston 
which serves the southwestern states, 
and the other in San Francisco, serving 
farwestern states from Mexico north, as 
well as British Columbia, Alaska and 
Hawaii. A pioneer in aviation insur- 
ance it owns American Aviation Under- 
writers as well as Western General In- 
surace Co. writing life and allied lines 
of insurance. 


Ohio Has Large Increase in 


Insurance Under Auto Law 


Inquiry among automobile insurance 
companies at Columbus, O., reveals, it is 
claimed, that as a result of the new 
financial responsibility law, which went 
into effect in March, sales of automobile 
insurance have increased from 40% to 
200%. It is said that only about 45% or 
50% of the automobile drivers had insur- 
ance before the new law went into effect. 


COMP. BENEFITS LIBERALIZED 

A bill liberalizing workmen’s compen- 
sation benefits has been passed by the 
West Virginia Senate and returned to 
the House for concurrence in minor 
amendments before going to the Gov- 
ernor for signature. 

Major provisions of the bill provide 
for increasing from $25 to $30 a maxi- 
mum weekly payment for total tempo- 
rary disability, and boosting the mini- 
mum from $15 to $18 


Catlin at Pittsburgh 


(Continued from Page 38) 





Established 1923 


of a critical character. “Important to 
note,” he observed, “1953 is off to a poor Confer 
start.” 

Mr. Catlin predicted that the expo- with us 


sure to traffic-accidents will increase for 
many years to come, “faced as we are 
with the adding of more millions of cz LIFE 
@ g : I cars CASUALTY 


and operators on the highways which BON 
are already proving inadequate for the AUTO 
52 million automobi P illi IN 
llion automobiles and 60 million MARINE 


operators now using them.” 
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He maintained that more drastic ac- 
tion must be taken by both the car 
manufacturers and the states in com- cern over the noticeable increase in size 
batting the effect of speeding upon the of judgments rendered by juries through- 
traffic accident situation, and declared: out the country, a trend which offsets 
“The time is ripe for a thorough study to a great extent the leveling off evi- 
on the part of states as to whether the denced in cost of settling claims. “This 
speeds now permitted are reasonable and particule ir trend,” he declared, “calls for 
safe in the light of the growing evi- an intensive and aggressive coordination 
dence of congestion as well as the in- of effort on the part of all segments of 
creasing evidence of the inability of the insurance industry to educate the 
many operators to drive safely at the public, particularly policyholders, that 
higher rates of speed.” the funds out of which we pay claims 

Saying that the intoxicated driver is and judgments come from the pocket- 
regarded by many as the greatest single books of policyholders through the pre- 
hazard on the road, Mr. Catlin pointed miums they pay for insurance.” 
to the New York bill dealing with such He also urged that the industry should 
drivers which, in his opinion, other coordinate and intensify its efforts in 
states might emulate. passing on to the motoring public rea- 

The speaker then expressed his con- sons why automobile insurance premium 
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Why use a dozen different policies 
to provide these coverages when 
ONE policy can do the job! Ideal 
for busy, multiple- -line producers 
who must make every minute of selling time 
count. Broad benefits; only three exclusions; 
moderate cost. No cancellation age; no policy 
fee; no complicated risk classification. Accident 
coverage is world-wide. Write today for Pro- 
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high level 
Should we 


have reached such a 
and may go even higher. 
not tell the public as well how they 
might cooperate in effecting remedies 
that would be beneficial to all con- 
cerned? It is our tremendous responsi- 
bility to educate the American public in 
the whys and wherefores of the insur- 
ance business.” 

Problem of Irresponsible Operator 

Looking to the future, Mr. Catlin said 
that one of the most serious problems 
is the emphasis being placed upon the 
so-called financially Se auto- 
mobile operator. He contended that 
there is a tendency to shat more em- 
phasis on looking after the financially 
irresponsible than on the irresponsible 
operator, and said: “To me, the whole 
issue, is as simple as this—protecting my 
child’s life against injury by an irre- 
sponsible operator is far more important 
than guaranteeing me a monetary com- 
pensat ion for his death 

“Is it not time we urge the 
authorities in the various 
cept their full responsibilities in the field 
of accident prevention rather than at 
tempting to solve the problem by find. 
ing additional ways to compensate for 
the economic loss created by automobile 
accidents? When they do, I believe we 
will have gone a long way toward solv- 
ing both problems, the financially irre- 
sponsible and more important still, the 
irresponsible operator. 

“Going beyond the operator, there is 
= matter of the car. Here I find the 

ates are either apathetic or disinclined 
to move in the direction of requiring 
compulsory inspection of automobiles an- 
nually or semi-annually. Yet we are all 
conscious of the effect of the increasing 
number of old cars on our streets aad 
highways. Again, I feel it is the state’s 
responsibility to guarantee to the public 
not only the fitness of the operator, but 
also the physical condition of the auto- 
mobile he drives.” 

In closing Mr. Catlin advised his in- 
surance audience not to get into the 
complacent state of mind that “our in- 
segment of it can or 


costs 


proper 
States to ac 


t} 


dustry and every 

should assume a passive attitude.” The 
traffic accident situation, he said, is 
such that as public spirited citizens 


throughout the country, “we must be 
willing to join in the fight to make our 
streets and highways safer.” 

Therefore, the speaker thought that it 
is high time to take some honest-to- 
goodness aggressive action, especially in 
view of the thinking and planning which 
the insurance industry has done for 
“There is a big job to be 


many years. 
done throughout the nation, especially 
at the official level,” he emphasized. “Tt 
will require everv bit of intelligence, 


and coordination we 
However, it can and 


courage possess to 
achieve 
must be done.” 


NEW AUTO RATES IN ONTARIO 
New automobile insurance rates which 
go into effect ge 1 in Ontario, Canada, 

provide for five lassifications in place 

of the former three, give pleasure drivers 


success. 





with a no accident ‘record lower costs, 
and reduce agents’ commission by 25% 
High increases face drivers under 25 


THREE JOIN A. & +H. BUREAU 

The following three companies have 
been added to the membership of the Bu 
reau of Accident & Health Underwrit 
ers: Home Life Insurance Co., New 
York; Union Casualty & Life Insurance 
Co., Mount Vernon, N. Y., and State 
Mutual Life Assurance Co., Worcester. 
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Conference Prepares 
For Annual Meeting 


PAULEY HIGHSPOTS PROGRAM 





Gathering May 4-6 in Chicago To Be Un- 
der L. L. Phelps’ Chairmanship; Quality 
Speakers on Current Problems 

C. O. Pauley, managing director of the 
Health & Accident Underwriters Con- 
ference, made preliminary announcement 
to member companies on March 12 on 
the program for the 52nd annual meet- 
ing which will be held May 4-6 at 
Drake Hotel, Chicago. 

Mr. Pauley points out that although 
Detroit was the birthplace of the con- 
ference, “Chicago has been the most 
popular meeting place through the years, 
a total of 22 times, since the first an- 
nual gathering in that city in 1906.” 

The convention committee under the 
chairmanship of L. L. Phelps, assistant 
vice president, North American Life, has 
developed a program that will touch on 
varied and current aspects of health and 
The topics include: 
develop- 
level 


accident insurance. 
claims, medical and_ hospital 
ments, office personnel training, 
versus non-level commissions, and trends 
in group insurance. 

Opening the business session on Mon- 
day morning, May 4, Conference Presi- 
dent Robert R. Neal, North American 
Accident’s vice president and counsel, 
will be the first of three speakers. They 
include Frank L. Rowland, managing di- 
rector, Life Office Management Associa- 
tion, and T. A. Sick, president of Amer- 
ican Life Convention and of Security 
Mutual Life of Lincoln. 

The session will adjourn at noon, Mon- 
day, for the Conference golf tournament 
at Medinah Country Club and resume 
Tuesday morning, with six addresses, 
committee reports and panel discussion, 
scheduled for the remaining day and a 
half. Both the Conference luncheon, 
which will be in honor of Mr. Pauley, 
and banquet dinner are to be held on 
Tuesday. 

A reception is planned for early arri- 
vals, Sunday evening, May 3. A golf 
tournament, Monday at Medinah Coun- 
try Club, will be followed by dinner in 
the club’s private dining room. 


Appointed by Rauleus ia {.. 





Universal Photo Service 


MERROLD S. JOHNSON 


MacArthur, president of 
Bankers Life & Casualty Co. of Chi- 
cago, announces the appointment of 
Merrold S. Johnson, as advertising di- 
rector of all television, radio, newspaper, 
and magazine advertising for the com- 
pany. Mr. Johnson was formerly adver- 
tising director of Hotpoint, Inc., and 
prior to that, advertising director of 
Arnold, Schwinn & Co., manufacturers 
of Schwinn Bicycles. 


John D. 


Hills Conducts Panel 


(Continued from Page 43) 


was held that a lot of troublesome back 
cases that are diagnosed as herniated 
discs are nothing more than a sprain 
or a pulled muscle. 

In Dr. Horan’s opinion, most opera- 
tions performed on the back for these 
conditions by good surgeons do not pro- 
duce 100% cure. When asked how it 
could be determined whether a herniated 
disc was the result of trauma or of a 
disease, he said he believed that all her- 
niated disc cases are traumatic. It would 
be all but impossible to pin it down to 
any disease, he declared. 

The underwriters attending were ad- 
vised not to take a higher premium in 
place of an exclusion rider because in 
the event of an injury a claimant would 
have an easy time malingering and liv- 
ing off the company for an indefinite pe- 
riod of time. 

Asked the specific question on accept- 
ing for accident insurance men over 
six feet four inches in height, Dr. Horan 
said that he would not worry too much 
about a man’s height as long as all other 
factors were favorable. He qualified this 
“Unless the 


statement by remarking: 
due to a 


man’s extreme height was 
glandular condition.” 

As to the issuance of a policy with 
two or more exclusion riders, Dr. Horan 
said he would try to avoid writing the 


Ohio A. & H. Sales Congress 
Set for Apr. 24 in Cleveland 


The 15th annual convention and sales 
congress of the Ohio Association of Ac- 
cident & Health Underwriters will be 
held in Cleveland April 24. Advance 
reservations indicate that a new atten- 
dance record will be made at this gather- 
ing which, in the past, has attracted 
large numbers of A. & H. producers 
and their wives. 

William A. Knight, Federal Life & 
Casualty, Cleveland, who is president of 
the association, has extended an invita- 
tion to attend to members of the 
Ontario, Western New York, Indiana 
and Detroit associations, promising an 
outstanding program. 

While the sales congress will be the 
outstanding feature of the convention, 
the entertainment has not been over- 
looked. It will include a fashion show 
for the ladies, dinner dancing and major 
league baseball games. 





policy under such conditions. He added: 
“You cannot take too much away from 
the applicant because you would prob- 
ably be excluding the things that are 
the very reason why he applied for the 
insurance. 

In the discussion on over insurance the 
question was put whether DBL should 
be considered when figuring the amount 
of insurance an applicant already car- 
ried. The answer was a definite “No.” 








Coverages. 


and easy to sell. 


to participate. 








A Note of Importance 
to Every Casualty 
Insurance Man: 


Casualty Agents and Brokers everywhere 
are becoming alerted to the new, rapidly 
growing field of Franchise (Small Group) 
Accident, Health, and Hospitalization 


General Accident, a pioneer in this form of 
protection, is meeting the challenge by 
offering attractive Franchise contracts and 


an underwriting plan that is easy to handle 


Franchise Insurance is not a sideline with 


us. We expect it to grow and invite you 


Why not write for details, today. Please state 
whether you are an Agent or Broker. 


Write: Group Division 
ACCIDENT AND HEALTH DEPARTMENT 


GENERAL ACCIDENT 


Fire and Life Assurance Corporation, Ltd. 
GENERAL BUILDINGS - 


PHILADELPHIA 5, PA. 











H. A. Siddons Now With 
H. L. Bredberg in Chicago 





HERBERT A. SIDDONS 


Herbert A. Siddons, well known in 
the inspection agency field, has joined 
the National Service & Appraisal Co. 
Inc., Chicago, as assistant vice president, 
it was announced by Harold L. Bredberg, 
executive vice president of that agency. 

Mr. Siddons started his inspection 
career in February, 1924, after receiving 
his education at Kyle Military Institute 
and Columbia University. Up to this time 
he has been connected with Service Re- 
view, Inc., serving in managerial capaci- 
ties at Newark and Philadelphia. 

Long active in A. & H. circles, Mr. 
Siddons is a past president of the New 
Jersey Accident & Health Association. 
While in Newark he also served a term 
as executive secretary of the Insurance 
Federation of New Jersey. In Phila- 
delphia he was active as a director of 
the Lions. 

The National Service & Appraisal Co. 
is now celebrating its 25th year under 
Mr. Bredberg’s leadership. During his 
20 years with the organization Mr. Bred- 
berg has been the deciding factor in its 
success, 


Heads Detroit A. & H. Men 





PAUL T. WILLIAMS 


Paul T. Williams, sales manager of 
the Earl B. Brink agency of Mutual of 
Omaha, was elected president of the 
Detroit Association of Accident & 
Health Underwriters at the annual elec- 
tion held March 10, at the Detroit- 
Leland Hotel. cae 

Mr. Williams, a native of Detroit, 1S 
a graduate of Northwestern High School 
and the University of Texas. 
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a pound of dollars or a pound of 
en four leaf clovers? 


A pound is a pound—but when hospital or doctor bills have to 
be paid, a pound of four leaf clovers doesn’t carry much weight. 


It’s dollars that count, and if you have sold your clients Trav- 

elers Accident and Sickness insurance, they have something 
better than a good luck charm to ward off the losses caused by 

accident or illness. 

Why not tell your clients how they can have this vital protec- 

tion at a low cost? It is an argument that will carry a lot of 

weight. 








| Just call on the nearest Travelers Branch Office Manager for 
full information on Travelers modern Accident and Sickness 
policies. He’ll have a selection of hard-hitting sales aids and 
leaflets, too. 


THE TRAVELERS INSURANCE COMPANY ° Hartford, Connecticut 
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(eneral Fire And Casualty Company 


A Participating Stock Company 


Annual Financial Statement 


DECEMBER 31, 1952 


ADMITTED ASSETS 





Cash on Hand and in Banks $ 1,807,604.83 


Bonds: 
U. S. Government $10,555,885.14 


U. S. Government Agencies 539,213.06 11,095,098.20* 
Accrued Interest 40,110.63 


Premiums in Course of Collection 
(Under 90 Days) 829,910.47 


Other Admitted Assets 4,593.43 
$13,777,317.56 











LIABILITIES 


Reserve for Losses and Loss Expense $ 8,392,890.43 
Reserve for Unearned Premiums 1,979,139.06 
Reserve for All Other Liabilities 276,853.50 
Capital $1,000,000.00 
Surplus 2,128,434.57 


Surplus to Policyholders 3,128,434.57 
$13,777,317.56 











* Amortized Value of Bonds 


Bonds carried at $436,827.31 in the above statement are deposited as required by law. 


HOME OFFICE: 1790 BROADWAY, NEW YORK 19, N. Y. 


BRANCH OFFICES 


CHICAGO NEWARK MINNEAPOLIS 
309 W. Jackson Blvd. Raymond Commerce Bldg. 127 First Avenue N.E. 
Chicago 6, Iil. Newark 2, N. J. Minneapolis 13, Minn. 


PITTSBURGH PHILADELPHIA 
2 Ross Street Public Ledger Building 
Pittsburgh 19, Pa. Philadelphia 6, Pa. 


COMMISSION TO BROKERS 


























